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MOVING DISPLAY- 


That Sells Pliers, Tools 
and Other Goods 


Catches the Eye (ne of the most effective selling 
helps ever produced is this revolving display. It 
MOVES and has brilliant color, two most important 
factors for catching the eye. 

Used on Counter or In Window Because of 
its convenient size, it may be used either in the win- 
dow or on the counter. 

The goods are displayed on a wood pyramid, covered 
with orange velour. This is rotated slowly by a high 
grade electric turntable. 


Sells Goods A mechanic glancing at this display 


will see just the pliers he needs—or it may be a cold Three Assortments There is a choice of three assort- 

chisel, prick punch, or star drill—and a sale is made. — for = display, One consists of pliers and forged “9 
je : tools—another, pliers only—and a third forged steel tools only. 

Others are og wang ! the fact that you show a good (Coniplete tit on epgticnion.) 

assortment of these tools. The top is detachable, and the electric turntable may be used 


Saves Time Used on the counter, this display saves to display other goods. 


time—because customers can make their own selec- 
tions and point out just the tools they want. 


Full Pages in The Saturday Evening Post— 


Costs Little Unlike most electric displays, this ‘ 
unit consumes little power. The cost is less than lc Create More Demand for Kraeuter Pliers 
for 24 hours. Full pages and numerous quarter-pages in The Saturday Eve- 
ning Post, beginning April 28, will increase demand for 
An outfit of this kind ordinarily sells for $35.00. . . . Kraeuter Pliers. 
We are offering it for a small fraction of that price. Stores which display them will reap the benefit. A good win- 
: , dow and interior display on April 28, when this advertising 
Write for details. begins, will produce sales. Display material free. 


KRAEUTER PLIERS 


KRAEUTER & COMPANY ~ PLIERS & TOOLS ~ 585 18th. AV. NEWARK.N. Jf 


ee 
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Spend 45 Seconds 


ERE is a “help” which is in- 

creasing the G#eGiant Die 
sales of hundreds of hardware 
and mill supply houses all over 
the country. 


It has all the features you look 
for. It is small, only about 10” x 
10” x 13”. It is unobtrusive. It 
will harmonize with your other 
fixtures. It has a high-grade ap- 
pearance, because it is made of 
solid mahogany, and beautifully 
finished—Just like a piano case. 
Its three little drawers are par- 
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| to Read This Story 


titioned off for different sizes of 
dies. 


A cabinet like this is expensive, 
but it won’t cost you anything if 


you are handling G@eGint 


Dies. Its presence in your store 
tells all the mechanics in your city 
that you are “headquarters” for 


LttleGimt Screw Plates and 


parts. 


We suggest that you write to- 
day and ask how this cabinet can 
become yours. 





GREENFIELD : TAP AND DIE 






GREENFIELD. 
New York—15 Warren St. 


Detroit—228 Congress St., West 


CORPORATION 





MASS.,U.S.A. 
Chicago—13 So. Clinton St. 


H.A. March 15, 1928 





U. 8. A.. Entered as second 


HARDWARE AGB, published weekly by the [RON AGE PUBLISHING O0O., at 239 West 39th Street, New York, N. Y., U. § 
class matter May 22, 1918, at the Post Office at New York. under the Act of March 8, 1879. (Printed in U. S. A.). $3.00 per year. Single copies 


25e. each. Vol. 121, No, 11. 
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Ames—Aids to Sales— vin 











LT TEE IL AR NA TERE IIE rE 
NNN SA He 


Tell your shovel trade about the 
©. AMES bend—the feature that 
gives the perfect shovel balance; 
often copied, never duplicated. 
It’s easy on the back and it also 
means easier sales for you. 


MUNN if 
A LESLIE ANI LT LINE LE ARP SY RHE) 




















Seven +... 


1. THE AMES BEND —the perfect 
shovel balance; often copied, never 
duplicated. 

2. Blade of heat-treated alloy steel 
with maximum resistance to wear. 

3. Finest craftsmanship, as details of 
finish readily prove. 

4. Lightest weight construction con- 
sistent with strength. 

5. Best handle known, genuine North- 
ern Ash, second growth. 

6. All Dee-Handles, sipplied in OLIVER 
AMES Split Dee, I-D-L, Sturde-E, 
Wright Metal or Wooden Dee. 

7. Distributed by only the foremost 
wholesale and retail dealers. 





USE THESE IN YOUR 
SALES TALKS 











SHOVELS: SPADES: SCOOPS 


AMES SHOVEL AND TOOL CO. . .. Ames Bidg., Boston 
Owner of Oliver Ames & Sons Corp., North Easton, Mass. Est. 1774 


Makers of Old Glory, Liberty and Victory brands 


1760 
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There’s an honest profit for 
you on each tire sold—and 


thousands of honest miles on 


the road for your customers 


ND if you’re on the 

job to build business 

—a substantial, growing, 
profitable business— 
here’s the kind of a prod- 
uct you want to handle. 


One that’s honestly built 
—one that gives an honest 
profit to you and honest 
value to your customers. 


Richlands are just that 
kind of tires—made by 
men who live in good 
homes, drive their own 


cars, keep their families 
in comfort because of the 
qualjty they put into these 
business-building tires. 


Once you have learned 
the details of the propo- 
sition Richland has to 
offer retailers, you will 
admit it is second to none 
in the tire industry. 


There is a convenient 
distributing point close 
to you—write us for 
complete information. 


THE RICHLAND RUBBER COMPANY : Mansfield, Ohio 


RICHLAND TIRES | 


| 
a 
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A new and better Saw 
File — and an all-metal 
Counter Display and 
Stock Container, which 
is given free during this 
introductory offer with 
6 dozen of these new 
Disston Files. 


Here is a complete saw file stock 
in one compact Unit. It affords the 
dealer an opportunity to offer this 
new and better saw file in a hand- 
some all-metal counter display, and 
at the same time to carry his reserve 
stock right in the rear of the dis- 
play. A quick way to increase file 
sales and an easy way to handle 
them, 


——— 


The Disston Special Extra-Slim 
Blunt Saw File is the result of a 
great deal of experimenting to de- 
velop a saw file that will do easier 
and better work. 


It has these advantages: 


1. A special cut with plenty of 





-NEW! THE DISSTON SPECIAL 
EXTRA-SLIM BLUNT SAW FILE 








bite; yet it cuts smoothly and 
lasts for a long time. 


2. Extra-slim so that the user can 
see just where and how the file 
is cutting at all times. 


3. Blunt so that, even if unskilled, 
he can file with a level, uniform 
stroke; there is no taper and 
the file “finds its bearing” 
against the tooth more quickly. 
Less effort required to use. 


4. Made of Disston Steel—hard, 
tough and strong. It will out- 
last two ordinary files. 


The counter display, richly fin- 
ished in orange and black, is given 
you free with the following, well- 
assorted order for six dozen files: 


¥% doz. 5-inch 3 doz. 6-inch 
2 doz. 5%4-inch 1% doz. 7-inch 


Ask your jobber, or mail the cou- 
pon for complete information. 


Henry Disston & Sons, Inc., Dept. 1 
Philadelphia, U. S. A. 
Please send me, without obliga- 
. tion, information upon your new file 
: unit containing six dozen assorted 
| files and free display stand and 
: stock container. 


PE Ae Sis icicstoss Acts tiectisiote’ ie 


TODAY IS THEDAY OF 


LIGHTWEIGHT SAWS 


Because—today the carpenter is 
seeking just this type of saw. His 
sawing is not as heavy as it once 
was. And this lighter, narrower 
blade is easier to use—easier to 
work with all day long. 

With a Lightweight Saw, car- 
penters can get a job done as 
quickly with a lot less effort, for 
they haven’t the weight to push. 

Here is an excellent opportunity 
for saw sales. Display Disston 
Lightweights in your window and 
saw case. Hand one to every saw 
user who comes into the store. Let 
him get the “feel” of this lighter 
saw. 

With a stock of Disston Light- 
weight and of regular Disston Saws, 
you are prepared to meet any de- 
mand for a saw. 

The Disston line of Lightweight 
Saws is complete. Practically every 
model is made in a Lightweight pat- 
tern. 

The No. 7 and D-8 Lightweight 
are arousing interest wherever 
shown. Some other popular Light- 
weight models are No. 115, No. 12, 
D-20, D-23, and No. 16. 

Ask your regular jobber, or write 


ea 


Disston D-8 Lightweight (Ship 
Pattern) Saw 








SURESPRING SELLERS 


A new Disston line of Hand 
Pruners that should be displayed 
right now. 

High in quality, yet made to sell 
at a price that will move them 
quickly. Just the three styles that 
are most popular. 

Ask your jobber about this new 
Disston Line, and about other 

isston Pruning Tools. 





Disston No. 105—Vineyard Pattern 
(Nickel Plated) 
No. 205—Same as No. 105 except 
Black Finish 





Disston No. 104—California Pattern 
(Nickel Plated) 

No. 204—Same as No. 104 except 
Black Finish 








Rear view 
of display fix- 








PU seat A eicsa occas ecevcsececoeigabse 
ture showing how 


reserve stock is ' Ci 
ith tanh ee 2, | ee ne See eee 
plays one file of each size. 


Disston No. 103—Clinch Pattern 
No. 203—Same as No. 103 except 
Black Finish 





Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,” PHILADELPHIA, U.S. A. 














HaRDW ARE AGE for MARCH 15, 1928 


Every GRISWOLD covered 








utensil 
self-bastes! 











a enn 








cast 









means the 
iron utensils 


SKILLETS, Tite-Top Dutch Ovens, Oval Roasters 
—all self-basting. All with rings in their covers that 
drip the steaming juices and allow for finest Swiss 
Noodles (illustrated). Or finest fried chickens, 
barbecued hams, and all “waterless cooking.” Take 
a cover by the handle and turn it up—show the rings. 
This feature alone makes women like Griswold 
Utensils. To say nothing of the thick qual- 
ity cast iron, the snug covers. Griswold Cast Iron 
Utensils are advertised in Ladies’ Home Journal, 
Country Gentleman, Woman’s Home Companion. 
Tie in. 


This 





As well as the 
Cast aluminum. 


AND even the Saucepan, the Tite-Top Dutch 


Oven, the Skillet,—every cast aluminum “waterless” 
utensil has these same drip-rings! They put back 
onto foods their steamy fragrance. 
taste finer. Bright, beautiful, thick utensils. Ad- 
vertised steadily in Good Housekeeping. Window 
displays of Griswold Utensils in both the cast iron 
and cast aluminum can pile up sales. 
window trims, four-color display cards, booklets— 
ample help. Order through your jobber, or write us. 
The Griswold Mfg. Co., Erie, Penna. 

Reg. U. 8. 


GRISWOLD @ 


Make foods 


We have 


Makers of Extra Finished Cooking Utensils in Cast 
Iron and Aluminum, Waffle Irons, Food Choppers, 
Reversible Stove and Furnace Pipe Dampers, Fruit 
Presses, Mail Boxes, Bolo and other Portable Bake 
Ovens, Gas Hot Plates, Electric Waffle Bakers and 
Electric Hot Plates. 

“THE LINE THAT’S FINE AT COOKING TIME” 
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Its buyin 


time in the. 


Billion Dollar Poult 





~Its selling time for yo 


ODAY---in your trade territory---scores of Now is the time to go after this profitable U. S. 


potential purchasers of U. S. Poultry Fence 


are figuring their needs. 


They know what they want, these poul- 
try raisers. They recognize in U. S. 
Poultry Fence the only netting which 
fulfills every requirement of modern 
poultry husbandry. They know it 
stretches straight and true from post 
to post under even, uniform tension. 


They know it requires neither top rail 
nor baseboard and, stretches as readily 
to steel posts as it does to wood. They 
appreciate its greater economy. They 
demand it---nothing else will do. 


And, while it is buying time for the 
poultry-man, it also is selling time for 
the dealer. 


Timely advertising, 


U.S. 
Poultry 
Fence 


(PATENTED) 





Poultry Fence trade. 


attractive window displays 
and aggressive merchandising — will 
bring new customers to your store, 
open new accounts and build up the 
profit side of the ledger. 


If you are one of the remaining few 
not already “cashing in” on the con- 
stantly increasing demand for U. S. 
Poultry Fence, start now! Be sure 
to specify U. S. Poultry Fence--not just 
“poultry netting.” _ It costs no more. 


SAMPLE ROLL FREE. The surest way 
to convince yourself of the superiority of 
U. S. Poultry Fence is by actual compari- 
son. Send today for miniature sample roll 
and descriptive catalog. 


Indiana Steel & Wire Company 
Dept. H. A. Muncie, : 


USP 





Indiana 





— 
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hese Recognized Jobbers Will 


Original Fountain Lawn Sprinklers 





The Original Armstrong Full 
Fountain Sprinkler. 


The Original Armstrong Half 
Fountain Sprinkler. 





The Jobbers listed below know from years of experience 
that THE ARMSTRONG ORIGINAL FOUNTAIN AND HALF- 


FOUNTAIN LAWN SPRINKLERS 
are the highest quality at the 
lowest price in the market. 
Packed in attractively colored 
display cartons, they have an ap- 
peal that will increase your busi- 
ness and your profits when dis- 
played in your windows and on 
your counters. 


The Sprinklers That Throw a Mist-like Spray 


CALIFORNIA 

Long Beach 

American ee Hdwe. ©o. 
Los Angel 

Southwest Hardware Co. 
Oakland 

Maxwell Hardware Co. 
San Francisco 

Baker, Hamilton & Pacific Co. 

Winchester-Siv-mons Co. 
DISTRICT OF COLUMBIA 
Washington 

Fetterman Elec. & Hdwe. Co. 


FLORIDA 
Tampa 
Tampa Hardware Co. 


GEORGIA 
Atlanta 
Winchester-Simmons Co. 
Augusta 
Bowen Bros. Hardware Oo. 


F ssseummiatend 
Chicag: 


Gactner Wire Oo. 

Marshall, ra & Co. 

L. Gould & Co. 

es Spencer, Bartlett & 


hbase Bros. Co. 
a Rubber & Supply Co. 
Channon 
no Hdwe. Co. 
ee Simmons Co. 
Jolie 


Barrett Hdwe. Co. 
INDIANA 


Schafer Co. 


Decatur 


Ft. Wayne 


C. O, Schlatter & Co. 
Pfeiffer Hardware Co. 


Richmond 


Miller Bros. Hdwe. Co. 
IOWA 


Burlington 


Drake peestwere Co. 


Cedar Rap 


Harper & Pucintire Co. 


_ 


E. Armstrong & Sons 


Council Blaffs 


kie-Shugart-Hill Co. 
Des aa hoi ines 

Brown-Camp Hdwe. Oo. 
Luthe Hdwe. Co. 


Dubuque 


A. — & Sons Hdwe. Co. 


Harper * McIntire Co. 


Sioux 


Winchester-Simmons Co. 
Knapp & Spencer Oo. 


Waterloo 


Outler Hdwe. Co. 


KANSAS 
Atchison 


Frank Colladay Hdwe. Co. 
Wichita 
eae Hdwe. Co. 
KENTUCKY 
Lexington 
Van Deren Hdwe. Co. 
Louisville 
Belknap Hdwe. & Mfg. Co. 
Peaslee-Gaulbert Co. 
LOUISIANA 
Shreveport 
Buckelew Hdwe. Co. 
Thomas-Ogilvie Lidwe. Co., 


Inc. 
MAINE 
Portla 


nd 
Kendall & Whitney 


MARYLAND 
Baltimore 
Carlin & Fulton Co. 
Baltimore Gas Light Co. 


MASSACHUSETTS 
Boston 
Barnum & Stone 
Bigelow & Dowse Co. 
Decatur & Hopkins Co. 
Prescott & Co. 
Shepard Clark Co. 
Winchester-Simmons Co. 
Springfield 
Bigelow & Dowse Co. 
MICHIGAN 
Detroit 
Buhl Sons Co. 
H. D. Edwards & Co. 
Geo. C. Wetherbee & Co. 
war —¥ Co. 
. Wing & Co. 
Standart eos. Hdwe. Corp. 
Flint 


Geo. W. Hubbard Hdwe. Co. 


Grand Rapids 

Michigan Hdwe. Co. 

H. Leonard & Sons 
Kalamazoo 

Edward s & Chamberlain (o. 


Morley Brothers 
MINNESOTA 
Minneapolis 
8. Nott Co. 
Plant Company 
Hall Hardware (o. 
Winchester-Simmens Co. 
G. Sommers & Co. 
St. Paul 
Hackett, Gates, Hurty Co. 
MISSOUR 
Kansas City 
Harbison Mfg. 


Co. 
Richards & Conover Hdwe. Co. 


Stowe Su 
Townley Rial 8 & Hdwe. Co. 


St. Louis Toledo 
Geller, Ward & Hasner Hdwe. Bostwick-Braun Co. 
Simmons Hdwe. Co. 


Shroeter Bros. Hdwe,. Co. Union Supply Co. 
Shapleigh Hdwe. Co. Stollberg Hawe. & Paint Co. 
Sues eld Winchester-Simmons Co. 
Hater Cooper Suopty etna oe 
ahoma 
Helena MONTANA Richards & Conover Hdwe. Co. 
Helena Hdwe. Co. uaa 
adelphia 
mm Spaulding & Metcalf 


Richard Levick’s Son & Co. 


Lee-Kounts Hdwe. Co New York Belt & Pkg. Co. 


Paxton & Gallagher Co. 

Shields & Brother 
Wright & Wilhelmy Co. 
John Day Rubber & Sup. Co. ee a 
NEW HAMPSHIRE Winchester-Simmons Co. 


Manchester Pittsburgh 
Jno. B. Varick American a Supply Co 
ukill-Hunter i 
ES. WwW SERSEY Joseph Woodwell Co. 
3 Muller & Seitel John P. Wettach Co. 
Phoenix Hdwe. (o. Logan Gregg Hdwe. Co. 
Paterson RHODE ISLAND 
8. Federbush ghee a i 
elcher Loomis we. © 
NEW YORK Providence Hdwe. & Sup. Co. 


Albany 
Albany Hdwe. & Iron Co. —uV—' 
.- 9e McWhorter, Weaver & Co. 
Crocker & Ogden TEXAS 
Buffalo Amarillo 


Buffalo Wholesale Hdwe. Co. 


Weed & Company Morrow-Thomas Hdwe. Co. 


Itha¢ga 
Treman-King & og 
New yy Cit 
Cc. E. 8. "Zolaberg 
Sicksis Loder Co. 
Underhill, Clinch & Co. 
Coleman Rubber Co. 
North Tonawaada 
The Cramer Hdwe. Co. 
Rochester 
Matthews & Boucher 
Weed & Company 
Schenectady 
Clark-Witbeck Co. 
Syracuse 
Burhans & Black 


OHIO 
Cincinnati 
Kruse Hardware Co. 


Kruse & Bahlmann Hdwe. Oo. 


Cleveland 

The George Worthington Co. 

The Ohio Rubber Co. 

a lelman 

Columbus 

Columbus Mdse. > a 

Smith Bros. Hdwe 

The J. H. & F. A. Bells Co. 
Findlay 

H. Flater & Son 


Corpus Christi 

Corpus Christi Hdwe. Co. 
Dallas 

Butler Bros. 

Huey & Philp Hdwe. Co. 

lium & Boren Co. 

Fort Wort 

Nash Hardware Co. 
Stamford 

Penick-Hughes Co. 

aco 

Herrick Hdwe. Co. 

McLendon Hdwe. Co. 
Wichita Falls 

Nash Hdwe. 

Penick- ie Co. 


Salt Lake Gite 
Porter-Walton Co. 
Salt Lake Hdwe. Co. 
WEST VIRGINIA 
Parkersburg 
W. H. Smith Hdwe. Co. 
—_ 
La Cros 
Fred poner Hdwe. Co. 
ae 
Frankfurth Hdwe. Co. 
Jno. Pritzlaff Hawe. Co, 
CANADA 
Coloery. 


. L. , — 








The Armstrong Manufacturing 
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upply Your 1928 Stock of 


Armstrong Spray Pumps 














With over a quarter-million in daily use, THE ARMSTRONG SPRAY PUMP has proved 


its practical efficiency. 


A simple demonstration with an ARMSTRONG SPRAY PUMP 


and a bucket of water will convince you that it is sound in principle as it is in con- 


struction. 


jobber who can supply you promptly. 


Remember It Carries 


CALIFORNIA 

Long Beach 

American Whol. Hdwe. (o. 
Los Angeles 

Aggeler & Musser Seed Co. 

Pacific Fire Extinguisher ‘». 
Oakland 

Maxwell Hdwe. Co. 
San Francisco 

Baker, Hamilton & Pacific Co. 

Dunham, Carrigan & Hayden 


Co. 
— Fire Bxtinguisher 


COLORADO 


Denver 
The Western Seed Co. 


GEORGIA 


tlanta 
Dairy & Farm Supply Co. 
ILLINOIS 


Chica 
Hibberd, Spencer, Bartlett & 


Winchester-Simmons (o. 
Galena 
Millhouse Bros. Co. 


eoria 
Olark-Smith Hardware Co. 
The Isaac Walker Hdwe. Co. 


ao 
Ft. 
Steliter Hi Hardware Co. 
Wayne Hardware Co. 
Richmond 
Miller Bros. Hardware Co. 


IOWA 


Burlington 

Drake Hardware Co. 
-_ 

E. Armstrong & Sons 

calae Rapi 
Harper & ‘Melntire Co. 
Council Blaffts 

Empkie-Shugart-Hill Oo, 
Des Moines 

Brown-Camp Hardware Co. 
Keokuk 

A. Weber Co. 
Ottumwa 

Harper & McIntire Co. 

Haw Hardware Co. 
—— a 

napp pencer Co. 

Windiestes-Gimenene Co. 
Waterloo 

Cutler Hdwe. Co. 


KANSAS 


Atchison 
=. Mize & Silliman Hdwe. 


A. J. Harwi Hdwe. Oo. 


Hutchinson 

Frank Colladay Hdwe. Co. 
Wichita 

Simmons Hardware Co. 


<html 
Henderso 
lambert-Orieter Hdwe. Co. 
Lexington 
Van Deren Hdwe. Co. 
Louisville 
Belknap Hdwe. & Mfg. Co. 


MASSACHUSETTS 
Boston 
Barnum & Stone 
Bigelow & Dowse Co. 
Decatur & Hopkins Co. 
Springfield 
Bigelow & Dowse Co. 


MICHIGAN 

Detroit 

Buhl Sons Company 

Standart Bros. Hdwe. Corp. 

Geo. C. Wetherbee & Co. 
Grand Rapids 

Michigan Hdwe. Co. 
Saginaw 

Saginaw Hdwe. Co. 


MINNESOTA 


Minneapolis 
Winchester-Simmons Co. 
Hall Hardware Co. 

W. 8. Nott Co. 
Plant Company 

St. Paul 

Hackett, Gates, Hurty (Co. 


MISSOURI 


Kansas City 
Harbison Mfg. 


Richards & Conover Hdwe. Co. 


Stowe Supply 


Co, 
Townley Metal & Hdwe. Co. 


Springfield 

Harry Cooper Supply Co. 
St. Joseph 
' Wyeth Hdwe. & Mfg. Co. 
St. Louis 


Shapleigh Hdwe Co. 
Winchester-Simmons Co. 
Witte Hdwe. Co. 


NEBRASKA 


Omaha 
Lee-Kountz Hdwe. Co. 
Paxton & Gallagher Co. 
Wright & Wilhelmy Co. 


NEW HAMPSHIRE 


es ee er 
Jno. B. Varick Co. 


NEW JERSEY 
Newark 
Phoenix Hardware Co. 
Paterson 
S. Federbush 


NEW YORK 
New York City 
, Masback Hardware Co. 
©. H. & E, 8S. Goldberg 
Syracuse 
Dayton Hessler Co. 


NORTH CAROLINA 
Asheville 
Asheville Seed Co. 


OHIO 
Cincinnati 
The Kruse Hdwe. Co. 
Kruse & Bahlmann Hdwe. Oo. 
Cleveland 
he W. Bingham Co. 
The _ orthington Co. 
Columbu 
The Smith Bros. 
Dayton 
Hadeler Hardware Co. 
Findlay 
H. Piater & Son 
Toledo 
The Bostwick-Braun Co. 
The Merrell Co. 
The Stollberg Hdwe. & Paint 


Hdwe. Co. 


Co. 
Winchester-Simmons Co. 


OKLAHOMA 
Oklahoma City 
Richards & Conover Hdwe. Co. 


ulsa 
Binding Stevens Seed Co. 


OREGON 
Portland 
Marshall-Wells Co. * 
Schwabacher Hdwe. Co. 
Wallace, Corcoran & Co. 


gage 

Philadelp 

Chas. uw ee akes’ s Sons 
Pittsburgh 

Ameviens Hdwe. & Sup. Co. 

Jas. C. Lindsay Hdwe. Co. 
Reading 

Stichter Hdwe. Co. 


The Armstrong 


equipment. Used 


Standard 
Spray Pump with Knapsack 
equal y 
well with barrel or bucket. 


Compare it with any in the market, then refer to the list below for the 


a Five-year Guarantee ! 


SOUTH DAKOTA 
Sioux Falls 
Larson Hdwe. Co. 


TENNESSEE 
Knoxville 
Vance-Armstrong Hdwe, Co. 
Nashville 
Craig & Shoffner Hdwe. Co. 


TEXAS 
Houston 
The Schuhmacher Co. 
UTAH 
Salt Lake City 


Porter-Walton Co. 


VIRGINIA 
Lynchburg 
Perrow-Evans Hdwe. Co 
Richmond 
Watkins-Cottrell Co., Inc. 
Roanoke 
Nelson Hardware Co 


WASHINGTON 
Seattle 
The Chas. H. Lilly Co. 
Polson Implement Co. 
Seattle Hardware Co. 
Schwabacher Hdwe. Co., Inc. 
bn Marine Sup. Co. 
Tacom 
Poole’ . Seed & Implement Oo. 
WEST VIRGINIA 
Huntington 
* Emmons-Hawkins Hdwe. Co. 
Parkersbu rg 
The W. _ mith Hdwe,. Co. 
Wheelin 
Ott- Helskell Hdwe. Co. 
WISCONSIN 
Madison 
L. L. Lonel Seed Co. 
Milwauke 
John Pritziaft Hdwe. Co. 
agg 
Vancouver, B. C. 
A. I. Johnson & Co.. Ltd. 
Marshall-Wells Co., B.C., Ltd. 




















ompany, Huntington, W. Va. 


e 


























WHEELING 
NAILS 


Points That Mean Profit 


VERY operation in producing 
the steel, drawing the wire and 
forming Wheeling Nails is carried 
out under one control and within 
the bounds of a single plant, insur- 
ing a single high standard of quality 
— uniformity in the finished product! 
Strength, bend-resistance, finish 
and long life— Wheeling “Mine to 
Market” manufacture insures these 
essentials! 
It will pay to get Wheeling Nails 
when ordering from your jobber. 


WHEELING STEEL CORPORATION 
Wheeling W. Va. 





Wheeling Barbed Wire 


Full gauged strands, heavy, uniform 

coating of pure zinc, clean-cut and 

tightly clinched barbs, neatness and 
convenience of heavy wire reel—these are fea- 
tures that readily identify Wheeling Barbed 
Wire and make it a source of worthwhile profit 
to your business. 
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SELL NO SUBSTITUTE 












_ 


Notethese 
~§pecial~ 
Features 


LEG SHOES 





RIVETED 
- CHANNEL 
LEGS 


They mean 
more sales 
~more profit~ 
easier selling for you 


Large users of barrows have learned that the economies to be figured by performance 
over a period of satisfactory service are the true economies. That to make price 
the controlling influence of their buying is to pay double through maintenance cost. 
That the wheelbarrow is subject to hard service and little care, and for these reasons 
the barrow should be of the very highest quality. 

STERLING Wheelbarrows prove satisfactory to both the buyer and wheeler; as they not 
only outlast the ordinary kinds, but are also designed to wheel easy and balance properly. 
STERLINGS always give long and satisfactory service. There are no better wheel- 
barrows to offer your trade. Why substitute ? 

Write for our attractive dealer proposition—good discounts—good profit— 


extra heavy national advertising. 
Prompt service from factory or branch warehouse at Chicago, NewYork, Philadelphia, Pittsburgh, Cleveland, Detroit, St. Louis 


STFRESS WHEETRAPRPPRATISI COMPANY 
STERLING ON A WHEELBARROW MEANS MORE THAN STERLING ON SILVER 
IIW WIILVLVLVAAIe Tt UV 


- 10 SPOKE 
WHEEL 


SELF LUBRICATING 
BEARINGS 






Milwaukee — - — Wisconsin 
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HERCO 








A Splendid Long Range 
Smokeless Shotgun Powder 


PORTSMEN are demanding increasingly long- 
er range in their shotgun shells. Herco Smoke- 
less is the answer to this demand. Herco will handle 
heavy charges of shot at higher and more uniform 
velocities than previous standard types of shotgun 
powder. It is being widely loaded in all long range 
heavy-load shells sold for wild fowl shooting. 


You can order your favorite brand and can defin- 
itely expect that your customer will obtain deeper 
penetration, closer long range patterns, higher ve- 
locity, and better killing power from Herco Smoke- 
less. 





For trap and field shooting, where extreme long 
range is not required, we recommend Infallible and 
Hercules E. C. powders designed to give the best 
results in moderate charges. 


HERCULES POWDER,COMPANY 


(INCORPORATED) 


910 King Street Wilmington, Delaware 


INFALLIBLE — HERCULES E.C. — HERCO SMOKELESS 
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PUMPS-WATER SYSTEMS -HAY “DOOR HANGERS 





Pumps are never sold for a day’s or a year’s service. They are 
sold to function over a term of years. If they fail to live up to 
recommendations and are unsatisfactory, invariably they prove 
to be a thorn in the side of those who are responsible for their sale 
and installation. 

That’s the reason we have always put forth an earnest endeavor to 
build Myers Pumps a bit sturdier—a bit better—than others. Success breeds 
success. A satisfactory pump in a well or cistern sells others in the same 
community. When interpreted in terms of dollars and cents this means 


more profits for those who place their efforts behind Myers Pumps for 
every purpose. ; 

Time is the acid test of quality. For over fifty years Myers Pumps 
‘have stood on their own merits and have continued to grow in favor with 
dealers and users the world over. What better testimonial could we offer? 
We'll be glad to send catalog and prices. Your inquiry will receive prompt 
attention. 





MYER 








TE F.EIMYERS & BRO.<. 


ASHLAND, OHIO. 


‘Years of MYERS HONOR-BILT PUMPS for Every 


Manufacturers for over Purpose, 
WATER SYSTENMS-HAY GRAIN UNLOADING TOOLS ~ BARN,FACTORY end 


E DOOR HANGERS- STORE LADDERS, Etc. 
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SUBMERGED 
CYLINDER 
PUMP for 
DRILLED 
or CASED 
WELLS 
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— — by the keenest 
buying brains in the country 


TWoO! 


We keep you in mind—and your customers. 
We know quality is the main factor, because 
with that as our ideal, we have become the larg- 
est manufacturers in the world of Tubular and 
clinch Rivets—of quality. Price has our con- 
sideration but not to the extent of ever sacrific- 
ing the smooth, even clinching of our product. 
Accuracy has no price. Well to remember when 
your customer approaches. . 


LEP ee eee eas 


TUBULAR RIVET & STUD 
ae _COMPANY 


San Francisco, California B O i) TO N 









































a HARDWARE AGE for MARCH 15, 1928 : —— anaes 


PERFECT The best known 
TEMPER and known as 
THE BEST 


KELLY HAMMERS MAINTAIN THE RECORD 
OF KELLY MERIT 











KELLY “VANADIUM” 

Drop Forged from a NEW steel of VANADIUM ANALYSIS 
recently developed and made EXCLUSIVELY FOR US. 
TOUGHER and STRONGER 
than any HAMMER steel 
heretofore produced. 


THE FINEST CARPENTER HAMMER 










V 
A 
3 a ee _— ee ae ee N 
a ~~ Sb ee 
3 A 
: D 
! & No. 2112—16 oz. head. Retail price, $2.25 each. I 
No. 22 —13 oz. head. Retail price, $2.25 each. U 
Hexagon neck, Round head, reinforced “Bite- M 
Tite” claw. 
High polish finish. THE 
Special shape, second growth hickory handle. TOUGH 


Each “Vanadium” tool is packed in an individual carton. 
STEEL 


OXOKeXe XoXo KeXexelexexeXeXe 


A GOOD LOOKING GOOD HAMMER 
MEDIUM PRICE 
BIG SELLER 








“Falls City” 
No. 11%2—16 oz. Bell Face. Polished. 
Retail price $1.00 each. 





Kelly Axe & Tool Co. Charleston, W. Va., U. S. A. 
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Joint Piters 







No.11B 


No.25 


a Chisel 









No.3 


Hunter's 
Hatchet 


Screw 
Driver 














You can assure your customers that if “‘it’s a 
Pexto’’ you have sold them a tool that is of highest 
quality, fully guaranteed as to workmanship and 
material and a tool that is designed to do properly 
the work for which it is intended. 


Take advantage of concentrating your purchases 
on this line. It will pay in the long run—as there 
are many little savings here and there such as freight 
allowance, bookkeeping, stock taking, ordering, pric- 
ing, etc.—all these little savings added together will 
give you extra profits. Multiply your purchasing 
power by concentration with safety—an ideal com- 
bination. 


The Pexto line covers a great variety of mechanic's 
hand tools, and if you do not have our No. 26T 
Catalog on your desk or in your file we would be 
glad to furnish you with one. =, 


Let's get better acquainted. 


The Peck, Stow & Wilcox Company 
SOUTHINGTON, CONN., U. S. A. 


Worth While Cools 
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to examine 


Free Display Fixture fou are invited Y 
: this clothesline [fl 


will sell BLACK-BIRD 
CLOTHES LINE for you. 


Oil stenciled in colors—holds 
actual 50 ft. hank—demonstrates 
the line—answers questions. 
Packed with shipment—occupies 
little space. No charge. 





ae 
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Quicker Sales and Better Profit 


| with BLACK-BIRD, the clothes 
line that will please your customers 


“Tt was all gone before we knew it,” said one 
House Furnishing Buyer. “I can sell a gross a day,” 
said another. 


The answer is simply this: Black-Bird Clothes Line stands 
out. It has the quality that pleases your customers, at a price that 
is fair to everyone. It is solid braided cotton, similar to high grade 
sash cord, but extra pliable and yielding, so as to grip clothespins 
firmly without splitting them. It is clean throughout—cannot stain 
clothes; and smooth with a glazed finish. Made in No. 6 (3/16” 
dia.), No. 7 (7/32” dia.) and No. 8 (14” dia.) and put up in hanks 
containing 50 ft., 75 ft., and 100 ft., several connected, or on reels 
or tubes. 


Send for samples 
carried by jobbers 


Pere R 








TRADE MARK 


CLOTHES LINE 


came and snipped 
a blachbird off her nose” 











SAMSON CORDAGE WORKS _ 88 Broad Street, BOSTON, MASS. 
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Always Made From Open Hearth Steel 5§ 
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&, The long ser that poultry owners get from RS 

*®, WICKWIRE BROTHERS Poultry Netting is due i 

Sa largely to the materials used in making it. 

ie In all of our Poultry Netting, as well as all of our 

&. y g 

ee wire products, we use Open Hearth Steel Exclu- = 

eS, sively. This steel is far more rust resisting than s 

®- Bessemer. The good galvanizing adds to this pro- re 

&. tection. ) 


WICK WIRE BROTHERS 













Be . 

fe Hexagon Poultry Netting re 

=. THE Future be. 
The wire used in this netting is drawn right here in q 

Y our own mills at Cortland. All processing through 4 

®, the Steel Plant, Rod Mill and Wire Mill is done 
under our personal supervision. For more than 50 a 
years WICKWIRE BROTHERS products have Be 
been known for their unvarying quality. Sa 


All three styles of Poultry Netting, Hexagon, 
Graduated and “W. W.” are furnished either gal- 
vanized before or galvanized after weaving. 








Our Galvanized Poultry Staples are also a quality 
product. 







Your Jobber will supply you. 
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SARGENT & COMPANY, New Haven, 


Connecticut 


New York: 94 Centre Street Chicago: 150 N. Wacker Drive (at Randolph) 


Comet_ Ff 


These Beams are made in five sizes to weigh 





KENTUCKY COW BELLS 
Page 560 of catalog 


Made in ten (10) sizes, 
from 2” to 714” in height, 
of special heavy gauge 
steel, bronzed, with 
large head rivets to re- 


A ee Ts eae PREETI EAR a Ie 
ee ee re 








SCALE 200, 300, 400, 600 and 1000 pounds. They are - . 

BEAMS furnished complete with poises in japanned — sce ail > bells 

Page 567 of finish with bronzed figures and graduations. a agp ¢. pay 

ppt * They are light and accurate. There is a large Sharp. Also used by 

a wee sale for these in all agricultural sections and ssanaanamer ic in jazz 
2 particularly in the cotton growing states. orchestras. 














There is profit for YOU in these 
hardware items on the farm 


MILLIONS of bull rings, bull 
snaps, cattle leaders, ox balls 
and cow bells are sold annually. 
The city man might find this 
statement hard to believe—but 
every hardware merchant in the 
cattle and agricultural districts 
knows that it is true. Do dairy 
farmers and breeders of stock in 
your vicinity look to you for 
such supplies? 





These Sargent items are in 
great demand and profitable to 
handle. They are made of finest 
materials and with all the care 
that goes into Sargent Hard- 
ware for buildings. They can be 
supplied by your jobber. This 
page, with its descriptions and 
catalog references, will help you 
place your order right now. 








510 30 


BULL RINGS Page 559 of catalog 


No. 25, extra large and strong, 314” in 
diameter, made of 7/16” pure bronze 
cannon metal, highly polished. Favored 
by breeders. Sale is large. Hardware 
dealers should push it with the local 
stock breeders. Other Bull Rings, Nos. 
20, 21 and 22, made of polished copper 
wire, 2”, 214” and 3” in diameter; also 
No. 42, 3” in diameter, but made of extra 
heavy wire. Also polished steel and 
aluminum, the latter, No. 51, correspond- 
ing in size with No. 21. Light and strong. 

Self-piercing Bull Rings No. 31 are 
24” in diameter, made of polished cop- 
per wire. No. 72, 3” in diameter, made 
of extra heavy, polished copper wire; 
also, an aluminum Bull Ring No. 61, 
corresponding in size with No. 31. Our 
self-piercing Bull Rings have a beveled 
point which makes them easy to insert 
in the nose of the bull. 





BALLS 
Page 560 of catalog 
3 sizes, No. 10, 5%”, No. 
12, 34”, No. 14, 74”, of cast 
brass with octagon rim. 
We also have a fancy ball 
No. 30, 1%” in height. 
Inside diameters taper to 
fit horns. Also known as 
“Horn Knobs” or “Tips.” 
Sold where dehorning is 
not practiced. 





BULL SNAPS 


Page 559 of catalog 


No. 500, made of tinned malle- 

able iron, 74%” long, with socket 

for 1” pole. These Bull Snaps are 

furnished complete with three 

feet of chain, but we do not fur- 
nish them handled. 











CATTLE LEADERS 
Page 559 of catalog 


No. 51, 21%4” x5”; No. 52, 3” x5%4”". 

These Cattle Leaders are bright 

finish, with brass wire springs. They, 

with the Bull Rings and the Bull 

Snaps, are largely used by dairy farm- 
ers and stock breeders. 



























































THE BIG ATKINS SELLING IDEA 
Can You Overlook This Evidence? 


Atkins Saws and products are valuable to the 
dealer just as he can sell them and make a satis- 
factory profit for himself and satisfied custom- 
ers as a permanent asset to his business. 


The Currie-VanNess Company of Mason City, 
Iowa, cashed in on the Atkins Re-Sale idea, and 
sold more Atkins Saws in one day than ever 
before. — 


When you know the big features in the making 
of Atkins Silver Steel Saws, then you also know 
the points that sell them. Salesmanship merely 








ee Se a, a consists in applying the Atkins Re-Sale Service 
11:30 P.M. Central Time, and 4 1 
reach ip: aga to the customer’s requirements. 

SAWSMITHS. 


Write for Atkins Re-Sale Demonstration Plan— 
make more money in your tool department. 








E 


. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago Paris, France New Orleans Vancouver, B. C. San Francisco 
Memphis New York Seattle 
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The Guarantee on 
Tools 


[ N this issue of HARDWARE 
AGE the opinions of a num- 
ber of leading manufacturers, 
jobbers and dealers on the tool 
guarantee problem are 
They are of vital importance to 
the trade in general, voicing the 
views of these men as they do. 
Turn to page 32. 

Other articles in this issue are 
full of useful and timely infor- 
mation on various phases of the 
Show cards, 
news paper fence 
and other matters come in for 


given. 


hardware business. 
advertising, 


generous discussion. 


Read What They Say 
. About Us: 


“If every issue of the HARDWARE 
AcE was like your February 2nd 
copy we don’t think any of the other 
magazines would be read any more.” 

(Signed ) 
RICHARD ESSLINGER, 
Manager, 
Esslinger Hardware Co., 
Bloomfield, N. J. 


“HARDWARE AGE is O. K. I have 
read it so long a time I just can’t 
remember when I started and I find 
it one of the most interesting, if not 
the most interesting, periodicals that 
comes to my attention.” 

(Signed) 
CHAS. S. CONOVER, 
New Brunswick, N. J. 
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Quick to open... Quick to close... 
and installed in a matter of minutes 


To Open: insert key, turn and both 
doors are released. 


To Close: merely push doors to and 
everything clicks into place. 


McKinney Quicklock latching bolt is 
the last word in garage locking units— 
for security, guick-action and quick-appli- 
cation. The entire mechanism is operated 
merely by turning a key in the lock, on 
the outside. This instantly releases the 
upper and lower gripper jaws, enabling 
one to open the doors without the annoy- 
ance of releasing foot and chain bolts on 
the inside. 


The Quicklock is placed on the active 
door which closes against two steel plates 
fastened to the inactive door and which 
act as an as- 
tragal. As soon 
as the active 
door is opened, 
the inactive 
door is free to 


be pulled open. 


It is so easy 
to install that 
much time is 


Pittsburgh, Pa. 


saved. There are no springs to hamper 
the installation or to get out of order 
afterwards. 


The vertical rods leading to the upper 
and lower gripper jaws from the lock 
case are adjustable for any height of door 
and they are sufficiently rigid to brace 
the door and prevent warping. The idea 
embraced in the Quicklock design keeps 
the doors in alignment. 


Of equal importance is the fact that 
this lock cannot be picked—a protecting 
case around the lower jaw makes it impos- 
sible for anyone to slip an instrument 
under the door in an effort to release 
this jaw. 


Send for literature on the Quicklock. 
It is the solution to the complete locking 
of a garage—all in one compact unit. 
Write 


McKINNEY MFG. COMPANY 


Offices in Principal Cities 


Makers of McKinney Hinges and 


Forged Iron Hardware 





a 
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— and the QUICKLATCH 


Primarily for service doors. It combines 
the convenience of a key-operated cylinder 
lock with the security and flexibility of a 
large latch bar. The latch bar will still 
engage the strike even if the door warps 
or sags. A sturdy door pull makes other 
hardware unnecessary. 





MCKINNEY 
QUICKLOCK 


latching bolt for garage doors that swing out 
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WINDS 


By {lew S. Soule 





Back to Fundamentals 


N attempting to analyze conditions in any industry, 

the logical first step is to determine definitely the ob- 

ject of the industry, and whether or not it is consis- 
tently “hewing to the line.” If it has wandered too far 
afield, complications are generally in evidence. With that 
in mind we are inclined to wonder what the status of the 
hardware industry is at the present 


which he can obtain the same quality elsewhere, is not, in 
a true sense, service. 

Apparently the service which the average consiimer 
wants most in this age is the best possible price commen- 
surate with the quality of what he buys. At least that is 
what one would assume from the present trend in mer- 
chandising. He is willing to pay for cer- 
tain conveniences and services, but he 





time. 

There are three factors in our industry 
—the manufacturer, the jobber and the 
retail merchant. Each factor opened 
business with one definite aim in view. 
The manufacturer started out to make 
goods and send them on their way to 
the ultimate consumer. The jobber 
started out to collect the goods of va- 
rious manufacturers at one central point 
and distribute them in smaller quantities 
to the retailers; the merchant started out 
with the basic idea of stocking the mer- 
chandise which fitted his community de- 
mands and selling it to the consumer. 





has his own ideas as to what services he 
is willing to pay for. 

Isn’t it possible that some of the newer 
entrants of the merchandising field have 
noted a drift away from the basic idea 
and have planned accordingly? Isn’t it 
barely possible that the success of some 
of the newcomers in the field is due to 
their getting a little closer to the old 
basic idea of selling goods, without all 
the trimmings? It may be that some 
of the successful competitors of the so- 
called established merchandising chan- 
nels have merely put a new dress on the 








The primary object of the hardware in- 
dustry, therefore, was to make, distribute and sell lines 
which could properly be sold through a hardware store. 

It strikes us that the basic idea is still to manufacture, 
distribute and sell hardware. The questions, therefore, 
arise: Has the hardware industry wandered away from 
the basic idea? Is it confining its activities to making, 
distributing and selling goods, or is its main object to- 
day the creating, distributing and selling of service? Are 
the various and constantly. increasing services all down 
the line building a top-heavy overhead? 

Don’t misunderstand us. We believe in service, but 
when an industry makes a business of service, we believe 
that service should be placed on a business basis. Business 
must make a profit, if it is to continue, and so business 
service which entails expense must eventually be paid for. 
either directly or indirectly. Services which are not worth 
the cost must eventually go by the board. Anything 
going under the name “service,” which makes the ultimate 
consumer pay more for his merchandise than the price at 


old fundamentals. 

Whether they have or not, the fact remains that the hard- 
ware industry has a high general overhead—so high that 
retail hardware merchants find it difficult to meet compe- 
tition on many lines or items; that the various branches 
of the industry are all doing things which tend to keep the 
general overhead high. Even the trend in buying is such 
that, while it appears to benefit the individual firm, it 
counterbalances any direct benefit by increasing the gen- 
eral costs of merchandising. Small drop shipments, inade- 
quate orders, broken package purchases, often unnecessary 
and uneconomical, all add straws to the camel’s back. 

No other method of merchandising has any permanent 
advantage over the manufacturer-to-jobber-to-retailer-to- 
consumer method, provided we stick to fundamentals and 
use plenty of common sense and cooperation. We don’t 
need a new merchandising machine. All we need is to 
operate the one we have as economically as possible and 
keep it in the middle of the road it was intended to 
follow. 
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VERY year the number of motorists increases and 

though the changes in auto equipment and design 

eliminate some accessories from the market there 
continues an increasing outlet for needed extras. The 
Miller Hardware Co., Olean, N. Y., with its large and 
modern store devotes two open top display fixtures to auto 
essentials, which are in constant demand. 

Sponges, brushes, dusters, polishes, lubricants, clean- 
ers, valve grinding compounds, chamois, hand cleaners, 
and seat covers are featured on one table, because these 
items are closely related and are what might be termed 
package goods. No mechanical or body design changes 
will ever eliminate any of these goods. There will always 
be a ready and consistent sale for this merchandise in 
the store where proper display is given. 

The second table has tire chain locks, jacks, driving 
wheels for Fords, tubes, pumps, spark plugs, mirrors, 
spot lights, stop lights, stop light switches, ignition and 
light switches, fire ex- 
tinguishers, window 
lights, auto lamps, a few 
Ford specialties and a 
restricted supply of orna- 
ments and vases. This 
table with very few ex- 
ceptions contains stan- 
dard merchandise which 
will also have a continued 
sale. 

A. E. Ewing, president 
of the firm, finds that 
open top display fixtures 
are particularly efficient 
in selling auto accessory 
items. The motorist is 
something like the radio 
bug. He is never quite 
satisfied with his- equip- 
ment and is always inter- 
ested in picking up a few 


iti ll dy f 
additional tools or extra All ready for 


summer touring! 





The two photos of 
automobile accessory 
departments are from 
the Miller Hardware 
Co., Olean, N. Y. 
They are well stocked, 
clean and fresh. Prices 
are plainly marked, 
making the customer 
his own _ salesman. 
Such departments as 
these make automobile 
accessories the profit- 
able line they have 
proved to be. 


items. The open display encourages the customer to buy. 

Each article is price marked visibly. Both accessory 
tables are in a fairly prominent location so that people 
will see them. 

Mr. Ewing says that as in every other department the 
buyer or owner of the store must watch his stock. He 
must have some knowledge of current auto models and 
have an interest in practices of standard equipment, avoid 
jimcracks and novelties and stick to the auto goods 
which will enjoy continued sale. 

Auto accessories as strictly merchandising items have 
come to stay. The old idea that installation was nec- 
essary to sell them has been dissipated long ago. While 
some merchants find it convenient at times to assist in 
attaching a tire carrier or other accessory to the cus- 
tomer’s car, the over-the-counter sale is the general rule. 
On this basis the line is profitable. Customers will gladly 
pay the garage man to install the accessories, but would 
expect the service free if 
given by the hardware 
store. 

Whenever a motorist 
comes in for a new tire, 
the alert salesman will 
get across the idea of 
carrying a spare tire 
ready for use, and will 
have the customer go 
over all of his tires to 
make sure that he is not 
about to have a pack of 
trouble on the road. Ten 
to one the tire buyer is 
in your store because of 
a very recent bit of road 
grief that is vividly in 
his mind, and is therefore 
in a receptive wood for 
sales argument. Point 
out the likelihood of 
road trouble and the 
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Accessories are in Deman 


The Miller Hardware Co., Olean, N. Y., finds 
the motorist never quite fully equipped with 
, extras for the car. Open display tables help 
make the department attractive and profitable. 





comfort that may be had with the 
knowledge that all the tires are 
in good condition, with a spare for good measure. 

With the coming of the spring and summer sea- 
son, road maps and information about your locality, 
its camp sites, fishing and hunting possibilities, dis- 
tributed so as to attract motorists your way, will 
help materially. 
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Stoves, Art, Statesmen and the Ladies 


By Saunders Norvell 


OE A. YOUNG of the Young Hardware Co., Belle- 
vue, lowa, writes me that as I am something of a 
book reviewer he sends me, taken out of their files, 

an illustrated price list of the Comstock Stove Works of 
Keokuk, Iowa, as of July 1, 1876. I must admit that 
in glancing through the pages of this rare, valuable, 
first edition I am reminded forcibly of my early youth. 
Here are some of the tid-bits copied verbatim from this 
catalog : 

“No orders will be filled unless made so plain as to be dis- 
tinctly understood. 

“We Guarantee our Stoves to STAND FIRE as well as 
any in the market. 

“We give a liberal discount from the within prices to 
PROMPT PAYING customers. Time on Stoves and Ware, 
FOUR Months. 

“We require all payments made PAR in Keokuk. There- 
fore prepay express charges and exchange on all remittances 
to us.” 


The catalog opens with quite a line of wood stoves, 
and here are some of the brands: “Lone Star,” “Clear 
irit,” “Montana,” “Cerro Cordo,” “Prairie Gem,” 
“K. K. K..” (1 wonder what this stands for ?—possibly 
for the Ku Klux Klan!) “Osceola,” “Nation,” “Ranger,” 
“Queen,” “Pride of Iowa,” and “Rival.” 

In the center of the catalog the character of the stoves 
changes from wood stoves to coal and wood stoves. Then 
as we get along in the book we find some beautiful ex- 
amples of parlor coal stoves. - ‘Fhese stoves, in design, 
are somewhat gothic. They remind one of the Wool- 
worth Building. I remember this type of stove well; 
I have wrestled with one. You pour the coal in at the 
top and in the course of time it works down through 
the grates, and you remove the ashes at the bottom. 
These stoves are surrounded by windows of mica, and 
when in full blast are very cheerful. 

Then comes a line of cottage stoves—something on the 
Benjamin Franklin order. But the piéce de resistance is 
almost on the last page, where there is a parlor wood 
stove with ‘a corrugated sheet iron body. At each end, 
in cast iron, is a reproduction of the facade of a cathedral 
with three steeples. In the center of the stove at the 
top, reposing on the sheet metal drum, is a lovely urn. 
The catalog writer goes on to explain that this stove 
was originally called the “Economizer” and now it has 
been improved and they have changed the name to the 
“Economist.” With these improvements this stove “is 
now the most perfect and complete air-tight wood stove 
in the country.” It is not only efficient—it is beautiful. 
This stove satisfied every esthetic longing in the artistic 
bosoms of the housekeepers of 1876! 

As I turn through the pages of this catalog I see the 
rooms in which these stoves were installed, and where 
they not only disseminated artistic vibrations, but also 
heat and warmth. Well, I will not stop to describe the 
rooms that go with these stoves. I might even continue 
further and describe the artistic aspirations of the people 
who lived in the rooms that went with these stoves. 

I can see the future Governor, or Senator, or Congress- 
man, or Prosecuting Attorney, or eminent merchant 
putting on his overshoes, wrapping his muffler around 
his neck, squeezing down his cap, slipping on his woolen 


mittens and going out to the woodpile to bring in fuel to 
feed the “Economist.” 

Now, in this decadent generation it is all different. 
There are those who would sneer at the “Economist.” 
The last word in culture and refinement is to have a stove 
that doesn’t look like a stove. The proper thing is to 
have a stove that looks like a full sized victrola! 

Just imagine entering a room and expecting to lift 
the top and insert a record of “The Two Black Crows” 
and then to discover that instead of a graphophone the 
artistic triumph isa FURNACE! I haven’t any modern 
stove catalogs at hand, but I am wondering what my 
friend, Houston Dudley of Nashville would call his imi- 
tation victrola—possibly a series of names, as follows, 
might fill the bill: Caruso, Lili Lehman, Alda, Scotti, 
Emma Eames, Galli Curci, Mary Garden, or any other 
of our song birds. With one of these modern heaters 
you combine materialism with estheticism; you can sit 
and warm your feet while you look at the shape of the 
range, and through your imagination feed your soul 
with memories of wonderful operatic performances you 
have heard. Such is the power of suggestion! 

This reminds me of a friend of mine who has a very 
genial and happy disposition. I have seen him under 
the most irritating circumstances and still he has always 
had a smile and a joking word. Even when we arrived 
in Buffalo on an early morning train and tramped for 
several blocks, carrying heavy grips through the railroad 
yards, seeking that lovely Buffalo railroad station, he 
was not disturbed ; he sang and whistled as he toted those 
heavy suitcases. Finally, when we did reach our rooms 
at the comfortable Statler Hotel, I asked him what was 
the secret of his cheerfulness. “Well,” replied this 
philosopher, “a man cannot expect to have good breaks 
all the time. Life is made up of just about 50 per cent 
of good breaks and 50 per cent of bad breaks. But the 
way I have found to beat the game and to knock out 
Old Man Fate is when I*am having a bad break, just to 
think of the other times when I have had a good break. 
Now, if you will just follow this rule, you will find that 
it works splendidly. When you are up against a tough 
proposition—when everything looks blue—when there 
isn’t a bit of silver lining to the cloud, then just take your 
old think tank and make it think of some wonderful times 
you have had.” Well, maybe this plan would not work 
with everybody—but it works with him, because I have 
seen him in action, having a bad break, and nothing in 
the way of trouble or disappointment seems to phase him. 
So, therefore, herewith and consequently ends my little 
essay on the Comstock Stove Works of 1876. I am 
returning the catalog to Mr. Young because he really 
should not part with it. When he feels that he needs an 
artistic uplift, he should get out this catalog and turn its 
pages; if he will, he will have no regrets for either 
ancient, middle-age or modern art. 

* * * 


Coming down in the subway this morning a friend told 
me that he was just about to sail for Europe, and while 
over there he expected to fill himself just chockful of Art. 
“You know,” he said, “my early opportunities were 
neglected. I had to go to work early and therefore I 
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don’t know anything about art—moderne kunst, impres- 
sionism, art nouveau, or any of this modern art we hear 
so much about in music and in painting. Now tell 
me,” said he, “since you are an authority on art, just 
what is the difference between Picasso and Michaelangelo 
and Raphael.” So, as I hung on a strap in the subway, 
I pushed up my chest and answered him thusly: 

“In the early days of my artistic evolution I liked 
Raphael and Michaelangelo fairly well. Then, of course, 
when I arrived in Paris, I spent many happy days in the 
Louvre, studying the works of Peter Paul Rubens. He 
must have had a contract to paint pictures by the mile, 
because everywhere I have been where there was a col- 
lection he always managed to dominate the situation. 
Even here in America you cannot escape him—with the 
same fat ladies; with the same gentlemen in helmets, 
bare legs and sandals; with the same plump cherubs 
flying around almost anywhere where there was a space 
on the canvas where a cherub could be filled in. I re- 
member his great picture in the Louvre of the Apotheo- 
sis of Henry IV; that was sure some picture! I remem- 
ber an American friend of mine glancing at his guide 
book and then sticking me in the ribs, with the remark: 
“Don’t miss the Hypothecation of Henry IV!” 

“In those days of freedom and happiness I was wont 
to hie me over to the Luxembourg Galleries in the Latin 
Quarter. I think there was some rule about this collec- 
tion of paintings that the artist did not have to be dead 
a hundred years before his pictures were hung on the 
walls. The pictures, therefore, were more modern than 
those in the Louvre. Time after time I just gloated 
over this Luxembourg collection. These pictures filled 
my artistic soul with unalloyed satisfaction. There was 
nothing else to be asked or expected; and then one day 
it came to pass that with one of my daughters, who was 
studying painting, I went to Germany. 

“In Germany, for the-first time, I became wattle 
with moderne kunst, which, I believe, is the same thing 
as art nouveau in France. It was in Germany that I first 
saw the pictures of Picasso and the rest of his tribe. 
Then, unhurriedly, we traveled on to Vienna and from 
Vienna to Prague and from Prague to Munich. Well, 
I must admit that in Munich I almost fell from grace. 
I could not decide for a while whether I preferred 
moderne kunst or Miinchener beer. One afternoon 
when I should have met my daughter at the gallery I 
wasted my time at the Hofbrau, where they drank so 
much beer that it ran on the floor. What beer that was! 
And, incidentally, it was in Munich that I became com- 
pletely weaned away from all previous artistic affilia- 
tions and gained a love for modern art that still remains 
long after the price is forgotten. 

“I remember returning, after spending an entire sum- 
mer with the modern artists in Germany, Austria and 
Hungary, to my first love—the Luxembourg Galleries. 
It was not until then that I realized the great change 
that had taken place within me. I wandered first to one 
picture and then to another; from one old favorite to 
another, but the thrill was gone; the attraction of these 
pictures was dead; no longer could I remain true to my 
old loves; something had happened ; something had died 
and passed away.’ 

I attempted, as the subway train clattered down toward 
Bowling Green and Wall Street, to explain all this to 
my friend who was going to Europe. ‘What had hap- 
pened?” he inquired. “What was the cause of the 
change?” “Well, you see,” I answered, “ancient art 
was all more or less photographic. Raphael, Michel- 
angelo and all the rest of the old masters painted feet 
and hands just exactly as they saw them. In other 


words, a picture was just a map of the thing they painted. 
Of course, they did know something about colors. We 
are willing to admit that—but their work was all ‘pho- 
tographic,;’ that is just the word for it. It was exact; 
there was no freedom about it; their entire method of 
working allowed very narrow bounds by their very atti- 
tude of being exact. 

“Now moderne kunst gives the broadest freedom. You 
don’t have to paint a foot or a hand like a foot or a hand 
—you just suggest it. Almost anybody who can hold a 
paint brush can make this suggestion. But the great 
work of modern art is to stir up emotion. The old 
artists joyed in form. They even studied anatomy so 
that they could paint the human form correctly. The 
modern artists care nothing about form. They claim 
that when we look at a scene anywhere we do not see 
feet, hands and figures; we get a group effect. Certain 
things stand out plainly, while other things do not. Now, 
the modern artist is attempting to get just this effect of 
what we see. If, for instance, you should see an auto- 
mobile accident, in one glance you could not see just 
what happened to every tire and rivet, and just what 
happened to every occupant of the car and chauffeur ; 
no, it is impossible for the human mind to grasp such a 
thing. But you do get a general effect and it is this 
general effect that the modern artist attempts to portray. 
This effect, in the case of the automobile accident, might 
simply be a flash of red, of the smashing of glass; your 
attention might be fixed on one agonized face, or you 
might see a foot pushed through the window. But it is 
a sure bet that you could not see everything. Therefore, 
as it is the duty of art to portray nature and to be true 
to life, the modern artist doesn’t attempt to paint form, 
but he does try to paint an emotion.” 

By this time we had reached Brooklyn Bridge and my 
friend was hanging on to the lapel of my coat. He looked 
tired and weak but he assured me that he had never be- 
fore fully grasped the meaning of modern art. “I am 
sorry,” said he, “I am getting off at Fulton Street, be- 
cause I am sure that if I stayed with you to Bowling 
Green you might also tell me about modern sculpture. 
For instance, I would like to have you give me your 
impression of Rodin’s work. How do you like “The 
Thinker?’ Do you think it artistic?” I squeezed his 
hand ; I wished him bon voyage. Then I wondered if he 
really thought I should send him a bon voyage basket 
of fruit or a book to the ship, and then I decided not to 
because the last time I sailed he did not send me any- 
thing. Besides, haven’t I done more in elucidating 
moderne kunst to him than sending flowers or fruit or a 
book ? . 


* * * 


Speaking of books, I have just been reading the life 
of Disraeli—Earl of Beaconsfield and Premier of Great 
Britain. This book is written by a Frenchman, Andre 
Maurois. He has also written several other books, one 
of them—and a very beautiful book—called “Ariel,” the 
life of the poet Shelley. 

I had the pleasure once of meeting Maurois crossing 
from England to Paris. We had quite an interesting 
conversation. He had just finished writing “Ariel” and 
I had just finished an article for the HARDWARE AGE, so 
of course, as literary men there was a strong bond be- 
tween us. 

After reading “Disraeli,” however, I regret to say 
that I think the character of Shelley must have appealed 
to Maurois more than that of Disraeli. His history of 
Disraeli reminds me somewhat of Harris’s account of the 

(Continued on page 74) 
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“Attractive Show Cards for Spring” 
How to use the Old English “Stub” Alphabet 


OST everybody who has a 
back yard will start a garden 
of some kind this spring. 

This will mean big sales in all kinds 
of garden tools or implements, such 
as wheelbarrows, lawn mowers, gar- 
den hose, flower and vegetable seeds, 
etc. , 

A large majority of the public buy 
what they see displayed, and it is your 
business to tell them they need a hand 
plow, a cultivator, a seeder or rake, 
etc. This can be accomplished with 
the best results by utilizing show 
cards. 

A little thought given to the read- 
ing matter that is to be written on 
the showcards will, of course, have a 
good deal to do with the results the 
showcards bring. The writer often 
observes showcards which are well 
lettered but an absolute failure as far 
as accomplishing the purpose they 
were created for: That of selling the 
merchandise. 

A showcard placed on a hand plow, 
reading: “HAND PLOWS,” will 
not make half as many sales as would 


By Joseph Bertram Jowitt 


one reading: “BEST QUALITY, 
STEEL HAND PLOWS. Com- 
plete with 4 Attachments, $9.50.” 
This will positively bring results, and 
pay many times over for the efforts 
it took to produce. 

It is almost impossible to display 
a complete line of garden implements 
at one time, unless you crowd your 
windows and put the rest out on the 
sidewalk. 

The proper use of showcards will 
eliminate a good deal of unnecessary. 
work, and your store front will look 
100 per cent busier. 

Window trimming and showcard 
writing are a part of each other. 
There is always some one in every 
store who has the job of trimming 
the windows and displaying the goods 
and if he is display man enough to 
trim the windows he has more than 
enough ability to learn showcard 
writing. 

The writer desires to help all read- 
ers of HARDWARE AGE who are in- 
terested in learning showcard writ- 
ing. He will answer by return mail 


all questions appertaining to these 
lessons. 

A subscriber wrote in from a small 
town out West that “He had great 
difficulty in procuring cardboard in 
his town, and wanted to know if there 
was something he could use instead. 
Something on the order of a slate 
that could be washed off and used 
several times. The following sug- 
gestion was submitted, which has 
given entire satisfaction : 

Select a piece of wood, any size or 
thickness desired. The surface must 
be dressed and smooth, have all edges 
beveled; after sandpapering, give 
board two coats of shellac, then sand- 
paper again very lightly. This will 
make an ideal background for letter- 
ing in water colors. The lettering 
may be washed off with water and 
board used several times before it 
will be necessary to re-shellac. A very 
superior effect may be had by gild- 
ing the bevelled edges with gold or 
aluminum paint. The board may be 
tinted or painted white before the 
shellac is applied. 
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Thin white or colored paper will 
answer the same as heavy cardboard 
if it is fastened to this board with 
thumb tacks; cut the paper so it will 
fit inside the beveled edge. 

This season of the year calls for 
a bright array of color on your show- 
cards. 

A special designed alphabet called 
OLD ENGLISH “STUB” is shown 
here in both upper and lower case 
letters. It’s a single stroke letter and 
looks particularly well when used as 
illuminated capitals, in connection 
with any other style of lettering. 
These stub capitals were done in 
bright red and shaded in light gray. 
Fancy capital letters of a different 
character than the others greatly en- 
hance the value of the showcard and 
give it the necessary spring pep. 

These stub letters should be done 
with a flat chisel-edge brush. You 
can train a round brush to work flat 
by dipping it in the ink and working 
it back and forth on a piece of card- 
board or paper. Keep spreading it 
out and always put it away to dry 
after cleaning, with the hairs in a 
flat position. 


The Single Stroke Defined 


That the beginner may more thor- 
oughly understand the term “Single 
Stroke” the following explanation is 
given: 

Any letter whose individual parts 
are formed with one stroke of the 
brush or pen; thus the Egyptian let- 
ter “H” is executed with three 
strokes by a brush trained to letter 
flat, the brush must be well filled 
with ink to obtain a uniform stroke; 
do not get the idea that any letter 
but “I” is made with one single 
stroke. 





Garden / 
Tleeds . 


Wheelbarrows 
Cultivators 
Weeders 
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The showcards reproduced here were done in two colors. 


aa Quality 
Steel 


Hand Plows 


Complete with 
4 Attachments 


The initial letters were in 


brilliant red and the rest of the lettering black. Gray shading and borders made them 








Specially Priced. 





SEVERELY RAPT FESPA ST A RR IO 


stand out to better advantage. These cards 
are very suitable at this time of the year. 





The Proper Way to Shade Letters 


Shading is used to make letters 
stand out in relief, or to have the 
appearance of raised letters and 
forms, a very important part in show- 
card writing. Letters should be 
shaded to the /eft and on the bottom ; 
it is usually executed at an angle of 
45 deg., it being assumed that the 
light falls upon the letters at about 
this angle. Use the same size brush 
for shading that you use for letter- 
ing and follow the formation of the 
letters, keeping away a trifle from 
the edge of the letter. 
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The advanced sanitation system of hog raising calls for tremendous quae of fence. Here is a glimpse into the future of the hog raiser’s fence 
requirements 


The Farmer Comes Back—for Fence 


The farm fence market has a big future—fence is essential 
equipment for modern farming 


By Elmer T. Wible 


WENTY years ago, when the wire-fence industry 
was in its infancy, the number of rods of fence 
sold per year were practically double the average 
of the past ten years. The lessened demand of recent 
years, however, is a temporary condition, and it is now 
time for the hardware merchant to place himself in po- 
sition to get his share of fat fence years that lie ahead. 
The future farm market for fence is tremendous, and 
fence sales will be not only large, but stabilized and 
made less seasonable, due to modern fence-building 
methods and also the rapidly developing demand for 
residential and industrial fences in towns and cities. 
The farmer is successfully struggling out of his post- 
war difficulties and is coming back—for fence and many 
other hardware items. 
The marked increase in total fence sales the past year 
or two is only one of the indications that fence business 


is coming back. More important than this is the great 
evident need of fence in every quarter. The need of 
fence has existed right through the difficult years, and 
although held in check by consumers’ financial stringency, 
it has accumulated like water above the dam and repre- 
sents a reserve demand that will be felt throughout the 
next twenty years. 

An important fact to consider is that agriculture has 
been undergoing a great change. Few persons have 
paused to realize the great revolution of agricultural 
practice that has taken place before our eyes in the 
immediate generation. , With urban populations increas- 
ing by leaps and bounds, farm hands becoming definitely 
limited, farm help practically non-existent, farm popula- 
tions diminishing and farm capital limited to the point of. 
stringency, farmers have so increased individual efficiency 

(Continued on page 73) 





Modern wire fence is needed wherever there is live stock to enclose, or crops, gardens, orchards and lawns to protect 
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Specialty Salesmen and Missionaries Report 
Accepted By the Hardware Council 


HE question of wholesalers’ 

Specialty Salesmen and manu- 

facturers’ Missionary Salesmen 
has been discussed at several meetings 
of the Hardware Council and pro- 
nouncements have been made, on 
pages 16, 23, 24, 30 and 37 of “Trade 
Betterment.” At the recent New 
York meeting of Council the follow- 
ing composite report was prepared : 

“There are few, if any, new ideas 
that can be added to previous recom- 
mendations on this subject, but if 
possible, a solution should be arrived 
at in some way, as these ‘mission- 
aries’ continue to increase rather than 
decrease. Not more than two dec- 
ades ago very few manufacturers in- 
dulged in this practice, whereas prac- 
tically all of them at this time are 
sending them out. 

“No one can tell at this juncture 
just how far this practice will go un- 
less some cooperative effort is inau- 
gurated to curb it. Some claims are 
made that this is a service demanded 
of the manufacturer by the jobber 
and that he is compelled to put these 
missionaries out if he is successful in 
placing goods of his manufacture 
with the jobber. Let us quote from 
a prominent manufacturer : ‘A jobber 
puts in the line of a manufacturer ; 
this is followed by an understanding 
that this manufacturer will not only 
train the salesmen of the jobber on 
the line and the best methods of sell- 
ing this line, but that he will even 
send his missionaries to call on the 
retail customer of the jobber, sell 
the goods and turn the orders over to 
his jobbing distributor. Naturally, 
one of the best methods of demon- 


strating that a manufacturer’s line 
will sell is for the salesman of the 
manufacturer to actually sell the 
goods direct to a retail dealer. The 
salesman’s selling is simply a demon- 
stration that the goods are salable 
and will’ be bought when proper 
knowledge of the goods and sales- 
manship are put back of the line.’ 

“We were aware of the fact that 
this has been the custom of some man- 
ufacturers to have their representa- 
tives work the retailers and turn in 
their orders through the jobbers. 
This is especially true of paint, shell, 
gun and harness manufacturers, as 
well as many highly specialized lines, 
but we are of the opinion that it has 
not as yet spread to the majority of 
the hardware items. 

“There is no question but that the 
‘missionary’ along with the regular 
traveling man of the jobber gets con- 
siderably more business on his partic- 
ular line, despite high pressure 
methods, yet the question comes back, 
does this additional volume square up 
with the additional expense ? 

“Is this extra effort worth while, 
from a financial standpoint ? 

“Manufacturers say that mission- 
aries are necessary to create and 
maintain sales of their goods, that 
the wholesaler has so many lines that 
he does not, and perhaps connot, push 
these particular lines as the manufac- 
turers would like for them to be 
pushed. 

“But despite different arguments 
pro and con, the fact remains that 
there are too many traveling men and 
missionaries. Too much duplication 
of effort, and too much expense inci- 


dent thereto, which adds a burden to 
distribution cost and makes higher 
that which is already recognized as 
being too high. And probably this 
condition will continue until the three 
groups of the industry think of this 
problem as a common urge, and like- 
wise must make common contribu- 
tion. 

“If we would do this it would in 
the highest measure be ‘Cooperating 
for Efficiency.’ 

“Of course, the excessive urge for 
volume is the natural occasion for the 
large number of missionary and spe- 
cialty men, and as long as it is made 
to pay, or rather thought to pay, some 
jobbers and manufacturers will con- 
tinue the practice. 

“But we recommend that the whole- 
salers and manufacturers follow the 
recommendations made them on page 
30 in ‘Trade Betterment,’ as follows: 
“To the Wholesaler: 

“Employ fewer but more efficient 
salesmen. Train them to know the 
goods they sell. Enlarge the terri- 
tory of each and reduce the number 
of calls on the dealer.” 

“To the Manufacturer: 

“Reduce number of specialty Sales- 
men and Missionaries, who solicit re- 
tailers for orders to be filled by or 
through wholesalers, and save the ex- 
pense of such duplication of effort.” 

“If this admonition was followed 
in spirit, most of them would consid- 
erably reduce their present selling 
personnel, and it is entirely possible 
that with proper training the smaller 
force will do more and better work 
than the present large staff.” 





that organization. 


cil to your own problems. 





The Council represents you. 


Council is doing, we are pleased to have an opportunity to present this report from 
There will be three or four subsequent reports published in com- 
ing issues. Read them, study them and insofar as you can, adapt the findings of the Coun- 


R EALIZING that the hardware trade is intensely interested in what the Hardware 


This, therefore, is your opportunity to keep abreast with 
the great forward movement, which so vitally concerns the future of the hardware industry. 
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Guarantee of Tools a 


AST October, at Atlantic City, leading manufacturers, job- 
bers and retailers emphasized the importance of studying 
the small tool guarantee problem. This subject dominated 

the session of the Tool Group of the American Hardware 
Manufacturers’ Association and only lack of time prevented 
further extension of opinions on this vital subject. 

It was claimed by many that too many guarantees, etc., were 
just hardship on the manufacturer, jobber and retailer, and 
that the abuse of the guarantee privileges on the part of the 
consumer or ultimate user is a problem which all three factors 
of distribution must study together and work out for the 
common good of the tool business. 

These published opinions from the three factors of hardware 


distribution show clearly intense interest in the subject. 


More 


letters will be published next week and in succeeding issues. 
A true solution will come only with concerted thought followed 


by similar action. 


Your views will be most welcome. 


Obviously.there are many advantages to a carefully restricted 
guarantee or warranty covering workmanship and materials. 
There is a sales point in such a warranty. Carried to excess 
the warranty may become an odious and embarrassing factor 
for manufacturer, jobber and dealer. 





Easily Overstressed 


6¢]T is easy to over- 

stress guarantee 
to the buyer. Every- 
thing the old line 
hardware store sup- 
plies ought to be 
worth the price paid. 


If manufacturers and | 


dealers advocate ‘qual- 


ity,’ the goods ought | 
to merit it. We have | 
tools with tags stat- | 


‘If this 
satisfactory 


ing. 
not 


every way return it | 


to your dealer.’ That 
is foolish. The buyer 


of accredited goods 
otected, | 


should be pr 


especially in this day | 


when the regular 
hardware 
finding less and less 
ground to stand on.”’ 
(Signed) 
FRANK DOYLE, 
Lyons Falls, N. Y. 


Abused by Retailer 


cory ae writer feels now and has 
long time and undoubtedly will continue 
to feel that guarantees of merchandise by manu- 
facturers are in many instances too extravagant 
by the manufacturer and too much abused by 
the dealer. I do not know that it would be 
right to eliminate entirely guarantees but they 
certainly should be narrowed down to cover as 
far as possible specifically what they mean by 
the guarantee. 

“For example, when you sell a jack knife 
with an absolute guarantee which is frequently 
done by dealers it simply opens the way for 
trouble or in reality for a solicitation of trouble. 
A blade in any knife if improperly handled re- 
gardiess of how good the quality, will break, 
under certain conditions. An unlimited guaran- 
tee means that this blade will be replaced or 





dealer is | 


felt for a | 





the knife exchanged gratis and this is an abuse 
of guarantee and a burden upon the manufac- 
turer. 

“The manufacturer can stipulate what he 
means by his guarantee and the dealer should 
follow this. If the guarantee is that the steel 
in the blade is neither too hard nor too soft that 


J. CHARLES ROSS 


does not mean that the knife is going to be 
replaced if the blade breaks. The customer 
sho be so informed when the sale is con- 


summated. 
“While this applies to a jack knife it applies 
equally well to practically every line of mer- 


chandise. Guarantees are too liberal and too 
extravagant and they are abused.” 
(Signed) J. CHAS. ROSS, 
Edwards & Chamberlain, 
Hardware Co., Kalamazoo, ‘Mich. 
N. R. H. A. Director. 





Advantages and Disadvan- 
tages 


“Te guarantee on tools 
has advantages and 
disadvantages. There is no 
question but that the guar- 
antee on tools is abused 
and a certain percentage 
of mechanics use every ef- 
fort to work the dealer, as 
we find about 33!/, per 
cent of damaged tools re- 
turned are not entitled to 
exchanges; 6624 per cent 
of the returns and claims 
are justified, but neither a 
dealer or jobber is in any 
position to determine this, 
nor do we care to assume 
the responsibility whether 
or not a tool should be ex- 
changed. To judge cor- 
rectly upon a condition of this kind it would be 
necessary to have a staff of investigators. 

“The writer has seen many cases where a 
dealer has been placed in positions to decide 
whether not to make an exchange, and lose an 
account, or make the exchange for the purpose 
of holding his trade. Invariably the exchanges 
are made almost regardless of the facts, so in 
turn this condition is passed on to the jobbers, 
putting them in identically the same position 
with the dealer that the dealer is with the 
consumer. 

“The jobber does not welcome these conditions 
but figures it is part of service. In a very large 
measure the dealers are very fair in their de- 
mands, but feel compelled to ask protection to 
meet a problem they are continually up against. 

“Manufacturers realize our position and are 
very reasonable in making exchanges. 

“However, we do not feel a manufacturer 
could din producing a high-class tool with- 
out offering a guarantee. 

“Mechanics are most particular about this 
point when purchasing tools. A high-class tool, 
guaranteed, insures them service and prevention 
of loss of time due to breakage. 

“Manufacturers should continue the guarantee 
of good tools, as this builds confidence and repu- 
tation and breaks down sales resistance. 

“Seldom does a manufacturer fail due to hav- 
ing a liberal guarantee.” 

JOHN SHANN, 


Vice-President, Chas. J. Smith Co., New York. 


JOHN SHANN 





e 


Removal a Relief 


6¢ A FTER several 
years’ close 
study of this sub- 
ject, during which 
time we have 
talked with many 
jobbers and retail- 
ers, we are of the 
opinion that the 
guarantee should 
be taken off of all 
goods that come 
under this head, 
except for visible 
defects. The re- 
moval of this guar- 
antee would be a 
tremendous relief 
to all branches of 
the industry, and 
would no doubt 
cause the con- 
sumers to take bet- 
ter care of their 
tools so that ev- 
erybody would be 
the gainer. 
“With 
regards and best 
wishes I remain” 
N. A. GLADDING, 
First Vice-President. 
E. C. Atkins & Co., Inc. 
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Vital Hardware Problem 


Should Exercise Care 


6¢]QIRST of all, we at all 

times cooperate with 
manufacturers, and allow them 
to pass on all defective tools, 
as we believe the manufac- 
turer who is the maker of the 
tools is the best judge as to 
whether the tool has been 
abused, or whether it was the 
defect in the manufacture that 
caused the breakage. 

“It is our opinion that both 
manufacturer, jobber and re- 
tailer in the past have been 
too lenient in exchanging 
tools. It seems to us that the 
retailer in order not to lose 
the customer will under my 
nary circumstances exch a 
saw even though the carpenter has prencthy "the 
tool. 

“Some time ago our firm instituted a policy 
whereby we would not take back tools that were 
defective, but we requested the dealer to send 
the tools direct to the manufacturer. We found 
that this policy caused us to lose quite a bit of 
tool business because other jobbers would not 
cooperate with us, and therefore we were forced 
to go back to the old method of exchanging 
defective tools from dealers, and in turn send 
them to the manufacturer for their approval or 
exchange. 

“It is the writer’s personal opinion that when 
the carpenter buys a hammer for $1.50 and uses 
it in most cases for a number of years, that he 
has received tremendous value out of his purchase 
compared to the many other purchases for so 
small a price, considering the amount of use 
received from it. 

“Take for example a pair of shoes for which 
the average person pays six to ten dollars and 
wears them possibly six months: the carpenter 
pays $1.50 for a hammer, uses it as the main 
teol with which he makes a living and expects 
to get a new hammer when it chips off after 
being in use for a number of years. 

“In conclusion I would strongly recommend 
that both manufacturers, jobbers and dealers use 
more care in exchanging defective tools from 


consumers.” 
(Signed) H. E. MASBACK, 


Vice-President, Masback Hardware Co., 
New York City. 





H. E. MASBACK 





Very Much Overworked 


‘s¢PEGARDING 

guarantee on 
tools, will say that in 
our opinion the guar- 
antee idea is very 
much overworked by 
a lot of dealers who 
apparently think they 
must either sell on 
price or guarantee, 
and am sorry to say 
that the trend seems 
to be this way. 

“Competition in my 
opinion forces us all 
to use the guarantee 
more than should be 
necessary, as the cus- 
tomer knows that the 
policy of mail-order 
competition has been 
to replace goods with- 
out question. We are 
trying to educate our 
trade to be reason- 
able and expect ser- 
vice of tools only un- 
der such conditions as 
they are supposed to 
be used. 

“The manufacturer, 
we believe, is as much 
responsible as any one else for the overworked 
guarantee. It is unfair to him, but it is also 
unfair to the dealer. Some manufacturers go 





Cc. C. CARTER 





so far as to replace cutlery that is lost or 
a destroyed by fire or stolen, provided that 
customer makes an affidavit that he has 

andl deprived of the use of this piece of cutlery. 
This sort of guarantee has a certain sales value, 
but in the long run we believe will react to the 
detriment of the dealer and the manufacturer. 
Personally we would be glad to see all manu- 
facturers tighten up on guarantee, and at least 
confine guarantee to common sense.” 

(Signed) C. C. CARTER, 

CARTER HARDWARE Co., 


Carthage, Mo. 


Cooperation Badly Needed 


6¢6'T°HE abuse of the 

tool and the 
abuse by the user of 
the privileges of a 
guarantee on such 
tool is growing into 
a sizable menace for 
the manufacturer. It 
is a fact that tools 
will continue to 
abused, likewise guar- 
anteed. The manu- 
facturer will steadily 
meet the former by a 
fool-proofing method 
of manufacture, which 
will in turn eliminate 
the abuse of the guar- 
antee. 

“Some propaganda 
to the jobber and re- 
tailer, alike, on the 
subject of a further 
cooperation with the 
manufacturer on the 
subject of a guaran- 
tee would not be 


amiss.” 
(Signed) WILLIAM E. CROSS, 


Treasurer, Directing Sales. 
CLEMSON BROS., INC 








Privilege Is Abused 


ss'THERE is no 

question in my 
mind but that the re- 
placement privilege on 
small tools is abused 
to a considerable ex- 
tent. I believe 75 per 
cent of the cases are 
justified. Possibly 25 
per cent of the re- 
turned goods do not 
show as defective but 
as abu 

“Over thirty years’ 
experience justifies me 
in making the state- 
ment that about one- 
half of one per cent 
of our small _ tool 
sales will cover all 
replacements. 

“To take the manu- 
facturers’ guarantee 
off of small tools will, 
I believe, have an un- 
favorable reaction to 
sales. It will mean 
no discrimination by 
the purchaser whose 
selection of the tool, 
without a guarantee 
as to the quality or service, will be in favor of 
the lower price. 

“Whether the manufacturers can meet the 
lower prices with quality merchandise is for 
them to decide. However, from a selling stand- 
point, give me the guarantee to pass along to 
my customers. 

“With all the problems we have to face and 
meet in this new merchandising era, I sincerely 
hope the manufacturers will continue to stand 
back of their product with the same liberal 
guarantee they have given us in the past.” 

(Signed) A. C. TALMAGE, 
Secretary, Montana Implement & Hardware 


Association. 





A. C. TALMADGE 





Matter of Education 


6¢7N our own particu- 

lar line of hammers, 
hatchets and axes we find 
the biggest abuse of the 
guarantee privilege is on 
edge tools and we do not 
believe that any dealer 
should take back an edge 
tool that has been re- 
sharpened. When a cus- 
tomer resharpens an edge 
tool he is assuming all 
the responsibility of draw- 
ing the temper by heat- 
ing the tool too hot when 
resharpening and from 
that point on the tool 
should not be _ replaced 
under any circumstances. 

“As we view the re- 
placement proposition it 
is entirely a matter of education and as the 
dealer is the point of contact with the con- 
sumer it naturally falls to the dealer to convince 
the consumer that a tool should not be replaced 
when it has been abused. We believe consider- 
able strides have been made along this line and 
that dealers today are not taking back tools as 
readily as they did in formér years. Some 
dealers do not replace tools at all, but tell the 
consumer to send them in direct to the factory. 
This we believe is a pretty good thing to do as 
a consumer will hesitate to return the tool to 
the factory that he has abused where he may 
secure a new one from a dealer because of the 
fact that he is buying other items from that 
dealer. 

“I recently heard of a dealer who registered 
the date that a tool is sold and if it is brought 
back a year later and a replacement is made 
the consumer is charged for the use of the tool 
for a year. In other words, if a tool originally 
sold for $3, by payment of an additional dollar 
the consumer could get a new one, which covers 
the handling charge and returning of the tool to 
the factory. 

“A great many tools such as trowels wear 
down with constant use and when they are too 
small it would be very easy to break the tool 
and then take it back for replacement. When 
this is done, if dealers when they replace it will 
give the smaller size trowel in replacement they 
will soon find that this practice will be stopped. 

“Some years ago one of the large Western 
jobbers found they were having a great many 
fruit box hatchets returned to them and in 
investigating this matter they discovered that 
the I. W. W. workmen would buy these hatchets 
at the beginning of the fruit season and at the 
close of the season would take them back to the 
dealet broken and for a refund of their 
money and if they could not get a refund they 
would get a new hatchet in place of the old one 
and would then take the new one to a pawn 
shop where they would sell it. When ‘this plan 
was discovered the jobber’s salesmen explained 
the proposition to the dealers and the dealers 
refused to make any more replacements of these 
hatchets. ‘ 

“On most any tool a consumer should be able 
to determine within a thirty-day period whether 
the tool is satisfactory or not and after that 
length of time he should not expect any replace- 
ment. 

“We have had hatchets returned to us that 
have been ground down a half inch or more and 
when such tools are replaced by the dealer it is 
not only unfair to him but to the manufacturer.” 


(Signed) IRVING 8S. KEMP, 
President. 
EVANSVILLE TOOL WORKS, INC. 





IRVING 8S. KEMP 


Use a Little Sense 


¢<s"POOLS that are guaranteed by the maker, 
we, in turn, guarantee to our customers— 
they to be the judge. If they bring a tool back 
we don’t argue. We give them a new tool—of 
course, always using a little horse sense.” 
(Signed) H. H. DIGNAN, 


Owosso, Mich. 


(Continued on page 68) 
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This tremendous crowd attended the Saturday sale conducted by Frank Parrish & Son, Hamilton, Mo. 








Parrish Brings Everybody 


To Town 


The right merchandise at fair prices, plus vigorous advertising 
gets real response from trading area of Hamilton, Mo. 


AKE a good look at this photograph. Note the 

tremendous crowd attending a Saturday sale con- 

ducted by Frank Parrish & Son, Hamilton, Mo. 
See how small the Parrish store seems compared to the 
crowd interested in making purchases. Try to picture 
a similar crowd literally swamping and rushing your 
place of business. i 

There are just two basic reasons for this crowd. Par- 
rish has the facilities and desire to serve this community 
with needed merchandise at fair prices. That is one 
reason. The second reason is the fact that everybody 
in the trading area of Hamilton knows about the desire 
of the Parrish store to serve and of its facilities to do 
just that. 

J. F. Parrish, the guiding spirit of the business, is 
well known to those who attend the Missouri convention 
or the annual National Congress. He is the kind of 
merchant who willingly exchanges his best ideas with 
his associates and fellow merchants. He interested many 
who visited the recent Missouri convention at St. Louis 


telling of the sale which attracted the crowd pictured here. 

The equivalent of a four-page newspaper carries the 
message of this sale. Parrish takes the inside two pages 
and sells the remaining two pages to local non-competing 
merchants so that each sale has the benefits not only of 
less expensive printing but that wonderful potency of 
co-operative selling effort. Some feature advertised 
will appeal to each person who receives the paper, so 
that it is reasonable to assume that the Parrish plan at- 
tracts practically all prospects and urges them to visit 
town during the sale. 

The Parrish store is next door to the original J. C. 
Penney store. It was from the latter that the large 
Penney organization grew. Mr. Parrish is very en- 
thusiastic about this plan and tells us that results in 
profits and increased volume were more than satisfac- 
tory. 

This particular crowd was interested in Parrish’s 
twenty-fourth anniversary sale, celebrated last November 
in Hamilton. 
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How to Advertise 


in Medium and Small Cities 


A practical rule for picking items to fit size of store, population and 
newspaper circulation. Ideas for the hardware copy writer. 


ARDWARE merchants in 
H towns of twenty to forty thou- 

sand people need to advertise 
for the same reasons that merchants 
in cities twice to four times the size 
need to advertise : 

1. To keep the firm name forever 
in the minds of people who 
need hardware, and 

2. As a means of reminding cus- 
tomers of specific items, their 
qualities, prices and uses. 

There is only one difference be- 

tween the store in the smaller and the 
larger cities—the smaller town store 
is more in need of advertising than 
those in the larger centers. There 
is just one reason for this, and here 
it is: Buying is normally less active 
in a small population, by the day at 
least, because people buy more slowly 
from habit, not necessarily because 
buying power per customer is less. 


Also the majority of people in the | 
smaller cities are not inclined to buy | 


a variety of items at a time. They 
buy several of a kind, maybe, on one 
trip to the store, but, as a rule, not 
several different classes of goods. 
One of the effects of regular ad- 
vertising is to increase the unit pur- 
chase of the individual customer. 
This is because he can check off 


what he needs from the items in the | 


hardware ads. And just as soon as 
the unit sale per customer goes up a 
little, cost of selling and operation 
goes down. 

An example: One clerk can sell 
one customer six articles just as easily 
and almost as quickly as he can sell 
one. And if the six articles come to 


$4.50 as against an average unit sale | 


(single sale) of $1.50, the store gains 
two ways. Some other store has less 
chance to get the customer’s extra 
business, and stock moves faster per 
customer. 


There is quite a difference between | 


one hundred sales per week of $4.50 
each and one hundred sales per week 


By GUY HUBBART 


Specialist in Newspaper Advertising 


of $1.50. And advertising can and 
does increase the unit sale, and is sure 
in time to increase the number of 
customers per week. 








When You Open Up 
in the Morning 


REMEMBER THIS 


LAST night at supper at least 
400 people talked over some- 
thing needed by the family in the 
hardware line—if there are 36,000 
people in your town. And by to- 
morrow noon some hardware store, 
yours or someone else’s, will have 
sold at least $300 of hardware and 
housewares. Your store name 
signed to an ad. would help out 
today. Was it in the paper? 























COUNT THE ITEMS 


| A hardware store in a town of 
| 36,000 people and using a daily news- 
paper of, say, 9000 circulation will 
get best results if 18 items are ad- 
vertised in each ad. That is, there 
should be as many items as there are 
two times the first figure of the cir- 
culation; twice 9 is 18. 

A few more or less items will not 
effect the results. The point is to 
have a sensible standard to go by. 
| If the store sales average $90 a 
| day, the pieces should ad up to not 
| more than twice the first two figures 
of the volume. Twice 9 is 18. 
Eighteen dollars allows for a good 
diversity of value, and eighteen items 
will not crowd the ordinary space. 





advertises twice a week. 


they have a real bearing on the re- 
| sults from newspaper advertising. 

| And keep this in mind: A variety 
| of items suggests other items. It is 


| not necessary to try to crowd the 


These seem like little points but | 





| day merchandise. 


entire stock into one ad. Notice the 
suggested selection shown here. It 
covers a variety of timely utilities, 
each of which reminds the customer 
of other needs. 


House Cleaning Items—lIroning 
board, $2.65; dust mop, 76c; clothes 
line, 56c; clothes wringer, $7.45. 

Garden and Yard Tools—Square 
point spade, $2.25; wheelbarrow, 
$2.80; pruning shears, $1.35; carpet 
beater, 30c. 

A total of eight items with total 
prices $18.12 in ad. 


CAPTION— 

This is an excellent selection of 
items to advertise the first week in 
April. It is a good one for any time 
after March Ist, for that matter, be- 
cause it calls attention to timely 
needs for house cleaning and yard and 
garden work. 


HEADLINES 
Hardware 


TEXT IDEAS 
unromantic, every- 
Not like fashion 
goods, beautiful rugs and carpets. 
But it is not uninteresting. Hard- 
ware advertising can be made human, 
interesting—and it should be inter- 
Particularly headlines, in- 


AND 


is 


esting. 


| troductory matter and even item de- 


scriptions. 
Here is a suggestion for next 
week’s ad. It will save some sweat- 


|ing and swearing for a store with 
| no regular adman to write copy. 


Eight items are enough if the store | 


MAIN HEAD AND LEADER: 


“Believe It or Not, One of Our 
Best Customers Always Sends His 
Wife to Buy Hardware.” 

“He is one of the best carpenters in 
town. Always busy doing good work. 
That’s why he is busy. Everyone 
likes a good workman, a man who 
takes pride in every job he does. This 
carpenter lets his wife come here for 
nails and other supplies because she 
likes to help her husband, and also, 
so she tells us, she likes to look at 
our line of housewares, kitchen uten- 
sils and garden goods. She will be in 
next week to buy some things for her- 
self. Here are some of these good 
goods—and prices. We'll leave that 
to her and you.” 

(Continued on page 48) 
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New England Hardware Men Discuss Many 





Pressing Problems of Merchandising 


ETERMINED to study the 


D 


willing to exchange frankly the bene- 
fits of their own experiences and ob- 
servations, 
England Hardware Dealers Associa- 


tion assembled in Boston, Mass., Feb. | 


20, 21 and 22 to hold their thirty-fifth 
annual convention and _ exhibition. 
Sessions were held at Paul Revere 
Hall with the large exposition in the 
adjoining Exhibition Hall. Each 
session started with one of those fa- 
mous Boston question box discussions 
under the leadership of the very able 
Archie J. Osborne of Holyoke, Mass. 
Thanks to the preliminary planning 
of Secretary George A. Fiel, every- 
thing ran smoothly, pleasing both 
members and their friends, the ex- 
hibitors. President Henry Duncan of 
Everett, presided. 









HENRY DUNCAN 
Retiring President 


Following the invocation by Samuel H. 
Thompson, president of the Massachusetts 
State Chamber of Commerce, Mr. Duncan 
delivered his presidential address, in which 
he reviewed present-day conditions and 
competitions of the retail hardware dealer. 
In part, Mr. Duncan said: 

“The sessions of the Thirty-fifth Annual 
Convention of the New England Hardware 
Dealers’ Association will give a large 
amount of consideration to the merchan- 
dising problems of its members. 

“It was emphasized at the recent con- 
vention of the dry goods dealers that of 
all the hands that merchandise passes 
through, the retail merchant is the most 
important. It is his duty to properly select 
the merchandise and stock it in advance 


many pressing problems of | 
hardware merchandising and | 


| 











of the season, to have it properly displayed 
and intelligently sold and properly deliv- 
ered, and, if the customer wishes, to take 
it back and credit it. 

“Customers nowadays expect this type 


| of service, and competition today is as 


members of the New | much a matter of service as of price. 


“Hardware distribution no longer is the 
exclusive function of the hardware mer- 























ARTHUR 
MOREAU 


Hardware 
Mayor of 
Manchester, 
Vt., elected 
President New 
England Hard- 
ware Dealers 
Association. 


















His Message: 








HAVE now conducted a_ retail 
hardware store for nearly twenty 
years and I am glad to say that every 
year we made extensive changes in the 
arrangement and display of our mer- 
chandise. In fact, we found pleasure 
in the changes and our customers took 
a great deal of interest in our plans. 
We thought nothing of taking a whole 
department and moving it to another 
location. We use special display tables 
to very good advantage and work our 
show windows to their limit. We dis- 
play seasonable goods and use price 
tickets on competitive lines and special 
goods only. We keep quick moving 
goods near the front and lines that need 
more time to purchase in the rear. 
That is why we never favored our paint 
department near the front of the store. 
because we believe that people don’t 
buy paint by accident a4 they probably 
would buy a pocket knife. We have 
no expensive fixtures, but we try to 
keep them well painted and varnished. 
From what I have seen of most hard- 
ware stores, they need a good cleaning 
up. Change your display as often as 
you can. Be sure to display your 
Seasonable Goods in time, or before 
time if you can. Visit the stores of 
your competitors and of the successful 
stores in your community and if you 
have no idea of your own, take one 
from them. There is no retail busi- 
ness that has the possibilities today of 
an established retail hardware store. 
Your lines are unlimited, and you can 
easily excel all others in service. 
“My advice to you is to add to 
your hardware stock whatever mer- 
chandise that can be sold in your sec- 
tion. We are planning in having a 
Soda Fountain and probably a Lunch- 
eonette in our store. Very foreign to 
a hardware store you will tell me, but 
have you noticed the new lines that 
have been added to the successful chain 
stores. I have particular reference to 
Drug Stores, 5 & 10c. stores, and 
Grocery stores. Gentlemen:—You have 
the best opportunity to step in and get 
the cream of the business. You know 
the people in your community and if 
you give them half a chance by dis- 
wg | the merchandise they want to 
uy, I am sure that the hardware re- 
tailers will be the most successful group 
of business men this year.” 




















chant. Hardware items of various sorts 
are stocked by every retail organization, 
and the hardware merchant must bring his 
business up to date if he expects to hold 
his place in the changing methods of re- 
tail distribution. 

“We read every month of the gains in 
sales of the chain stores. This is mostly 
the result of opening new stores, but it 
reduces the volume of some other source 
of distribution, nevertheless. We read 
about the enormous branch stores of the 
mail-order houses, one of which is being 
erected in Boston right now at a cost of 
five millions of dollars. 

“In the latest issue of Retail Ledger 
is an item on the expansion program of 
Montgomery Ward & Co., whose purpose 
it is to have a branch in every town in 
the country of over five thousand popula- 
tion. The article says: 

“The Montgomery Ward chain, how- 
ever, will not operate in the same field 
with most of the variety and dry goods 
chains, but will make its strongest appeal 






























ROBERT RUSSELL 
Vice-President 


in lines more closely identified with typical 
merchandise of the Montgomery Ward 
business to date, with special emphasis on 
such merchandise classifications as home 
furnishings, sporting goods, automobile 
accessories, furniture, electrical appliances, 
heating apparatus and radio. No emphasis 
is laid upon dry goods or apparel lines. 

“‘This move places Montgomery Ward 
& Co. in the position of “straddling” the 
entire retail field, with a mail-order busi- 
ness, a department-store business and a 
chain-store business, so that no matter 
which way the cat jumps in the next few 
years of retail distribution development, 
the company will be firmly intrenched and 
possess a sufficiently experienced, flexible, 
established organization to take instant ad- 
vantage of any trend.’ 

“In addition to all this, the large cigar 
store interests are organizing a chain of 




































one thousand stores for towns of fifty 
thousand or over. 

“Where does the retail hardware mer- 
chant fit in this picture? He gets a place 
in the new order of things only to the ex- 
tent that he adopts the methods of these 
large and powerful organizations, and re- 





tains the advantages of the individual mer- | 
| business. 


chant who can show his customer a per- 








SAUNDERS NORVELL 


President Remington Arms Co., whose talk 
“George Washington the Man,” given at 
the New England Convention, appeared on 
page 84 of the March Ist issue of | 

Hardware Age. 











sonal interest in every transaction. The 
hardware merchant of the future will give | 
more time to selling, by having more goods 
on display. He will adopt the methods of 
his big competitors in the matter of mer- 
chandise control so that he will have proper 
stocks to sell without being overstocked or 
losing sales by being out of goods. 

“He will guide his business in the proper 
channels by expense control so that he 
will know every month whether he is 
spending more than the profits on his sales 
and he will not have to wait until the end 
of the year to find this out, maybe to his 
sorrow. He will set up sales quotas by 
months, as well as purchasing quotas, and 
drive his business all the way instead of 
being driven by it. Our association, as 
well as the national office, is equipped to 
assist any member to adopt these methods 
of business control. 

“Figures compiled by the United States 
Chamber of Commerce show that there 
is still a greater proportion of merchan- 
dise distributed through individually owned 
stores than through all the syndicate stores 
combined, but the tendency is swinging 
toward mass distribution as well as mass 
production. The progress of this evolu- 
tion will be in direct proportion to the 


that phase of his many association activi- 
ties. James P. Mackey, Brookline, Mass., 
read the auditor’s report. 

Rivers Peterson, editor, Hardware Re- 
tailer, gave a talk entitled “Milestones on 
the Road to Success,” in which he gave 
his impressions of the factors which make 
success or failure in the retail hardware 


In the Tuesday question box, Alfred 
Rosenberg, Rockville, Conn., who has been 
very successful in the sale of agricultural 
implements, emphasized the importance of 
display space in the warehouse of imple- 


ments, and urged dealers to make this place 











efforts that individual merchants put into 
their business.” 

Treasurer Calvin M. Nichols, Dor- 
chester, Mass., made his report, which 
showed the finances of the organization 
to be in a healthy condition. As chair- 
man of the exhibition committee, Mr. 








Nichols was also manager of the show, 
and he did a very commendable job of | 
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neat, clean, orderly and to keep it in such 
shape that the prospect would enjoy a 
visit and would find it easy to buy imple- 
ments. It is also important, he said, to 
have adequate stocks of replacement parts, 
some knowledge of these parts and some 





GEORGE A. FIEL, 
Secretary 


system in the bins so that you or any of 
your assistants can easily handle a service 
call. 

Selling implements is only the start of 
the farmers’ demands, Mr. Rosenberg con- 


| tinued. He will need seeds, electric light 
| plants, some seasonal agricultural tools, 
| small tools, and his wife will require many 
of the household lines that city people need. 

N. R. H. A. Vice-president A. C. Lam- 
| son, Marlboro, Mass., told of his ex- 
| periences in the sale of bird cages. He 
| said that in a relatively slow period he fea- 
| tured bird cages and sold the more ex- 
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| pensive ones first. His point was that the 
alert merchant who watches his market 
can always find an active sale in some lines 
and usually in lines kindred to his regular 
stock. Mr. Lamson also commented on the 
possibility of building a substantial trade 
on birds, bird seed, and related bird mer- 
chandise. 

Vice-president Arthur E. Moreau, Hard- 
ware Mayor of Manchester, N. H., agreed 
with Mr. Lamson and said he was sell- 
ing goldfish, monkeys, pipeless furnaces 
and even umbrellas. Chairman Osborne 
said that roses, seeds and bulbs displayed 
early on open-type fixtures add to the day’s 





| sale. 

In answer to a question on colored enam- 
eled ware, it was generally agreed that 
those who had not already availed them- 
selves of this group of attractive merchan- 
dise must do so promptly. Toys were rec- 
ognized as increasingly important as a spe- 
cialty line. Several dealers said that toys 
were the backbone of their December trade. 

At this point of the discussion Saunders 
Norvell, president Remington Arms Co., 
Inc., and a contributing editor, HARDWARE 
AGE, entered the room and was immedi- 
ately given the floor amid much applause. 
Mr. Norvell said he had sold colored 
kitchenware twenty years ago, had sold 
blue goods, green goods, etc., and had felt 
that such merchandise brightened up the 
home and served to put color with life 
into the hardware business. 

Commenting on present conditions, he 
said too many small dealers were trying 
to live like millionaires, that everybody 
was trying “to beat the Joneses.” He 

(Continued on page 64) 
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PLAY BALL 
at 


The Big Boys 


Are Warming Up! 


National Baseball Week, 
April 2 to 9, is a good oppor- 
tunity for the hardware mer- 
chant to call attention to the 
service of his sporting goods 
department to the community. 


ATIONAL Baseball Week, a period set aside for 
N the purpose of celebrating the opening of the 

baseball playing season, is scheduled to take 
place this year from April 2 to 9. 

Kverything possible will be done to focus attention 
on baseball throughout the land. The week will be fea- 
tured with exhibition games, in many cases fostered by 
the hardware store sporting goods departments. These 
stores will use pictures of the well-known baseball play- 
ers in their displays. Newspapers will carry special 
articles and give special attention to the week, which is 
sponsored by the Chamber of Commerce of the Athletic 
Goods Manufacturers of the United States. ‘ 

National Baseball Week will be a week of special in- 
terest to all sports enthusiasts. The beginning of the 
playing season is looked forward to eagerly. The big 
boys swinging into action stirs the sand lot teams to 
play ball. New equipment is wanted and wanted in a 
hurry. The hardware store with the National Baseball 


Week window and store display will be the one that will 

reap the harvest of all year sporting goods business. 
This annual event has prompted many hardware men 

to put special effort into their sporting goods depart- 


1928 


This attention compelling window 
arranged for a previous National 
Baseball Week is by the Idaho 
Hardware Co., Boise, Idaho. It is 
a window well worth the study of 
the display man. It is not merely 
a trick window, but had real pull- 
ing and selling power, and that is 
what is required. At the same 
time it is tasteful and artistic. 
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ments to call atten- 
tion to the lines 
they have to offer. 
That the effort has 
been well spent is 
evidenced by the in- 
creasing number of 
hardware mer- 
chants who are 
doing it again this year, and many more who, not having 
handled the line heretofore are getting into it now. 

The popularity of athletics is attested by the tremen- 
dous sums of money realized by the major contests in 
the sport world. Amateur sports are also tremendously 
popular, and becoming more so each year, which brings 
us to the point of this article. 

If the hardware merchant is not cashing in on this 
profitable field of business, he is missing a great oppor- 
tunity. The hardware store is the logical place for the 
athlete to turn for equipment. 

There are some suggestions on these pages that wili 
be of value in arranging an attractive window display 
for this national event. Rest assured that any display 
that ties up with the national game will be a sure-fire 
attention-getter. The idea gives plenty of scope for 
your efforts and will repay you well. 

These windows proved their value as selling mediums 
in previous National Baseball Week celebrations. They 
are from distant parts of the country, showing the com- 
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Here is a high grade display by Grady Triplett, Tulsa, Oklahoma, that proved to be a winner 


plete scope of the week’s activities in the sporting worid. 

These windows are free from overcrowding and the 
results obtained from them would indicate that such a 
method of display is by far the most effective in its pull- 
ing power. The show cards are very readable because 
the writers employed only the most legible styles of 
lettering. This, too is am important feature in getting 
the most out of your window display for any event or 
occasion. 

There is no attempt to show all the sporting goods line 
in these displays. Baseball is the attraction for this 
week and a great punch is given to the display by letting 
it have the center of the stage. Such a course does not 
injure the sale of the other lines, because the sport lover 
will be drawn to the store by the common interest in 
the national game. 

Make the most of this country-wide event by dressing 


up your window and sporting goods department and 
cashing in on the wave of popular interest that will 
sweep the country at that time. 

Such action will identify your store with the active 
sporting fraternity, which will be a valuable help through- 
out the year in selling all lines of athletic equipment. 
This class of merchandise being in good demand at all 
seasons makes it profitable 
and the intelligent use of 
such events is important to 
its success. 

HARDWARE AGE will be 
pleased to receive photos of 
your displays, whether win 
dow or interior, in connec: 
tion with National Baséball 
Week. Send them in. 


Hubbard Hard- 
ware Co. Colum- 
bus, Ga., made the 
week register with 
their customers 
with this display. 
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At the left are shown some of 


new B. L. Service Building. 

Note the large windows, the 

sprinklers and the immaculate 
appearance of the floor 


Below is the building as it ap- 

pears from the street. A large 

electric sign appears on top of 
the building 


Belcher & Loomis Hardware Co. Open 
Modern Service Building 


and retail distributors in Providence, R. I., have 

moved their wholesale building and electrical con- 
tracting departments, factory and office supply depart- 
ments and general offices to the new Service Building, 
recently erected at the corner of West Exchange and 
Mason Streets, Providence. 

This new building is of the most modern type in con- 
struction and is completely equipped with labor-saving 
devices. It rises four stories above the street and is 
topped by a striking electric sign, attracting attention 
for many blocks around. There are 100,000 sq. ft. of 
floor space for the exclusive use of Belcher & Loomis, 
who occupy the entire structure. 

The third and fourth floors are used for warehousing. 
The second floor houses the shipping and receiving de- 
partments, open stock, executive and general offices. 
The first floor has a 110 ft. service counter, through 
which the company hopes to eliminate “waiting.”’ This 
floor contains many attractive displays and is used for 
sales and display. 

In order to eliminate the parking problems, the com- 
pany has constructed a “service parkway” at the side 
of the building for the benefit of the customer’s cars. 
This space is large enough to accommodate thirty-five 
automobiles. In the rear of the building is a loading 
platform, which will take care of fifteen customer’s 


B ava ree & LOOMIS Hardware Co., wholesale 





trucks, while on another side is a loading platform for 
the company’s fleet. This space is equipped with steel 
doors that may be drawn at night, making a fireproof 
garage. 

The building is equipped with the latest type elevators 
and electric dumb-waiters, rest rooms and waiting rooms 
for both customers and employees. A twelve trunk tele- 





Above is the 110-ft. service counter on the main floor and below 
are shown the offices of the company, on the second floor 


phone exchange has been installed from which there are 
sixty-seven extensions. 

The Service Building was opened on February 1, and, 
following the opening, the first ten days were devoted 
to inspection and demonstration. Many thousands visited 
the new quarters and left enthusiastic praise. The 
Belcher & Loomis building at 83 Weybosset Street, 
will now be used for the company’s retail department. 
For the new building there was taken out 6500 sq. yd. 
of dirt and 182,500 sq. ft. of concrete forms and 6150 
cu. yd. of reinforced concrete were required. There 
were 92,000 sq. ft. of floor finish; 13,350 cu. ft. of 
brickwork and 8750 sq. ft. of tile partition. In the 
building are 425 lighting outlets, 1100 sprinklers, 11,600 
ft. of window area and seventeen flights of stairs. Over 
3500 sq. ft. of plate glass was necessary, as was 9000 ft. 
of ribbed glass. There is a 75-ft. smokestack and 150 
tons of steel shelving in the store and display rooms. 














HARDWARE AGE for MARCH 15, 











1928 sii as Winx 41 





EVERYBODY’S BUSINESS 


By Floyd W. Parsons 
Miracle-Makers 


LL about us are evidences of the never-ending effort 
of science to improve practices, create new values 
and provide greater comforts. So amazing are the 

reports of current developments that one cannot help 
feeling a keen desire to experience the joys of the life 
that’s coming. 

Here is a fellow who has produced a synthetic sun, 
shining for only the fraction 
of a second, but having a 
temperature greater than that 
of the hottest star. Over 
there is a chap who is giving 
new wood an antique finish 
—creating an appearance of 
age almost instantly by 
painting the wood with a 
mixture of hydrogen per- 
oxide and hydrochloric acid. 

Out in Pittsburgh an en- 
gineer has demonstrated a 
method to regulate street 
lights by radio waves, turn- 
ing lights on and off at will. 
Down at Princeton recently i ie 
they were struggling with the Courtesy Caterpillar: Tractor Co. 
problem of getting nitrogen 
from air, and purely by ac- 
cident stumbled on a method 
of controlling a supply of 
positive electrical atoms both 
quantitatively and qualita- 
tively. This disclosure opens 
an entirely new field of re- 
search that will likely effect 
large economies in the chem- 
istry of many industries. 

Mr. Edison and his organi- 
zation are deeply engrossed 
in the problem of getting 
rubber from weeds, so that 
the United States will not be 
cut off from a source of rub- 
ber in case of a future war. 
It already appears that before 
long our farmers will be 
sowing and harvesting a va- 
riety of milkweed which will be sent to factories where 
the rubber content will be extracted by machine methods. 
Even now we are getting a small quantity of rubber 
from the guayule shrub grown in California. But Mr. 
Rdison wants to use a plant that will mature faster, and 
the lowly milkweed looks as though it is the best bet at 
the present moment. 

It was not very long ago when William H. Mason, 
one of Mr. Edison’s pupils, decided to devote his talents 
to the development of the lumber industry. In a short 
time he perfected a process for extracting resin and tur- 
pentine from sawed boards. Now he comes forward 


© Ewing Galloway 





NEW WAYS 





FOR OLD 


with a scheme that employs high-pressure steam to ex- 
plode ordinary sawmill waste from guns in such a way 
that the worthless chips are transformed into a mass of 
separated fiber that needs only the application of pres- 
sure to convert it into artificial boards suitable for use in 
automobile doors, card tables, desks and radio cabinets. 
Having no grain, this synthetic product is many times 
stronger than is wood across 
the grain. Here we have a 
material that promises innu- 
merable applications running 
all the way from _ pressed 
brick for the builder to a 
new source of wood pulp for 
the papermaker. 

Each day it becomes clearer 
that science has made 
“change” the vital factor in 
the conduct of practically 
every line of business. Where 
is there an industry as old as 
that engaged in producing 
foods, and yet we are wit- 
nessing such an unending 
succession of vital disclosures 
in this basic field of enter- 
prise that the outlook is 
changing with kaleidoscopic 
rapidity. 

It was only a compara- 
tively few years back when 
even scientists believed that 
but ten chemical elements 
were necessary for the nor- 
mal growth of crops. Now 
we know that at least eight 
other elements, although 
generally occurring in minute 
quantities, are extremely im- 
portant in the life processes 
of plants. In many soils the 
content of manganese sul- 
phate is less than one hun- 
dred-thousandth part, and 
yet if you take this substance 
out of the soil, such things 
as barley seedlings fail to develop chlorophyll and turn 
yellow. Other metals like copper, arsenic and zinc are 
equally essential to the healthy growth of certain varie- 
ties of plant life. 

The green leaf of the plant that once seemed so com- 
mon, is now regarded by science as the world’s most 
wonderful chemical factory and powerhouse. So far 
as evidence now shows, the vitamins are made mainly 
and probably exclusively by plants. The calories con- 
tained in vegetable matter are put there by a process of 
nature called photosynthesis. Of all the solar energy 

(Continued on page 70) 
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Harry J. Strugnell Elected Vice-President 
of Remington Arms Co., Inc. 


R. C. Swan and Marshall F. Sharp Promoted 


Harry J. Strugnell was elected a vice- 
president of the Remington Arms Co., 
Inc., 25 Broadway, New York City, at a 
directors’ meeting held Monday, March 5. 
He will continue also as general manager 
of sales, a position he has held since 1917. 
Twenty-eight years ago Mr. Strugnell 
entered the employ of M. Hartley Co., who 
owned Remington Arms Co. and Union 
Metallic Cartridge Co., acted as selling 
agent for these companies and conducted 
a sporting goods wholesale business. His 
first job was that of office boy, but within 
two years he was placed in the sales de- 
partment, in which he has steadily worked 
his ‘way to the top. 

In 1911 he was made sales manager of 
the ammunition division of the Remington 
Arms Co., Inc., in 1915 assistant general 


sales manager, in 1917 general sales ‘man-- 


ager and in 1927 became an assistant vice- 
president. 

Mr. Strugnell is particularly well quali- 
fied to hold his present high position with 
Remington. He is well versed in the arms 
and ammunition business and in the other 
Remington lines. His is a very wide per- 
sonal acquaintance among the hardware 
jobbers of the entire country. He has vis- 
ited practically every hardware wholesale 
concern in the United States, is a prom- 
inent figure at national conventions and has 
frequently contributed in an impressive 
way to the programs of such conventions. 

R. C. Swan who has been sales manager 
of the ammunition division since Mr. 
Strugnell’s promotion to general manager 
of sales in 1917, now becomes assistant 
general manager of sales and will make his 
headquarters in New York. For the past 
16 years he has been with the company, 


| 





making headquarters at New York and 


Bridgeport, Conn. 
Marshall F. Sharp becomes sales man- 
ager of the ammunition division. He has 
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been associated with Remington for 25 
years, was one of the ‘first missionary 
salesmen of the company and for a time 
was associated with Charles L. Reierson, 
former Remington president, and then in 
charge of the St. Louis sales territory. His 
early missionary sales work was in Ne- 
braska and Iowa. Later Mr. Sharp was 
district sales manager. For a number of 
years he has been an assistant to Mr. Strug- 
nell, working from New York to Bridge- 
port. He will now make his headquarters 
at Bridgeport. 





Ernst Boley Dead 


Ernst Boley, assistant to the vice-presi- 
dent in charge of operations of the Ameri- 
can Steel & Wire Co., Cleveland, Ohio, 
passed away recently at the age of 66. 
He was for many years prominently identi- 
fied with the operating department of the 
company. 

Mr. Boley was born in Germany, and 
upon coming to this country sought em- 
ployment with the H. P. Works of the 
American Steel & Wire Co. He became, 
in turn, assistant superintendent, superin- 
tendent and assistant to the general super- 
intendent of the American company, until 
selected for the position which he held at 
the time of his death. 





Nutmegger Committees Named 
by President Carlton Phillips 


S. Starrett Co., 
has an- 


Carlton Phillips, L. 
president of The Nutmeggers, 


nounced the following committees to serve 

The 

years: 
Entertainment Committee: Harold Sul- 


Nutmeggers through the ensuing 





livan, chairman; A. H. Doonan, Karl M. 


Martin, John Marshall and Wesley Mc- | 


Donald. 


Reception Committee: Leon Schwartz, 


chairman; H. F. Gilles, Geo. L. Cobleigh, | 


Linford C. White, and C. J. Sachs. 
Publicity Committee: Charles J. Heale, 


HarpwareE AGE, chairman; Roy F. Soule, | 


Hardware Dealers Magazine, and Liew S. 
Soule, HARDWARE AGE. 
Finance Committee: E. G. Swift, chair- 


man; Seymour N. Sears and J. J. Gillis. 


Council of 
Langel and 
T. Mc- 


Delegates to the National 
Traveling Salesmen: M. L. 
Leon Schwartz. Alternates: J. 
Culloch and E. C. Sullivan. 

The Board of Directors of The Nut- 
meggers now consists of Stanley A. Mott, 
A. H. Doonan, H. E. Sullivan, E. G. Swift, 
M. L. Langel, Charles J. Heale, H. L. 
Morrison, E. D. Jameson, S. N. Sears, 
J. T. McCulloch, J. L. Peoble and Mark 
A. Miller. 

The new officers elected at the recent 
annual meeting, are: Carlton Phillips 
president; Mark A. Miller, vice-president ; 
J. T. McCulloch, vice-president, and E. C. 
Sullivan, secretary. 





|G. M. Breinig Now President 
Waggener Paint & Glass Co. 


Granville M. Breinig, formerly general 
manager of Breinig Bros., Inc., Hoboken, 
| N. J., has been elected president of the 
Waggener Paint & Glass Co., Kansas City, 
Mo. The company was formerly the 
Waggener Division of Condie-Bray Glass 
& Paint Co., Kansas City, and was recently 
sold to interests headed by Mr. Breinig. 
It will continue to occupy the old factory 
until the new plant, which is now being 
/ erected, is completed. 

Mr. Breinig was formerly in charge of 
the Chicago branch of the Bridgeport 
Wood Finishing Co. and later with the 
E. I. duPont de Nemours, Inc. In 1921 
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he was interested in the formation of 
Breinig Bros. in Hoboken and for three 
years directed the sales of that company. 
In 1925 he became general manager, re- 
signing that position to become president 
of the Waggener Paint & Glass Co. Mr. 
| Breinig has served as chairman of the 
National Paint Up and Clean Up Cam- 
| Paign Committee and at two recent con- 
| ventions has been host to the National 
| Paint, Oil and Varnish Association. 
| 
} 





Practically the entire factory and sales 
organization of the old company has been 
taken over by the new corporation. 





James Bennett Advanced by 
The Lockwood Mfg. Co. 
James Bennett, of the sales department, 
The Lockwood Mfg. Co., South Norwalk, 
Conn., has been promoted to the position 
| of assistant to W. S. Mace, sales manager. 
| Mr. Bennett has been a very active mem- 
| ber of The Hardware Boosters for many 

| years. 


Perfection Stove Co. Issues 
Attractive New Folder 


An attractive, colorful small folder, for 
use as an envelope enclosure, has recently 
been produced by the Perfection Stove Co., 
| Inc., Cleveland, Ohio, for the use of its 
dealers. The folder illustrates the new 
white, full-porcelain range. recently an- 
nounced by the company. 






































Isaac Black, Vice-President 
American Hardware Corp. 


Isaac Black, general manager of the 
Russell & Erwin Division of the Ameri- 
can Hardware Corp., New Britain, Conn., 
was elevated to a vice-presidency of the 
parent company, at the recent annual meet- 
ing. 

Mr. Black was born in Milwaukee, Wis., 
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and when 15 years of age entered the em- 
ploy of the Marshall Wells Hardware Co., 
in the wholesale house at Duluth, Minn. 
In 1901 he joined the Kelly-Howe-Thomp- 
son Co., also of Duluth, as a traveling 
salesman and was later made buyer of the 
builders’ hardware and tool departments. 

He came to New Britain in 1917 to as- 
sume the position, of general sales manager 
of the Russell & Erwin Division and. about 
one year ago was made general manager 
of the division, succeeding the late Benja- 
min A. Hawley. 


Boosters Racket March 28 at 
Hotel Manger, New York City 


An unusual entertainment program has 
been arranged to follow the dinner at the 
annual racket of the N. Y. Hardware 
Boosters Wednesday, March 28. The Louis 
XVI Room has been reserved. Supper will 
be served at 7:30 p. m. sharp, with seat- 
ing capacity limited to 200. Entertainment 
will be under the supervision of Thornton 
Webster. Past Chief Booster Charles Pin- 
cus, Stanley Works, as entertainment chair- 
man, is working hard on the details. Tickets 
may be obtained by writing to 973 East 
28th St., Brooklyn, N. Y. Other commit- 
tee members are Past Chief Bert Conner, 
Pike Mfg. Co.; Oscar E. Watts, E. C. 
Atkins & Co.; L. Warriger, Brush Bros., 
and Charles J. Heale, HARDWARE AGE. 





Canadian Branch Opened by 
Independent Lock Co. 


Due to the increased demand for prod- 
ucts of the Independent Lock Co., Fitch- 
burg, Mass., throughout the Dominion of 
Canada, ‘the company has established a 
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branch office and warehouse in the Unity | 
Building, 1030 St. Alexander Street, Mon- | 
treal, Quebec. Samuel Zion, formerly sales 
manager for Canada, will be in charge of 
this branch, which will be known as The 
Independent Lock Company of Canada. 


Ford Chain Hoists on Coast 


E. O. Johnstone, district sales manager 
at San Francisco for the American Chain 
Co., Inc., Bridgeport, Conn., has been ap- | 
pointed Pacific Coast distributer of Ford | 
chain hoists, manufactured by the Ford | 
Chain & Block Mfg. Co., Philadelphia, Pa. 


E. O. Johnstone Will Handle | 


Col. King Is New President 


of the Peters Cartridge Co. | 


The 


King has been elected president, succeed- 
ing W. E. Keplinger, who has retired. | 








| the 
| Scale Co. - 


KING 


COL. GEO. G. 


Colonel King has been identified with the 
company practically since its organization, 
much of this time as director and part 
of the time as works manager. He has 
been in close touch with the details 
the business, both manufacturing and sell- 
ing. He is thoroughly conversant with 
and has been personally identified with the 
trade policy of the company and the de 
velopments at the plant that have brought 
about the high quality of the Peters line. 
Colonel King succeeded the late G. M. 
Peters, founder of the Peters Cartridge 
Co., as president of the King Powder Co., 
an associated interest, and this office he 
still retains. The change in management 
in nowise will affect the policies of the | 
company, which will remain unchanged. 
Peters’ high quality and efficient service | 
will be continued. 


of 


1928 


Peters Cartridge Co., Cincinnati, | 
manufacturer of small arms ammunition, | 

‘ 2 | 
announced recently that Colonel George G. | 


| 
7) 


| 4 


George H. Lockwood Leaves 
The Lockwood Mfg. Co. 


George H. Lockwood, vice-president, 
treasurer and general manager of The 
Lockwood Manufacturing Co., South Nor- 
walk, Conn., has resigned from the com- 
pany. Mr. Lockwood has been with the 
company for about 26 years and has no 
plans for the immediate future, except to 








GEORGE H. LOCKWOOD 











take a well-earned rest. He may be reached 
at his home, 57 Bayview Avenue, South 
Norwalk, Conn. 


Harry Dana Priest Dies 
President, Bigelow & Dowse 


Harry Dana Priest, president since 1913 
of Bigelow & Dowse Co., Boston, Mass., 
shelf hardware jobbers, died suddenly on 
Monday, March 5, at Hot Springs, Va., 
where he was on vacation. Mr. Priest, 
who had a wide business interest, was born 
in. Auburndale, Mass., on Nov. 30, 1873. 
Previous to his association with the Boston 
hardware company, the firm of Priest, 
Page & Co., was for a number of years 
New England agent for the Howe 

Mr. Priest's winter residence was at the 
Ritz-Carlton, Boston, and his summer home 
at Barnstable, Mass., on Cape Cod. He 
was a member of various clubs and organ 
izations. His widow, Bessie M. Priest, sur- 
vives him. 


Segal Lock & Hardware Co. 
Announces Personnel Changes 


Segal Lock & Hardware Co., 155 Leon- 


ard Street, New York Ctiy, announces 
two changes in its sales organization. 
W. C. Fiedler, formerly with Yale & 


Towne Mfg. Co., is now covering parts of 
New York State, Pennsylvania and Ohio 
for the Segal R. A. Whalen 
is now covering the Texas territory. He 
organiza- 


company. 


was formerly with a Chicago 


tion. 

















fa 
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E. W. Fulton, General Manager 
The Oswego Tool Co. 


At a recent meeting of the board of 
directors, E. W. Fulton was named gen- 
eral manager of The Oswego Tool Co., 
Oswego, N. Y. 

Mr. Fulton joined the Oswego company 
in August, 1924, as works manager. Last 
June he was given charge of all sales 














and now becomes general manager, taking 
over the duties of the late W. J. Henry, 


who was president and general manager | 


of the company. The Oswego Tool Co. 
has recently added several new items to 
its ever-growing line, and announcements 
of new developments and projects will be 
made within the year. 





C. D. Boyd Directs Sales for 
Metal Specialties Mfg. Co. 


Metal Specialties Mfg. Co., 338 N. Ked- 
zie Avenue, Chicago, III., announces that 
Carl D. Boyd has become general sales 
manager of the company. Mr. Boyd was 
for evelen years the chief sales engineer 
of the Kellog Switchboard Supply Co., 
Chicago, Ill., and for four years, president 
of the Southern Electric Supply Co., At- 
lanta, Ga. He was also connected with 
the French Battery Co., Madison, Wis., 
as radio sales manager and has been a 
member of the board of directors and an 





| 
| 


and boxes. These products and. many 
others will be manufactured by the new 
company, and with the combined engineer- 
ing sales and executive experiences, the 
new company will be well fitted to serve 


the trade. The company’s products will 
be sold only through regular jobbing 
channels. 


The officers for the Chicago-Jefferson 
Fuse & Electric Co. are: J. A. Bennan, 
president; A. R. Johnson, vice-president ; 
A. E. Tregenza, vice-president. and J. C. 
Daley, treasurer. 


Charles P. Catlin Resigns from 
New Haven Clock Co. 
Charles P. Catlin has resigned his posi- 


tion as general manager of the New Haven 
Clock Co., New Haven, Conn. Mr. Catlin 














| Conn., has appointed Charles E. Almeda, 





officer of the Radio Manufacturers Asso- 
ciation. 


Chicago-Jefferson Fuse & 
Electric Co. Formed 


Jefferson Electric Mfg. Co., Chicago, 
Ill., recently merged with the Chicago Fuse 
Mig. Co. and formed the Chicago-Jeffer- 
son Fuse & Electric Co., with offices at 
Laflin and Fifteenth Streets, Chicago. 

The Jefferson company was a_ well- 
known manufacturer of bell-ringing, sig- 
nal, toy, sign and furnace transformers, 
and the Chicago Fuse company manufac- 
tured a line of Union renewable and non- 
renewable fuses, Gem powerlets, switches 
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has no immediate plans for the future. 
He may be reached at his home, 600 Pros- 
pect Street, New Haven, Conn. | 


C. E. Almeda to Cover Michigan | 
for W. A. Ives Mfg. Co. 


The W. A. Ives Mfg. Co., Meriden, 





| 
| 
| 


of Cassopolis, Mich., the company’s repre- 
sentative in that State. Mr. Almeda will 
assume his _ responsibilities immediately, | 
covering the entire State with the excep- 
tion of Detroit. 


A. D. Graves Featured in 
Buffalo Newspaper Story 





A. Dean Graves, president of Pratt & 
Lambert, Inc., paint and varnish manufac- 
turers of Buffalo, N. Y., was recently fea- 
tured in the “Men You Ought to Know” 
column, conducted by H. Katherine Smith 
in the Buffalo Courier Express. 





Georgia Firm Changes Name 


Mitchell-Caughran Hardware Co., whole- 
sale and retail hardware distributors of 
Ashburn, Ga., has changed the firm name 
to Mitchell-Stewart Hardware Co. No 
change in policy or personnel has been 
announced. 











Arthur W. Fox Dies—Vice- 
President, Billings & Spencer 


Arthur W. Fox, vice-president and gen- 
eral manager of the Billings & Spencer 
Co., Hartford, Conn., passed away in the 
Hartford Hospital on March 1 following 
a three months illness. While he had not 
been in good health for many months, his 
death was not expected, and its announce- 
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ment was learned with regret by his many 


| friends and business associates. 


Mr. Fox was born in New Haven in 


| 1882 and came to Hartford as a young 
| man. 


He sought employment as a clerk 
in the Johns-Pratt Co. and was successive- 
ly advanced until made factory manager. 
He was very popular with the organization 


| and was responsible for the teams, clubs 


and employees’ organizations within the 
company. Upon the death ot rormer 
President E. B. Hatch, Mr. Fox was made 
vice-president and general manager. 

In 1924 he came to Billings & Spencer 
as vice-president and general manager, and 
materially assisted in the reorganization 
and development of the company. 

He devoted much of his time to the work 
of the Y. M. C. A., Rotary, Board of 
Education and other organizations of sim- 
ilar scope. Mr. Fox had been president 
of many of these organizations. 





John H. Graham & Co. Issue 
French Catalog for Belgian Trade 


John H. Graham & Co., manufacturers’ 
agents, with headquarters at 113 Chambers 
St. New York City, have recently pub- 
lished a catalog, printed in French, for 
their Belgian trade. This company, besides 
doing a large business in the United States, 
maintains representative offices in many 
foreign countries. Their Belgian represen- 
tatives’ office is at 29, Rue du Pelican, 
Brussels. 

The catalog has been well prepared, il- 
lustrating, describing and listing a variety 
of hardware items manufactured in this 
country, which may be obtained in Belgium 
through the Graham company. Among the 
items listed are steel tapes, augers and au- 
ger bits, planes, saws, etc., builders’ hard- 
ware, lawn mowers and novelties, 
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R. J. Atkinson Addresses Brook- 
lyn Assn.—E. F. Daily President 


The Brooklyn Hardware Association 
welcomed home its most distinguished 
member on Thursday, March 8. On that 
night N. R. H. A. President R. J. Atkin- 
son was the principal speaker. He told 
his fellow members of his extensive trip 
to the Pacific Coast, visiting and address- 
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ing State hardware conventions and study- 
ing hardware distribution problems. He 
told of meeting Llew S. Soule, editor, 
Harpware AcE, at Butte, Mont., and of 
traveling with him for several days. He 
told of conditions in the West and Far 
West, mentioned a Spokane wholesale 
grocer whose problems were far worse 
than what the hardware man faced. 

Mr. Atkinson stressed the great work 
being done by the Hardware Council and 
urged members to read the reports of this 
work published regularly in HARDWARE 
AcE and other trade journals. 

Fred Hinchman, John Russell Cutlery 
Co., Chief Booster, Hardware Boosters, 
brought the message of welcome from that 
organization. Other guests were Edward 
Ferguson, Manhattan and Bronx Associa- 
tion; Secretary Horace Molyneaux, F. W. 
Molyneaux, and Morris Miller, North Jer- 
sey Hardware Association, and Edward 
Denecke, Jamaica, N. Y. Speaking in be- 
half of the coming Hardware Booster 
racket, Charles J. Heale, HARDWARE AGE, 
explained the details of that party and 
furnished tickets to many members. 

Edward F. Daily was elected president 
of the association. Vice-presidents chosen 
were F. 
mond. The veteran and efficient secretary, 
Robert Pearsall, and treasurer, Henry F. 
Bond, were reelected. 

Secretary Pearsall’s annual report which 
is to be printed in full and distributed to 
members was an unusual presentation of 
the activities of the organization. In it 
he reviewed the work accomplished, at- 
tendance of members and praised Harp- 
WARE AGE for its constant cooperation. 

There were about sixty-five present. 

Al. Cornell, chairman of the entertain- 











Wachtenfeld and Robert Ham- | 








ment committee, conducted the famous 
Brooklyn question box and later super- | 
vised the a la carte supper served at Joe’s 
after the meeting. Mr. Atkinson installed 
the new officers. 
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Before closing the members stood silent 
a moment in memory of the late Charles 
A. Bruhns, past president of the Manhat- 
tan, Bronx and Metropolitan associations. 


Watkins & Radcliffe Will 
Celebrate 40th Anniversary 


Forty years in business will be celebrated | 
on March 17 by Watkins & Radcliffe Co., 
wholesale automotive supplies, hardware 
and tool distributor, of 4135 Woodward 
Avenue, Detroit, Mich. This company, 
founded in 1888 in a very small way, has 
grown until it now occupies an important 
position in its territory. 

The sales floor will be decorated for the 
occasion, and in the evening a banquet will 
be enjoyed by the employees of the com- 
pany, served in the Hotel Wardell, Detroit. 








C. J. Walters Associates with 
The Master Products Co. 


C. J. Walters, who has been with The 
Lamson & Sessions Co., Cleveland, Ohio, 





for twenty-one years, the last eight years 
of which as assistant sales manager, has | 
resigned. Mr. Walters will become asso- | 
ciated with his brother, Cornelius G. | 
Walters, in The Master Products Co., | 
Cleveland. This company manufactures 
steel stampings, wrought washers and 
riverting burrs. 





Frank P. Hall Hardware Co. 
Opens Another Store 


The Frank P. Hall Hardware Co., Co- 
lumbus, Ohio, recently opened another 
community store on the East Side of Co- 
lumbus. Joseph Rudner, former manager 
of a Hall store and more recently with the 
Smith Bros. Hardware Co., Columbus, 
will be the manager of this new store. It 
is, incidently, the eighth store to be opened 
by the company in that city within the past 
few years. 








C. W. Brown Dies—President 
Pittsburgh Plate Glass Co. 


Capt. Charles W. Brown, president Pitts- 
burgh Plate Glass Co., Pittsburgh, Pa., 
died at his home in Sewickley, Pa., 
March 6. He was born at Newburyport, 
Mass., June 14, 1858, and spent 11 years 
at sea before embarking in the stained- 
glass business in Minneapolis. He had 
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circumnavigated the world, and for sev- 
eral years had been in command of the 
clipper ship Agate, which was engaged in 
Chinese and Australian trade. In 1886 
he retired from the sea and became head 
of the stained-glass firm of Brown & 
Staywood in Minneapolis, Minn., which 
later developed into a general glass job- 
bing firm with branches in St. Paul, Omaha 
and Davenport, Iowa. 

When the business was absorbed by the 
Pittsburgh Plate Glass Co. a few years 
later, Captain Brown became northwestern 
manager. Later he was elected secretary 
of the company, and in 1898 went to Pitts- 
burgh, becoming vice-president in charge 
of the commercial department in 1905. He 
was elected president of the company in 
1916. He was a past president of the 
National Glass Jobbers’ Association. 


National Rifle Aiecsinbiiien 
Has Pistol and Rifle Targets 


Since the various arms and ammunition 
manufacturers discontinued furnishing tar- 
gets to retail dealers, there have been many 
queries about where targets could be ob- 
tained. 

The entire target business was turned 
over to the National Rifle Association by 
the leading companies. This organization 
can now furnish junior targets for Boy 
Scouts and Junior Rifle Corps groups, 
official small bore rifle targets for all 
ranges from 50 feet to 200 yards, and 
pistol targets for ranges from 50 feet to 
50 yards. Special police practice targets 
are also available. 

Complete price lists will be furnished on 
request to the N. R. A. Service Company, 
816 Barr Building, Washington, D. C. 
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Hardware Jobbers Busy Delivering 
Spring Goods Ordered in January; 


Building Outlook Encouraging 


NEW YoRK, March 14.—While the hardware trade generally is 
busy at this time, current demand is running rather light. Jobbers 
are delivering shipments of spring merchandise ordered in February 
and earlier. The handling of current requirements indicates that in- 


dividual orders are somewhat below normal. 


There are few im- 


portant price changes and collections average fair. 

Reports on building permits are most encouraging and in spite of 
the relatively light call for shelf goods at the present time the whole- 
salers and retailers continue to predict an active spring and summer, | 
and say that a continued stretch of seasonal weather will react in 
immediate improvement. This improvement is not expected to come 
suddenly but will probably be gradual. 


Building Permits Up 33.2 P. C. 


for Month of February 


The total value of the building permitted 
for in February, as reported to Brad- 


street's Journal, at 142 cities, was $246,- | 


912,216, as compared with $185,321,400 at 
the identical cities for January and $229,- 
277,856 in February a year ago. 

There is here indicated a gain of 33.2 


per cent over January this year and 7.7 | 


per cent increase over February, 1927. Of 


the sum permitted for in February, how- | 
ever, $120,905,543 was recorded at New | 
York City, as against $66,845,762 in Janu- | 


ary and $80,480,837 in February last year, 
gains of, respectively, 80.8 and 50.2 per 
cent, whereas the amount permitted for at 


141 cities outside of New York in Janv- | 
ary was $126,006,673, against $118,475,638 | 
in January and $148,797,019 in February, | 


1927, a gain of 6.4 per cent over January, 


but a decrease of 15.2 per cent from Feb- | 


ruary, 1927. 


Compared with January, gains are in- ' 
dicated in four croups of cities, those of | 
New England, the Middle Atlantic section, | 


the Southwest and the Far West. Com- 
pared with February, 1927, gains are 
shown in New England, the Middle At- 
lantic and the Southwestern cities. With 
New York excluded from the Middle 
Atlantic group there is a gain shown in 


| 11 per cent was shown from 1927. In 


January, building permitted for outside of 


General Market News 



















| Feb. 29, aggregated $14,904,000,000, or 16.4 
per cent above the total of $12,803,000,000 
reported for the preceding week, which 
included but five business days. 

Debits for the week under review are 
$204,000,000, or 1.4 per cent below those 
for the week ended March 2, 1927. New 
York City reported an increase of $307,- 
000,000 and San Francisco $93,000,000, 
while Pittsburgh reported a decline of 
$135,000,000, Chicago .$134,000,000, Boston 





| $108,000,000 and Philadelphia $49,000,000. 


Aggregate debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $14,136,- 


| 836,000, as compared with $12,156,160,000 


for the preceding week and $14,299,622,000 
fer the week ended March 2, 1927. 


Dollar’s Buying Power 103.2c, for 
Week Ended March 4 


Prof. Irving Fisher of Yale University 


| announced March 4 that the previous 
| week’s wholesale commodity prices, based 


New York gained 4.4 per cent over a/| 


| year ago, and in the country as a whole a 
| gain of six-tenths of 1 per cent 
shown. 


Chain Store Sales Gain About 
13.8 P. C. in February 


Sales for the fourteen leading chain 
store systems for February totaled $52,- 
089,418, compared with $45,768,110 for 
February, 1927, an increase’ of $6,321,308, 


tion by George H. Burr & Co., specialists 
in chain store financing. 
new high record for February sales for 
chain stores. 

For the first two months of 1928 sales 
total $98,856,764, compared with $87,685,- 


| increase of $11,171,733, or 12.7 per cent. 

F. W. Woolworth & Co. led all other 
chains in point of dollar gain with an in- 
crease of $1,622,840 for the month as com- 
pared with February, 1927. J. J. New- 


55 per cent and F. & W. Grand Stores, 


or 13.8 per cent, according to a compila- | 


This total is a} 


031 for the first two months of 1927, an | 


berry Co., with a percentage increase of | 


with a percentage increase of 26.7 per cent, | 


led all chains in point of percentage gain. | 


tlat group of 24 per cent over January, | 


| Bank Debits Advance 16.4 P. C. | 


and of seven-tenths of one per cent over 


that of the month of February, 1927, in | 


which month, it- will be recalled, was 


shown the only increase in any month in | 
In the Middle States group, outside | 


1927. 


of New York, in January, a decrease of 


Last Week of February 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board by 


' banks in leading cities for the week ended | 


of 
was | 103.4c., says the Journal of Commerce. 


on Dun’s quotations, averaged 96.9 per 
cent of the 1926 level. The average for 
February was 96.7. The purchasing power 
of the dollar was 103.2c. on a 1926 basis 
100c. The February average was 


Crump’s index for the week on the re- 
vised 1926 level was 93.5. The February 


| average was 93.1. 





The Italian index on the revised 1926 
level for the week ended Feb. 25 was 74.5. 


1927 Tire Output 48,887,341 Shows 
Gain Over 1926 


Production of pneumatic tires in 1927 
totaled 48,329,311 with shipments of 48,- 
044,414, as compared with production and 
shipments of 46,104,201 and 44,253,080 re- 
spectively in 1926, according to figures 
prepared by the Rubber Association of 
America. Total tires produced in 1927, 
including solids and cushions totaled 48,- 
887,341. Inner tubes produced last year 
numbered 53,117,064, as compared with an 
output of 57,463,807 tubes in 1926, and 
shipments of tubes in 1927 totaled 54,671,- 
929 as compared with shipments of 53,- 
694,061 the year before. 

Production of all tires, both pneumatics 
and solids and cushions in December, 1927, 
totaled 3,405,321 and shipments 3,155,334. 
In December, 1926 production of tires was 
reported as 3,556,470 and shipments 3,577,- 
165. Production of inner tubes last De- 
cember amounted to 3,726,799 and _ ship- 


ments 3,534,052. 
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Return of Colder Weather Slows Up 


Sales—Chicago Prices Are Unchanged 


(Chicago office of HARDWARE AGE) 


CHICAGO, March 13—A touch of colder weather has retarded sales 
slightly during the past week but the slowing down is looked upon 
as only temporary and milder temperatures are expected to revive 
sales. Spring and summer merchandise is showing a_ steady 
though gradual improvement in demand as the season advances. 
Prices in general are being well maintained and there are no 
changes or fluctuations to be reported for the week. 

The unfavorable weather has held up actual building activities 
to some extent also, although the new permits being issued continue 
to run ahead of this same time last year by a large margin. 

The continued high production of the steel mills in this territory 
is the outstanding feature of the business situation. While shipments 
from the mills are very large, fresh orders have been in excess of 
the shipments and the backlogs continue to grow. 





AUTOMOBILE ACCESSORIES. — We quote from jobbers’ yp ory 
x : f.o.b. Chicago: 3% x 3% steel butts. 
Sales continue somewhat slow but old copper and dull brass finish, $2.07 
steady. Prices are unchanged. per doz. pair, case lots; less quanti- 
‘ : ties, 9c. per doz pair higher; 4 x 4 
We quote from jobbers stocks, steel butts, old copper and dull brass 
f.o.b. Chicago: See . | finish, $2.90 per doz. pair, case lots; 
_ Spark Plugs.—Splitdorf, for Fords, less quantities, 10c. per doz. pair 
50c, each; regular, 58c. each; Cham- higher; heavy steel bevel inside sets, 
pion X, 45c. each; Champion Blue $5.75 per doz. sets, case lots; steel 
Box line, 538c. each; A. C., 53c, each; bit-keyed front door sets, $1.45 per 
lots of 100, 50c.; A. C. Special Ford, set; wrought brass, bit-keyed front 
36c. each. : door sets, $2.49 per set; cylinder front 
Spot Light. — Appleton, No. 3280, door sets, $6 per set. 
$6.50 each. P 
Chains.—Non-skid, dozen pair lots, | CHAIN.—Sales are steady and prices 
35 per cent discount. 
Jacks.—National Standard; No. 21, are firm. 
$1.30 each. We quote from jobbers’ stocks, 
Pumps. — Rose, 14 in. cylinder, f.o.b. Chicago: % in. proof cow 
$1.85 each. chains, $8.50 per 100 Ib. Tensco Bull 
Tires and Tubes.—30 x 3% over- Dog and Brown coil chains, 50-10 per 
size cord tires, $8.30 each: regular cent discount. No. 00-4% electric 


cords, 36.10 each; gray inner tubes, welded cow ties, $2.75 per doz. 
si ee COPPER RIVETS AND BURRS.— 
: : | The recently advanced prices are being 
AXES.—Prices for 1928 fall shipment | 
are just announced on same basis as good. 
1927 on all but second quality axes, 
which are advanced $1 per dozen. Cur- 
rent demand is very quiet. | 
| 
| 
| 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.; han- 
dled, at $19.25 per doz.; double bit 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-2% per cent discount. 


| There are no price changes. The de- 
| mand for all electrical items is good. 
base weight axes, unhandled, at $19 | We quote from jobbers’ stocks, 
per doz.; handled, at $24.50 per doz.; | f.o.b. Chicago: Electrical merchan- 
second quality handles at $15.00 per | dise, No. 14 rubber covered wire, 
doz. | $5.80 per 1000 ft.; in less than =e 

: | ft. lots, $6.30; No. 18 lamp cords, 
BASEBALL GOODS.—Sales are being | 12.59 fer i000 ft.: in 1000 ft. lots. 
placed now. Dealers are prepared for $12: %-in. brush brass key sockets, 


the spring demand 151%, each; two-way plugs, 45c. 


each, in lots of 10, 40c. each; two- 

We quote from jobbers’ stocks, piece attachment plugs, 7%c. each: 
f.o.b. Chicago: Goldsmith Official dry cells, boxes of 50, 32%4c. each; 
League ball $15.00 doz.; Louisville less than case lots, 36c. each. 
Slugger bat $16.20 doz. 


| 
| 
| 
| ' ee ty Pog ewer pe — Iron, Hot 
x. s | ’oint, $4.20; in lots of six, $3.90; Sun- 
BOLTS AND NUTS.—Dealers are | beam, $5; lots of six, $4.75. Per- 
. & colator. Universal 9169, $16.65. 
sorting up orders more freely as sea | Radio Supplies.—Radio B, batteries, 
son advances. D 779 E, $1.40 each; base lots of_5, 
We quote from jobbers’ stocks, | patel an ee i. San aie s2.a2 
f.o.b, Chicago: Carriage bolts, cut pons: rpg NEB of 5, $2.44: No. 480 
thread, 60 per cent discount; small . 63 each: No 486, packages or 5 
carriage Be naan rolled Rigo 60-10 | 33.33 ci - : ‘ 
per cent discount; machine bolts, cut ae ee 
thread, 60 per cent discount: small of laan than 10 Sete oy pe, ian 
machine bolts, rolled thread, 60-10 se os fh dais : ‘i 
per cent discount; all stove bolts, 75- | FILES.—Sales are normal and prices 
10 per cent discount; lag screws, 60 ls 
per cent discount. are unchanged. 
We quote from jobbers’ stocks, 


BUILDERS’ HARDWARE.—P rices f.0.b. Chicago: American files, 60-16 
ar : ; j per cent off list; Nicholson files, 50 
. being well maintained and sales | per cent off list; Black Diamond files, 


are satisfactory. | 50 per cent off list. 


| well maintained and the demand is | 


| ELECTRICAL MERCHANDISE. — | 





There is 





GALVANIZED WARE. 
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a 


very good demand for tubs and pails 
| at the new lowered prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $5.75; No. 2 
$6.50; No. 3, $7.65; 10 qt. galvanized 
after made pails, $2.00; 12 qt., $2.25; 
14 qt., $2.50; 1 gal. all galvanized oil 
cans, special, $2.35 doz.; 2 gal., $4.00 
doz.; 3 gal., 95.75 doz.; 5 gal., $7 doz.; 
1 bu. galvanized baskets, $6.25 doz.; 
No. 26, baled % bu. galvanized meas- 
ure, $4.50. 


GLASS AND PUTTY.—There is 


a 


slight improvement in sales as_ the 


spring season approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent discount; 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 Ib.; commercial, $3.50 
per 100 Ib. 


GLASS SUBSTITUTES.—Prices are 
steady and with no changes. Very 
| active sales volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


HANDLED HAMMERS.—No price 


changes but advances are quite possibl 


e 


in the lower grades. General demand 


for tools is somewhat more lively. 


HAMMERS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz 


HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
etSe No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL. A 
increasingly good volume of pone ar 


n 
e 


being received aS the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hay fork handles, 
straight, chucked and bored, X 4 ft., 
$2.40 per doz. 4%4ft., $2.70 per doz.; 
XX 4 ft., $3.90 per doz.; 4% ft., $4.20 
per doz.; ash fork handles, bent, 
chucked and bored, X 4 ft., $2.90 per 
doz; 4% ft., $3.20 per doz.; ash hay 
fork handles, bent, with strap, fer- 
rule and cap, X 4 ft., $4.90 per doz.: 
4% ft., $5.25 per doz.: XX 4 ft., $6.15 
per doz.; 4% ft., $7.10 per doz.; bent 
manure fork handles, plain, X 4 ft., 
$3.05 per doz.; 4% ft., $3.40 per doz.; 
mh, 4-2t., $4.65 per doz.; 4% ft., $5 
per doz.; ‘bent manure fork handles, 
with strap, ferrule and cap, X 4% ft., 
$5.25 per doz.; XX, 4 ft., $6.65 per 
doz.; 4% ft., $7.10 per. doz.: garden 
hoe handle, X, 4% ft., $2.60 per 
doz.; XX 4% ft., $3.70 per doz.; rake 
handles, X 5% ft., $3.50 per doz.; 
XX 5% ft., $5.65 per doz.; shovel 
handles, regular pattern, X 4% ft., 
$4.25 per doz.; XX 4% ft., $5.95 per 
doz.; D shovel handles. = $5.25 per 
doz.: XXX, $8 per doz.; wood D 
spade handles, X, $4.90 per doz.; D 
shovel handles, X, I. D. L. top, $4.45 
per doz.; Sturd-E top, $4.50. 
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No recent price changes. 


We quote 
f.o.b. Chicago: 
hickory, $4 doz.; 


from jobbers’ “a 
No. 1 (new B. W.) 
No. 2 (new B. R.), 


$3 doz.; second growth hickory (new 
A. W.), $5 doz.; finest selected second 
growth hickory (new A. A.), $6.50 
doz. 

Hatchet and Hammer Handies.— 
No. 1 (new S. B. R.), 90c. doz.; finest 
second growth hickory (new S. A. 
W.), $1.80 doz. 


HINGES.—There is a steady and nor- 


mal demand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., 92c.; 5 in., $1.22; 
6 in., $1.54; 8 in.. $2.47; 10 in., $4.06 
per doz. pair; extra heavy T. hinges 
in bundles, 4 in., $1.26; 5 in., $1.56; 
6 in., $1.87; 8 in., h 80; 10 in., $4.50 
per doz. 


ICE CREAM FREEZERS.—There is a 
gradual but steady betterment in the 


demand as the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8. 25 list; 6 qt., 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list. Arctic, 1 qt., $4 list; 2 at., 
$4.60 list; 3 qt., $5. 45 list; $4 qt., $6. 80 
list; 6 qt., $ 60 list; 8 at., $11. 10 list. 


count. Alaska, 1 qt., $2.95 list; 2 qt., 
$3.45 Ben 3 qt., $4.10 list; 4 qt., 
list; $6.30 list; 8 qt., $8.20 list; 
10 By, 16.75 list; 12 qt., $14 list; 15 
, $17 list: 20 at, $21.50 list. A dis- 


pd of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 
qat., enamel, $18 per doz. Above i 
are net. 
NAILS.—Volume of orders 
satisfactory, including 
carload purchasing. Dealers who can 
use carloads can make a substantial 


is 


saving. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: l1.c.l. quantities com- 
mon wire and cement coated nails, 
current l.c.l. stock orders, $3.10 per 
keg base, Dec. 1, 1927, extras. 


PAINTS AND OILS.—There is a good 


seasonal demand. Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil, Raw.—Barrel lots, 86c. 
per gal.; 5 barrel lots, 83c. per gal. 
Linseed Oil, Boiled. — Barrel lots, 
oe. per gal.; 5 barrel lots, 86c. per 
gal. 
Denatured Alcohol. — Barrel lots, 
58%c. per gal.; steel drums, extra $6, 
returnable. 


HANDLES, HICKORY.—All patterns 
are selling actively, except axe handles. 


very 
considerable | 





| 
| 








| 











B iy aaa — Drum lots, 73c. per 
gal. net. 

White Lead.—100 Ib. lots, $13.25; 50 
Ib. lots, 3. tes 25 Ib. lots, $3.40; 12% 
lb. lots, $1.7 

Shellac. itis Ib. cuts), watts, $2.60 


per gal.; orange, $2.30 per ga 
English Venetian Red.—In sien, 
$3.50 to $6.75 per 100 Ib. 1% 
i42C. 


Ph Paste.—Barrel lots, per 


PREPARED ROOFING.—The 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.60 per 
square; best grade tale surfaced, 
$2.15 per square; medium talc sur- 
faced, $1.30 per square; light talc 
surfaced, 75c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Sales are satisfac- 


tory. Prices remain unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 
New Handled "woe 
; No. 623, $14 doz.; 
2 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14. doz. 
Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 


Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 
Utility Pans:—No. 231, $8 doz.; No. 


= (a 
ad Tea “sets. —$4 per set. 


ROLLER SKATES.—tThere is a very 
active demand which is holding up well. 
| 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
boys, $1.40; girls, $1.50; Chicago roller 
skates, boys, $1.30; girls, $140. 


ROPE.—No further price changes are 
expected during the spring season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila standard 
brand, 21c. to 23c. per Ib.; No. 2 
Manila, 20c. per lb.; No. 1 sisal, 1414, 
to 16c. per Ib.; No. 2 sisal, 13%$c. to 
15e. per Ib. 


SASH CORD.—Prices are unchanged 
and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 santard brands, 
$7.90 per doz. hanks, No. 8, $8.90 per 
doz, hanks. 


SASH PULLEYS.—There is a satis- | 


factory seasonal demand | and prices 


are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; o. 110, 50 ec. doz.; 
barrels, 45c. doz. 


price 
war continues, with some very low 
leader values occasionally obtainable. 


| We quote from jobbers’ 









| SCREWS.—Sales are better than nor- 


| are well maintained. 


| 

We quote from jobbers’ stocks, 

| f.o.b. Chicago: (New lists Jan. 3, 

| 1928) Flat head bright screws, 50 per 
cent, round head, blued, 45 per cent; 
flat head brass, 45 per cent; round 

| head brass, 40 per cent. 


| mal while the recently advanced prices 


| SOLDER AND BABBITT.—Prices are 
| unchanged, but not particularly stable. 


| Sales are very satisfactory. 


| We quote from jobbers’ stocks, 
| f.o.b. Chicago: Warranted 50-50 
solder, $35 per 100 Ib.; medium 45-55 

solder, $33 per 100 lb.; tinners, 40-60 


solder, $30.50 per 100 lb.; high speed 


babbitt metal, P50 per 100 lb.; stand- 
ty as 4 babbitt metal, $12 per 


STEEL SHEETS.—Prices are strong] 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5,30 per lb.; 28 gage black 
sheets, $4.20 per 100 Ib. 


| WIRE PRODUCTS.—The demand i 





a 
y 


held, and orders are moving liberally. 


| quite active, which tends to strong 


| prices—so recent change reported. 


stocks, 
f.o.b. Chicago: No. 9 black annealed 
wire, $3.30 per 100 Ib.; No. 9 gal- 
vanized plain wire, $3.85 per 100 Ib.; 
catch weight spools galvanized cattle 
or hog wire, $3.80 per 100 Ib. Polished 
fence staples, $3.55 per 100 lb. Wire 
cloth black, 12-mesh, $1.85 per 100 
sq. ft.; galvanized, 12-mesh, $2.05 per 
100 sq. ft.; bronze, 14-mesh, $5.60 per 
100 sq. ft. Galvanized poultry net- 
ting; galvanized before made, 60 per 
cent discount; galvanized after made, 
50-10 per cent discount. 


WRENCHES.—There is a good volume 
of business being placed. Prices are 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 


Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $8.80; No. 
404, “Flexible Socket Set, $8.80; No. 
608, Crankcase Drain Plug Socket, 
$3.20; No. 90, Square Socket Set 
$3.70; No. 1817, Giant “Snap-on with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 334% per cent 
discount. 





How to Advertise in Medium 


Here’s another slant, a little dif- 
ferent: 


“DIVORCE CURED BY HARD- 
WARE” 


“There hasn’t been a divorce among 
our customers for four years. That is, 


since we put in a line of electric per- 
colators and aluminum kitchenware. 
Ask any judge or a good lawyer what 








(Continued from page 35) 


causes most trouble among married 


people. They'll tell you “poorly 
flavored coffee and rusty, dingy 
kitchenware!’ Don’t laugh. Listen! 
Coffee has to be made 365 mornings 
a year. It’s no easy trick to get the 
flavor just right every morning with 
an old-fashioned coffee pot. But a 
percolator! Ask all the happy house- 
wives—they know. And ask them 
where they get theirs—we know. It’s 
signed to this ad.” 








Don’t think your ad will go unread 
if you write some human copy. Even 
if no one wants a percolator tomor- 
row, everyone likes to have some- 
thing to talk and argue about. 
Think of the people who would read 
the above copy and ask someone else 
if he or she had read it. That’s what 
sells goods—interest in the copy. 
People read, they talk, they buy. 





and Small Cities 
























HARDWARE AGE for MARCH 15, 1928 


49 





Business Conditions Over Entire Northwest 
Look Optimistic —Collections [Improve 


MINNEAPOLIS, March 13.—With bank balances $23,000,000 ahead | 


(Minneapolis office of HARDWARE AGE) 


of last year at the end of February, in Minneapolis alone, and with 
a production of 600,000 more barrels of flour in a two-months’ pe- 
riod, since the first of the year, business is surely “looking up” for 


the territory tributary to the Twin Cities. 


And the “other twin” of 


the cities shows a gain in proportion to that cited for this city. 
Business conditions over the entire Northwest are looking toward 


optimism. 


While in some localities the roads are still impassable, 


aside from the main trunk highways, business so far this year shows 


gains over a similar period for the preceding year. 
Farmers who raised potatoes and held 


improving to some extent. 


Collections are 


them for the spring market, are disposing of them at a fair price 


and putting this money into circulation again. 
Rope quotations show a slight decline, 


part, are steady and firm. 


Prices, for the most 


and this is the only change of note since a week ago. 





AXES.—Sales are still running to fair 
totals, with stocks well assorted. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50: Plumb Dreadnaught 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled singled bit, 
$19.25; double bit, $24.25 per doz., net. 


BOLTS.—Demand has shown a slight 
increase, with stocks slowly filling for 
spring sales. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
—— 60 per cent from standard 
ists. 


BRADS.—Sales are light, with stocks 
ample for present needs. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel wire brads, 
75 per cent from lists. 


BUILDING PAPER.—Call is still light, 
with stocks being kept to meet present 
needs. Prices have not changed. 


We quote from_ jobbers’ stocks, 
ag twin Cities: sone sized build- 

ng paper at $2.75 cwt., and tarred 
felts at $3.10 a, net. 


BUILDERS’ HARDWARE.—Architects 
report a good volume of inquiries and 
preliminary plans for home building. 
Larger building operations are begin- 
ning to get under way. Early reports 
indicate numerous public buildings pro- 
jected over the Northwest. Prices are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass _fin- 
ish, 19c. pair, in less than case lots; 
18c. pair, in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair, less than case lots; 
25c. pair, in case lots; broad bevel 
steel inside sets, old copper or dull 
rass finish, one piece knobs, less 
than case lots, $7 doz.. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, per set; cylinder 
brass outside trim, bit-keyed front 
door sets, $1.85 per ~g getneer 
front door sets, $6.50 pe 

Light plain strap hinges, 3 "hk, 56c. 





doz. pairs; 4 in., 75c., doz pair; heavy 
plain strap hinges, 4 in., c. doz 
pair; 5 in., $1.22 doz. pair: 6 in., $1. B6 
doz, pair ; ‘light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz, pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair, net. 


CHAINS.—Call for auto skid chains is 
still very good. Other lines are run- 
ning in fair volume. Prices have not 
changed. 


We quote from _ jobbers’ — 
f.o.b. Twin Cities : wits on ns, 
14, $13.85; % x 14, i a, 
$10.20; proof coil og 4 3 
in., $8.95; % in. $8.35; % in., $9.20 
ewt., net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is still light 
in a retail way. Dealers are preparing 
for the sales as soon as spring work 
starts. Prices have not changed. 


We quote from jobbers’ stocks, 
i Twin Cities: Eaves trough, 28 
5 in a.m slip joint, in crates, 

$5. 50, per 100 ft.; conductor pipe, 28 
ga., 3 in., in crates, pot nested, $5.40 
per 100 ft.; 3 in., $1.73 doz., net. 


FILES.—Sales are normal for this time 
of year, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files, 
60 per cent from lists. 


GALVANIZED WARE.—Sales are run- 
ning at a normal rate, with stocks am- 
ple for this season. Prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard 10-qt. 
galvanized pails at $2.55 ; 12-qt., $2.70; 
1 16-qt. stock pails, $3; 
standard galvanized 
Tubs, No. 1, $7; No. 2, $7.90; No. 3, 
$9.20; heavy galvanized tubs, No. 1, 
$12.85; No. 2, $14.05; No. ’ $15.25 
doz., net. 

GLASS AND PUTTY.—Spring sales 
have not yet started, and prices are 
steady. 

We quote 


stocks, 


from jobbers’ stocks, 








f.o.b. Twin Cities: Single and double 
strength glass, Minnesota prices, 87 
per cent; and strictly pure putty in 
50 Ib. containers, $4.85 cwt., net. 
HAMMERS AND HATCHETS.— 
Small tools are selling steadily, with 
fair volume. Stocks are being filled for 
spring demand. Prices show no changes. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenters’ hammers, $12.60; Plumb 
No. HF81, $12; Plumb broad hatchets, 
No. 2, $16.40; shingling, No. 2, $12.50 
and claw, No. 2, $13.75 doz. net. 

LAMPS AND LANTERNS.—Sales are 
showing a decrease with longer day- 
light hours for lanterns. Stocks are 


well assorted, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Coleman lamps, 
No. C329, $6.25; No. C318, $7; No. 


C317, $7.40 each; lanterns, No. L327, 
$5.25: No. L427, $6; No. L227, $6.10 
each; tubular, long or short globe 
lanterns, $13 doz. net. 

OIL HEATERS.—Dealers are prepared 

for the annual call for oil heaters in 

spring weeks. Prices are unchanged. 

We quote from _ jobbers’ stocks, 

f.o.b. Twin Cities: Nesco Perfect Oil 
heaters, No. 12, $5.50; No. 15, $7; No. 
016, $8.25; No. 0190, $10.50; No. 151, 
$7.50; No. 0161, $8.75: No. 0191, $11; 
No. 505, Giant, $11.25; No. 605, $12.75 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 

NAILS.—Demand is still light, as con- 

struction work has not yet started to 

any great extent. Prices are firm as 


quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs at $3.20 per keg, 
base. 


PYREX OVENWARE.—Sales are fair, 
with stocks well filled. Prices are un- 


changed. 
We quote from jobbers’ stocks, 
fto.b. Twin Cities: No. 623 casseroles, 


$1.17; No. 624 casseroles, $1.33: No. 
634 casseroles, $1.83; No. 212 bread 
pans, 60c.: No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each net. 


REGISTERS.—Call for registers is 
steady, with normal volume for the 
season. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Sales still are fairly good, 
with prices firm. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.: wall, $6 doz., and 
sheet steel adjustable radiator 


shields, $2.67 to $4.37 each net. 
ROPE.—Demand is fair, with stocks 
ample. Prices show a decline of lc. 
per pound on manila rope. Sisal has 
not been changed. 


We quote from _ jobbers’ 
f.0.b. Twin Cities: Best grade manila 
rope at 23c. per lb., base, and best 
grade sisal rope at 17c. per Ib., base. 


SANDPAPER.—Call for sandpaper 


stocks, 


























i stocks well $2 doz. less than gross lots and $1.90 
shows some increase, with doz. in gross lots; Hercules Radiator 


| 
filled. Prices show no changes. | Stop Leak, 8 oz. cans, 1, 2 and 3 dozen 
} 


Ww ote ‘ tocks, cans to the carton, $4.50 dozen; 
coke qQuote,, from ,Jobbers’, stocks, | Fiereutes boller compound, quart cas 








A 4 = 2.00 each. 
paper, No. 1, 85c. per box of 75 $ n 7. : — 
sheets; second grade, No. 1, 77c. per j Economy Plumber, drain Ph. 
box of 75 sheets: garnet No. 1, $16.75 | cleaner, 1 Ib. cans, $2 per doz. ; Ib. 





- . | cans, $3.90. The 1 Ib. size is packed 
Der Panay AA. | 1, 2 and 3 dozen to the carton and the 

SANITARY PRODUCTS.—Sales are | 2 Ib. size is packed 1 and 2 dozen to 

showing very good volume. Prices are | _‘hé carton. 

firm as last quoted. 


We quote from jobbers’ stocks, 






well filled. Prices have not changed. 


















Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 





though volume still is light in a retail 














doz.; case of 3 doz., $2.15 per doz. ; way. Prices have not changed. 

and in gross lots, $2 per doz. Desolvo, r- vi 

triple strength, 16 oz. size, case of 2 We quote from jobbers’ stocks, 
doz. cans, $4 per doz.: half gross lots, f.o.b. Twin Cities: Galvanized steel 
3.75 per doz.; in gross lots, $3.50 per sheets at $4.90 cwt., base (24 ga.), 
doz. Desolvo, triple strength, in 2 Ib. and black steel sheets at $3.95 cwt., 
cans, case of 1 doz. cans, $7 per doz., base (24 ga.). 





and gross lots, $6.50 per doz. 
Kloset Klean, 22 oz. size, less than P ° 
case lots, $2.25 per doz.: case of 2 in prices, 
doz, cans, $2.15 per doz.; gross lots, We quote from jobbers’ stocks, 
$2 per doz. f.o.b. Twin Cities: Furnace coke tin, 
Tubola, 12 oz. cans, less than case ICL, 20 x 28, $14.50 box and roofing 















lots, $2.25 per doz.; case of 2 doz. | tin, IC, 20 x 28, 8 Ib. coating, $15.50 
cans, $2.15 per doz.; gross lots, $2 box, net. 
per doz. 





Chaco boiler liquid, single quarts, 


WINDOW VENTILATORS.—Sales are | 

$2.50 half dozen quantity, $2 per at., good, with stocks well filled. Prices are 

and dozen quantity, $1.75 per at. | h | 
Hercules tile and porcelain cleaner, | unc anged. 
















(Boston office of HARDWARE AGE) 

Boston, March 13.—Confirming previous reports that the retail 
hardware and other lines of business was not particularly good in 
New England, Boston jobbers say bookings fell off the past week. 
Collections, as stated last week, are slow, and indications are they 
will continue so this month. Not only has there been a falling off 
in the number of individual orders placed -each day with jobbers, 
but the volume of merchandise involved is smaller. Just now New 
England shoe factories are operating at capacity on Lenten goods. 
In contrast, some slowing up is noted in the cotton and woolen tex- | 
tile industries. There is a lot of unemployment in New England, 
particularly in Massachusetts, where the situation is serious enough | 
to start investigation by State authorities with a view to righting the 
situation if possible. 

And yet, the hardware trade collectively is optimistic regarding | 
the future. The general feeling is that we will experience an early | 
spring, and in that event a great deal of inside and outside work 
will be done in April and May, calling for a large amount of mer-— 
chandise carried by the hardware trade. January, February and 
March usually are quiet months with the retail dealer, so an analysis 
reveals no unusual lull in public buying of hardware. The automo- 
bile manfacturing industry is headed for a new high record. Most 
of the manufacturers have parts made in New England, which should 
help industrial conditions here. The banks are loaded with money, | 
obtainable at low rates of interest by the business man. | 
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TIN.—Demand is fair, with no change | 
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| SCREWS.—Sales are fair, with stocks | 


f.o.b. Twin Cities: We quote from jobbers’ stocks, 
Presto Products—Oil soap, 16 oz. f.o.b. Twin Cities : Flat head bright 
size, $2.60 per dozen: bow] cleaner, 22 wood screws, 50 per cent; flat head 
02, size, $1.85 per dozen; pipe opener, japanned, 37% per cent; round head 
16 oz. size, $2 per doz.; tile and por- blued, 45 per cent; flat head brass, 
celain cleaner, 16 oz. size, $1.20 per 45 per cent, and round head brass, 
doz. P ea 8 oz. size, $3.60 40 per cent from new lists. 
per doz.; Silvershyn, 4% oz. size, . * " 
$1.80 per doz.; Waterless cleaner, 2 SOLDER.—Demand is slowly increas 
pt. size, $5.40 per doz.; same, 5 pt. ing, and prices are firm. | 
size, $9 per doz.; Window cleaner, 6 3 * 
egg PE ee lls agg ge | tobe Tyin Cities: Strictly, half and 
on eine. $2.60 per ‘een: 18 a a half solder at 34 %c., and warranted 
$4.32 per doz.: 16 oz. size, $5.40 per half and half solder at 35%%c. Ib., net 
per doz., and Dry Cleaner, 8 oz. size in 100-lb. boxes. 
$3.60 per doz. STEEL SHEETS.—Sales are steady, 


| tail sales. 
| spring stocks. 





| and garages. 


New England Jobbers Report a Falling Off 
in Business During Past Week 


AUTOMOBILE ACCESSORIES.— 
Automobile tires and tubes should sell 
well during the next month or two. For 
that reason jobbers are urging retail 
dealers t6 stock up. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel _—. 
window ventilators, $4.80; No. 
$5.60: No. 3, $6.40, and No. 4, $7.66 
doz., net. 

Continental ventilators, wooden 
type, No. 923, $3.65; No. 937, $4.00; 
No. 949, $5.50; No. 959, $6.05; No. 
25; No. 1549, $7.10, and No. 
836, 3.35, all prices per dozen. 

Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No. 1145, $6.35; No. 1437, 
$6.90, and No. 1445, $7.80 doz., net. 








WIRE.—Demand is still light as to re- 
Dealers are getting in their 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
barbed wire, $3.17 per 80-rod spool; 
galvanized hog barbed wire, $3.39 per 
80-rod spool; painted cattle barbed 
wire, $2.97 per 80-rod spool; painted 
hog barbed wire, $3.18 per 80-rod 
spool; Ne. 9 (base) smooth galvan- 
ized wire, $3.65 cwt.: No. 9 (base) 
smooth black wire, $3.20 cwt. 


WHEELBARROWS.—Sales are light in 
a retail way, with stocks ready for 
spring demand. Barrel type tray bar- 
rows are slightly lower in price. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted barrel 
type tray wheelbarrows, $34 doz.; 
No. 2 tubular, $7.33 each, and No. 1 
garden, $6.25 each, net. 


WRENCHES.—Demand is_ showing 
some increase, especially from shops 
Prices have not chaged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in, 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 






We quote from Boston jobbers’ 
stocks: 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns. — Klaxon, - gaepers less 
than $50 in list value, 35 per cent dis- 
count; in $50 to $199 value, 40 and 5 
per cent discount; in 200 value, 50 per 
cent discount. 

Tires.—Mansfield line, fabric, clin- 
cher, 30 x 3 in., $6.35 each net; 30 
x 3% in., $7.25. Heavy duty cord, 
straight side, 30 x 3% in., $10.95 
each net; 31 x 4 in., $13.75; 32 x 4 in., 
$14.50; 33 x 4 in., $15.25; 34 x 4 in., 
$16; 32x4% in., $19.75; 33 x 4% in., 
$20.50; 34 x “4% in., $21.25; 35 x 4% 
in., $22; 36 x 4% in., =. 15: 33 x 5 
in., $26.85; 35 x 5 in., $28.85. 

Truck.—Cord, 32 x 1 in., $24.75 
each net; 33 x 4% in., $25.65: 34 x 
4% in., $26.55; 30 x 5 in., $29.85; 33 x 
5 in., $32.95; 34 x 5 in., $35.45; 35 x 5 
in., $36.25; 32 x 6 in., $45.90; 36 x 6 
n., $50.40; 38 x 7 in., $70.65. 

Tubes.—Inner, tan, in small lots, 
30 x 3 in., $1.50 each net; 30 x 3% 
n., $1.70; 32 x 3% in., $1.90; in lots 
of 12 or more deduct 10c. each tube; 
31 x 4 in., $2.40; 32 x 4 im., $2.50; 
33 x 4 in., $2.60; 34 x 4 in., $2.75; 
32 x 4% in., $2.90: 33 x 4% in., $3; 34 
x 4% in., $3.10; 35 x 4% in., $3.30: 36 
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I have on the desk before me some little shotgun shells like these pictured above. To 
anybody who is unfamiliar with .410 gauge loads they look like miniature reproductions 
of 12 gauge shells, but any hardware man who is unfamiliar with .410 gauge loads today 
is missing a lot of business. I have just looked oyer our sales figures for these loads, 
and it is quite startling the way they have sprung into popularity in recent years. It be- 
gins to look as though every shotgun enthusiast is adding one of these little .410’s to 
his collection, to say nothing of the boys whose first guns are .410’s. 

But impressive as are the figures on past sales of Remington .410 gauge shells, I pre- . 
dict that this year’s sales will eclipse them the way sales of Remington Kleanbore .22’s 
eclipsed sales of ordinary .22’s last year. For the new Remington .410’s are as far ahead 
of anything heretofore offered as Remington Kleanbore Cartridges are ahead of old style 
cartridges. In the first place they are made on the Kleanbore principle. They will 
enable the shooter to throw away his cleaning rod and will protect the inside of the 
barrel from rust and pitting. And incidentally, this is much more important in the 
small gauge shétgun than in a larger one. 

However, this rust-proofing feature is on!y one of many improvements in these new 
Kleanbore shells: 

They’re loaded with progressive-burning smokeless powder. 

They have a longer brass base of improved construction with indentation rings to hold 
it firmly to the paper. 

An entirely new battery-cup primer—the Remington No. 5. 

Shot sizes: 4, 5, 6, 71% and 9 chilled. 

The new .410 Kleanbore Nitro Express Shell is a real long rarige load. It has a 214- 
inch case and will reach out for a distance that is almost unbelievable in a shell of this 
size. 

For guns chambered to take 2-inch shells only, there is the new Kleanbore Nitro Club 
in 2-inch cases. ; 

We are putting out these shells at a price that will enable you to supply your cus- 
tomers at no advance over what you have charged for ordinary .410’s. We are adver- 
tising them widely to consumers. Order from your jobber and remember that there 


is only one Kleanbore. DON’T SUBMIT TO SUBSTITUTES. 


We have had a number of requests 
for reprints of these Weekly Letters, 
4 
° 


to be distributed to salesmen and 


others. We shall be glad to supply 
any of our customers with copies, . 
upon request. President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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x 4% in., $3.40; 30 x 5 in., $3. 3 33 x Gates.—From store, y style F F, as x 3, We quote from Boston jobbers’ 
5 in., $3.75; 34 x 5 in., $3.8 5; 35 x & 3 re ae 42 x . x3. stocks: 
in., $4; in lots of six tubes or pa 3.24; x, 3%, $3. 12: "42 x ine $3.2 Poultry Netting.—From stock, 50 
deduct 10c. per tube; 32 x 6 in., $6.20; 48 x » $3.36. and 5 per cent discount. For direct 
36 x 6 in., $6.15; 38 x 7 in., $9.40. GARDEN TOOLS.—Jobbers have shipment, f.o.b. mill, freight equal- 


Tire Chains.—One to nine sets, 30 
per cent discount; 10 to 49 sets, 35 
per cent discount; 50 to 99 sets, 40 
per cent discount; 100 to 149 sets, 
40 and 5 per cent discount; 250 sets 
and more, 40 and 10 per ‘cent dis- 
count. 


AXES.—There is some talk of a change 
in axes within the near future, but 
nothing definite is forthcoming from 
jobbers. 


We quote from Boston jobbers’ 
stocks: 

Axes. — Standard makes. without 
handles, $14.50 per doz. net. The usual 
extras for weights and handles ob- 


tain. 

Handiles.—Sin = — Woodsman’s 
Pride, 28 in., $ r doz. net; New 
York, 30 in., $6. 40: $2. in., $6.40; Sun- 


flower, 32 in., $4.86; Northern New 
York pattern, "Trium h, 30 and 32 in., 
$5.30 per doz. net; ercules, 30 and 
32 in., $4.76; Success 30 and 32 in., 
$4.05; Eagle, and 32 in., $2.97. 
French lng “Triumph, 28 in., 
5.67; Hercules, 28 in., $5; Success, 
8 in., $4.16. 


BARROWS.—Jobbers have quite a 
backlog of orders for garden barrows. 
A large number of retailers, however, 
have not covered their requirements. 


We quote from Boston jobbers’ 


stocks: 

Barrows.—Garden, standard, No. 4, 
wood wheel, 4? 75 each net; No. 4, 
steel wheel, $5.50; No. 5, wood wheel, 
$6.25; No. 6, steel wheel, $6. 


BOILER LIQUID, ETC.—There is a 
persistent, although not large, demand 
for boiler liquid and similar products. 


We quote from Boston jobbers’ 
stocks: 

Hercules tile and porcelain cleaner 
$2.00 per doz.; in gross lots, 6 
per doz. 

Hercules Radiator Stop Leak, 8 
ounce cans, L 2 day 3 dozen cans to 
a carton, $4.5 r doz 

Hercules en ag "quia, quart cans, 
$2 each. 


CHIMNEY CLEANERS.—Heaters and 
stoves have been run hard this win- 
ter, and many chimneys will have to 
be cleaned out this spring. Retailers 
should look to their stock of cleaners. 
We quote from Boston jobbers’ 


stocks: 
Chimney Cleaners.—Imp Soot De- 
stroyer, $4 per doz. packages, net. 


COCOA MATS.—In most parts of New 
England there is very little frost in 
the ground. A spell of two or three 
warm days will therefore create a lot 
of mud, and cocoa mats will be wanted 





by home owners. 


We quote from Boston jobbers’ 
stocks: 


Cocoa Mats.—No. 1, 14 x 25 in., 
65c. each net; No. 2, 16 x 27 in., 
88c.; No. 3, 18 x 30 in., $1.13. Key- 
stone steel wire mats, No. 2, 18 x 30 
in., $1.47 each net. 


FENCING.—Many retail dealers have 
yet to buy their fencing requirements. 
In all probability putting up fencing 
and gates will start much earlier than 
last spring. Retailers should be pre- 
pared to supply public needs. 


We quote from Boston jobbers’ 
stocks: 


Fencing. — Lawn, ornamental, in 
10 — rolls, 36 in., $1.81%4 per rod; 
42 in., $1. m4 48 in, $2.31. Style L, 
extra, 36 ee B 32° per rod; 42 in., 


in. 
$1.4814; 48 in., $1.65. 

Fencing —Field, from store, $4.15 
per cwt. net. Factory shipments, in 
car lots, plain, $3.30. per cwt., in less 
than car lots, 55. Smooth gal- 
vanized, sizes No. 6 to No. 9, in car 





lots, $45 per cwt., in less than car 
lots, $3.45. 
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booked additional orders for garden 
tools. It is believed most retail deal- 
ers have at least bought all they will 
need for a while. The movement of 
goods out of jobbers’ stocks this month 
should be fairly heavy. 


Pe.» quote from Boston jobbers’ 
stock 
Garden Tools.—Trowels, No. 214, 6 


in., $2.25 per doz. net; No. 6X, 6 in., 
$13 32, Ne. 3 85c.; No. 320. 1.50; No. 
Forks, No. 3.50: 


© of ie Weeders, $3." 

yg Sets.—No. 112, child’s three 
tools, $1.50 per — net; No. BBT, 
$2.14; No. F, $4.5 No. HF, four 
pieces, $9; No. insk, three spleces 

; No. 83, cee tools, 
1842, $1.20; No. , $2; No. $6, $4; 
No. 870, $6. 


GUNS AND AMMUNITION.—Local 
jobbing prices on air rifle shot have 
been reduced 10c. per bag and case. 
Revised prices follow: 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Boy Scout, in tubes, 
$4.05 per case net; air rifle see $3.65 
per bag net; B and ey 

Shot Guns.—Singl ~ hy Excell, 

i, with ejector, 


12 and 16 2 

in lots of less sian 10, $7 each net; 

in ote of 10. 5. 

es. — asentit Iton, .22, with bolt 

action, No. 43, $2.60 each net. 
LAWN ACCESSORIES.—Continued 
good reports are had from jobbers re- 
garding lawn accessories. So far this 
year the average retail dealer has not 
only bought a good assortment of 
goods, but quite a v olume. 


ae quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Plain line, Her- 
cules, roller bearing, 16 in., $18.25 
each net; 18 in., $19. 0; 20 we : bee: 

16.75; 


$12. St . 
33. ‘bet 18 in., $10; 
versal, bali’ 
$14.25: 18 in.., 
Giant, «> in., 


w . Special, style 8-4 . 
$8.50: 16 in., $8.90; 18 in., $9.30. Spe- 
cial Yankee, style 8-3, plain bearing. 
12 in., $5.40; 14 in., $5.80; 16 in 2 
18 in., $6.60. 

Hose.—Rubber, garden, Commer- 
cial % _. 6 ec. per ft. net; Leader, 
¥% in., 6 in., Vhe-; Vi tant me 
in., Shc: ‘Olympia, 5% i Rig. 
Luck, n., Milo, 1 in., 10%e. 
Bull oe Ry ~~ "13%c. 

Couplings.—Hose, Perfect Clinch- 
ing, 3 .25 per one net. Hose mend- 

8.40 per 

"ewe Trimmers. —Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
— _ in. diameter x 24 in. long, 


$15. 
taatien. —Lawn fountain, $6 pe 
doz. net; fountain half circle, $5. FO. 
Rain King. $2.34 each net. 
Rakes.—Wooden lawn, three bow, 


Hub, $8.75 per doz. net; eel, $9 

Rugg, steel, No. 37X, $10 r doz.; 

a hay, two boy, $6. steel, 
JE 


POULTRY SUPPLIES.—Gossip has it 
there will possibly be an advance in 
at least some kinds of poultry netting 
within the near future. Jobbers are 
non-committal. The movement of brood- 
ers and incubators out of jobbers’ and 
retailers’ hands continues on a liberal 
scale. 





ized with the nearest —_, mill; 
galvanized after weaving, 50, 10 an 
5 per cent discount; galvanized be- 
fore weaving, 50, 10, 5 and 10 per 
cent discount. 


Brooders.—Oil burners, No. 27A, 200 
chicken capacity, $12.25 each net; No. 
28A, 350 chicken capacity, $14; No. 
80, 350 chicken capacity, $13.30; No. 
81, 500 chicken capacity, $15.05; 

101, 500 chicken capacity, $18.55; No. 
102; 1000 chicken capacity, $22.05 

Coal ee. No. 117, 350 chicken ca- 
pacity, $11.55; No. i18, 500 chicken 
capacity, $15. “is: No. 119, 1000 chicken 
capacity, $18. 55 Electric burners, 
No. 90, 50 chicken capacity, bt 18; 





No. 91, 100 chicken capacity, 
No. 92° 200 chicken capacity, $17.33; 
No. 93, 300 chicken capacity, $20.65. 


Incubators.—No. 40, $1.75 each net; 
style E, eg Mas 66; No. 16, = 25; 
No. 17, $26.25; 2, 
$31.15; % ? * $40.43; We i. $47; N 
5, $74.90. 

ROOFING MATERIAL.—Now is the 
time to anticipate roofing material 
needs. Roller roofing and shingles are 
very cheap, and roofing materials in 
general are said to be less than the 
cost of manufacture. An advance in 
rolled roofing and shingles is antici- 
pated. 


We quote from Boston jobbers’ 
stocks: 


Shingles. — eee. strip, 10-in., 
$4.65 per square; 12%-in., 6; Giant 
individual, $7.60. 

Roofing. — Roll, smooth surface, 
Continental heavy, §$2 a roll net; 
extra heavy, $2.50; Apex, medium, 
$1.55. Battle Axe, light, 95c. me- 
dium, $1.20; heavy, $1.45. Mineral 
surface, Continental super quality, 


$2.10; Balmar, $1.90. 
Duck.—Double thread, 12 oz., 
in., 40c. a yard, net. 
Stormtite.—Plastic, 331%, per cent 
discount; in lots of 500 gallons or 
more in one shipment, 33% and 5 per 
cent discount. 


SCREENS AND DOORS.—Orders for 
screen and doors are received each day 
by jobbers, but the buying to date has 
been somewhat disappointing. 


We quote from Boston jobbers’ 
stocks: 

Screen Doors.—From stock, No. 241, 
2.6 x 6.8, $19 per doz. net; 2.8 x 6.8, 
$19.88; 2.10 x 6.10, $20.94; 3.0 x 7.0, 
$21.88. No. 384, 2.6 x 6.8, $26.69; 
2.8 x 6.8, $27.81; 2.10 x 6.10, $29.06; 
3.0 x 7.0, $30.13. No. 545G, 2.6 x 6.8, 
$41.69; 2.8 x 6.8, $43.13; 2.10 x 6.10; 
$44.88; 3.0 x 7.0, $46.44. 

Factory Shipments. — Deduct 10 
per cent from the above prices. 
Freight is allowed in the distribution 
of cars from factory. 


SHEET LEAD.—Sheet lead has been 
reduced %c. a pound by jobbers. 


29- 


We quote from Boston jobbers’ 
stocks: 
Sheet Lead. — Standard brands, 


12%c. per Ib., base. 
VENTILATORS.—Ventilators continue 
to sell, but in a limited way. When 
it is necessary for a retailer to buy, 
he does so on a very small basis. 


We quote from Boston jobbers’ 
stocks: 


Ventilators. — Window, sliding 
screen, Continental, No. V937, $4.60 
per doz. net; No. V1537, $6.12. Dia- 


mond E, No. 01, $4.40 per doz. net; 
No. 02, $4.80; No. 03, $5.60; No. 1, 
$8.20; No. 2, $5.60; No. 8, $6.40; No. 
4, $7.60; No. 5, $8.40. Worldsbest, 
all metal, No. 3, $2 each net; No. 4, 
$2.34; No. 5A, $2.67; No. 6A, $3.17; 
No. 6B, $3.34. 














FoldeR-Way partition door hardware was speci- 
fied by Robi & Campeau, Grand Rapids 
architects, for the recently constructed Y.W. 
C. A. at Lansing, Mich. p lounging rooms 
can be converted into one large gath- 
ering place. Space does double duty. 


AVE 
bace— 








by providing for convertible rooms 


In a minute—with FoldeR-Way par- 
tition door hardware—you can change 
a large room into two, three, or any 
number of smaller ones. That's be- 
cause they slide easily and noiselessly 
...a Vast improvement over ordinary 
folding and sliding door equipment. 


Leading architects and builders spe- 
cify FoldeR-Way partition door hard- 


ware for lodge rooms, hotels, schools, 
Y.W. C. A.’s, or wherever it is neces- 
sary to provide a number of quiet 
rooms or one large one on a moment's 
notice. 

FoldeR-Way equipment does not sag, 
stick or rattle. It meets all the fine re- 
quirements necessary in modern build- 
ing equipment. 


Write us for full information. Richards-Wilcox engineers will be glad 
to aid you in solving any doorway problem. 


ichards-Wilcox Mf 


AURORA, ILLINOIS, U.S.A. 


Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Or! 
Ci Los i} San Francisco Omaha 
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Pittsburgh Sees Slight Improvement in 
Hardware Business—Prices Firm 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, March 13.—The hardware trade still lacks real activity 
and yet there seems to be a little more business than there was recently 
and sentiment has improved. Of course, there is no thought that the 
fundamental factors responsible for the fact that business for the year 
to date has been below the average are going to change overnight, but at 
least there is the hope that the spring is near and with its advent is the 
prospect of an improved demand for the goods seasonal to that period. 
The steel industry is enjoying a high rate of occupation, the ingot fig- 
ures for February for the country showing production at 87 per cent 


of capacity. 


In the latter part of last year the rate went as low as 


60 per cent, but the 27-point gain in plant engagement does not mean a 
similar gain in man employment for the reason that the steel industry 
now is very thoroughly mechanized and increases in productive activity 


mean but small additions to man power. 


Good business depends upon 


buying power and the latter still is much impaired in this district on 


account of the depressed coal situation. 
poultry-raising supplies are doing fairly well. 


Incubators, brooders and other 
House-cleaning supplies 


are beginning to be called for and in the same category, jobbers find 


sales of sanitary goods going rather well. 


No important price changes 


are noted, but a revision of radio B batteries is expected in the next few | 
weeks. Present prices of axes have been reaffirmed, except for miners’ 


axes, which have been advanced 50c. per dozen. 


rather sluggish. 


Collections still are 





AUTOMOBILE TIRES AND TUBES. 
Demand is very steady for tires and 
tubes, but as there are no indications 
of higher prices, there is no buying in 
advance of needs: Prices to retailers 
of the popular sizes of tires and tubes 
sold through the hardware trade: 


Casings.—High pressure, cord, 30 x 
3% in. clincher, $6.10 each: same ex- 


= size, $8.30; 31 x 4 in., $13; 32 x 4 

13. 80; 33 x 4 in., $14.50; 32 x 4% 
in? 20.20; 33 x 5 in., $25. 50; balloon, 
29x 4.40 in., 9.5; 30 x 5 in., $13; 31 
x 5 in., $13.55; 30 x 5.25 in, 20’ in. 
rim, $15.15; 21 "te. rim, $15.65; 30 x 5.77 
in., $20.85; 30 x 6 in., $20.40: 32 x 6 
sai se 20 in. rim, $21.10: 21 in. rim, 


oe pressure, tan, 30 x 
3% in. clincher, $1.60 each; 31 x 4 in., 


$2.40; 32 x 4 in. $2.50; 33 x 4 in., 
$2.60; 32 x 4% in., $2.90; 33 x 4% in., 
$3.00; 34 x 4% in., $3.10; 33 x 5 in., 
$3.75; gray tubes sell 15c. to 50c. 
less; balloon, gray, 29 x 4.40 in., $1.85; 
30 x 5 in., $2.25; 31 x 6 in., $2.30: 30 
x 5.25 in., 20 in. rim, $2.55; 1 in. rim, 
2.65; 30 x 5.77 in., $3.10; 32 x 6 in., 
3.10; 33 x 6 in., $3.55. 


BATTERIES.—New prices are expect- 
ed to be announced on or about April 1 
on radio B batteries, and on that date 
a new battery, known as Layerbilt, 
No. 485, will be ready for delivery. 
Jobbers report a fairly good demand 





for radio batteries. They quote: 
Broken Unit 
Packages Packages 
Oe ree ro $1.05 $0.97 
No. 486 as ee oe 3.33 
WEG, TOE ccc vccvcccces 1.22 1.14 
cS) arr 1.40 1.30 
OS Serre 1.22 1.14 
BA, BOE cede dveoseses 2.62 2.44 
INO, TES occgesccesces 2.62 2.44 
PH BSE Gwccccressves 3.40 3.17 
OM. BER 0 0s00.0d 000009 -42 .39 
Se a er 40 36% 
No. 6 dry cells, ignition type unit 


package, 321%e. each. 


Flashlights.—No. 935, 9%c. each; 


| base, per 100 lb. at Pittsburgh and 
| Cleveland, and $3, base, at Chicago and 





| 
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No. 950, 9%4c.; No. 790, 18%c.; No. 
705, 28c.; No. 750, 18%c.; No. 761, 25c. 
No. 1661, 


Hot Shot.—No. 1461, $1.67; 
2.37. 


BOLTS, NUTS AND RIVETS.—Rivet 
manufacturers have announced an ad- 
vance of $3 per ton in the prices of. 
large rivets, and now are quoting $2.90, 


Birmingham, Ala. As noted last week, 
small rivets also are higher at 70 and 
10 per cent off list as the minimum of 
a large number of makers, but it is 
understood that some ‘producers have 
not made the change, and on small 
wagon and tinners’ rivets there is still 
an extra 5 per cent. Local jobbers find 
the demand for bolts, nuts and rivets 
steady enough, but with individual or- 
ders for very small lots. They quote: | 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and | 





10 per cent off list; tire bolts, 50 and 
10 per cent off list. 
Nuts.—All styles, 60 to 62% per 


cent off list. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 








BUILDERS’ HARDWARE.—Business 
is better, but not yet good. Jobbers 
quote: 

Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
7 x 3% in., $19; 4 in. x 4 in., $30. 

inges.—Heavy strap, 6 in., ’$1. 85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 
3 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 


box, 3 in., $9. bo per 100 pair; 4 in., 
eo 60; sites T, 3 in., $11 per 100 pair; 


4 
He as . — Hanger, without screws, 
single dozen lots, 3 in., 65c. per doz.; 


| hardware. 


| 
i 


3 in., 


safety, i 
S i., 


1.05; 
eae $1.14; 


4% in., 
Garage Sets.—Swinging hinges, 

in., $3.00 per set. 
CARPET SWEEPERS.—Demand is 
usually a little more active at this time 
of the year than at others, and this 
year is proving the rule. Jobbers quote: 


Bissel’s Grand Rapids, japanned 
trim, $44 per doz.; nickel-plated trim, 
$48. Universal, $42; standard, $36; 
Junior, $16; Little Gem, $4; Sterling 
sweepers, $24 per doz. 

EGG CARRIERS.—Good demand con- 
tinues to be noted for aluminum egg 


carriers, which jobbers quote: 


79¢e. 6 in., 


4in., 
per doz.; 


97c. 
1.6 10 


Egg gy —! doz., 85c. each; 
2 doz., $1; 3 doz., -20; 4 doz., $1.35; 
6 doz., $1.85. 


FARM, GARDEN AND LAWN SUP- 
PLIES.—A fair amount of interest is 
observed in these lines, but it is a little 


early for real activity in sales. Job- 
bers quote: 
Forks, Rakes and Hoes.—Manure 


forks, No. 31, $13.63 per doz.; o. 
41, $15.24; spading forks, No. 84, $10. 80 
per doz.; No. 72, $14,28; garden’ rakes, 
No. 014, "$5. 64 per doz.; No. 512, $8.64; 
No. 514, $9; lawn rakes, No. 124R, 

$5.50 per doz.; field hoes, $6 
Barrows. — Garden, No. 81, 3 65 
each; No. 82, $4.75; No. 83, $5.00; No. 
5; No. 45, $4.50; No. 35, $5.75; 


84, $7. 75; 
No. 25, 

Trowels.—Garden, No. 7, $1.40 per 
doz.; No. 803, 90c.; No. 809, $2; No. 
100, $3.50; No. 85, "800.: No. 02, 75c. 

Grass Hooks and Shears.—Hooks, 


No. 7, $2.50 per doz.; No. 450, $4; 
German, $3.60; English, $7. Shears, 
No. 360, $3 per doz.; No. 0, .60; 
No. 520, $5.50; No. 525, $7; No. 520, 
$5.50; No. 540, $6. 

Shears.—Pruning, No. $2 
doz.; No. 0, $4.50; No. 93° M6. 50; No. 
4671, $9; hedge, 8-in. blades, $1. 25 
to $1.75 each; 9-in., $1.40 to $1.90; 
10-in., $1.60 to $2 

Pruners.—Tree, Waters, $1.30 to 


$1.60 each; Disston, $2 to $2.10; Rock- 
dale, $1.35 to $1.65; McKinney, $2.60 
to $3.60. 

«Hose, Reels and Nozzles.—Garden 
hose, in 50-ft. rolls, %-in., 9c. per 
ft.; 5%-in., 916c.; %-in., 11¢c.; nozzles, 
$3.60 to $6 per doz.; reels, $1 to $4 
eac 

Sprinklers.—Ring, 50c. each; Rain 
King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1.15. 

Sprinkling Cans.—Galvanized, 
$6 per doz.; 6-qt., $6.60; 8-qt., 
10-qt., $8.40. 

Lawn Mowers.—12-in., $5 
each; 14-in., $5.25 to $13; et 
to $13.50; 18-in., $8.50 to $14; 
$10.50 to $15 


HEATERS.—Fairly good are 


sales 


| noted of gas heaters, but interest in 


oil heaters is low and expected to con- 
tinue so until the summer demand 


starts. Jobbers quote: 
Gas Heaters.—Radiant type, 8 to 
$36 each; reflector type, $3 to $11. 
Oil Heaters.—Nesco, No. 12, $3.75 
each; No. 15, $4.75 each: No. 01 
$5.50 each. Reliance, No. 20, $4.60 


each; No. 30, $6 each. 


| HOUSE-CLEANING SUPPLIES.—De- 


mand shows a steady expansion for 
these items, and the movement of them 


| contrasts strongly with most other 


Jobbers quote: 


Mops.—O-Cedar, 33% per cent off 
list; Cotton, best grade, No. 12, $4.20 
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Behind 
every 
sale 
of 


Columbian 


Tape-Marked Pure Manila 


Rope 
the 


Columbian 
Guarantee 





Hard ware Dealers freely guarantee Columbian Tape-Marked 
Pure Manila Rope to their customers because they know that the 
sale of every length is entirely protected by the ironclad Colum- 
bian Guarantee. 


The customers, too, can see it for themselves just by opening 
one of the strands and finding the red, white and blue Tape- 
Marker. Printed on this Marker is this tangible Guarantee; 
vouched for by the manufacturer’s signature. 


There is no hesitancy about buying or selling Guaranteed 
Columbian Rope. We will gladly give you the name and address 
of the Columbian Jobber in your vicinity. 










Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y. ‘“‘The Cordage City’’ 
Branches: New York Chicago Boston New Orleans 








s 
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Ber 3 Gon. * oe 20, $6; No. 30, $10; No. 
0. Second grade, No. 12, 
$2.75 Ni No. 20, $4.50; No. 30, $6.75; No. 


ohemele Skins.—12 x 14 2, $3.50 

r doz.; 13 x 17 in., $6; 14 x 18 in., 
7.50; 15 x 20 in. es $9.20. 

Waxes.—Johnson paste wax, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70: 4 Ib. 
cans, $3; 8-lb. cans, $6; Old English, 
1-lb, cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3; liquid wax, Johnson, pints, 
75c.; quarts, $1.40; Old English, pints, 
75c.; quarts, $1.40. Dealer’s discount, 


33% per cent. 
ponges.—According to size and 
quality, $2 to $9 per doz. Assortment 


of 22 sponges with wire rack, $6 per 
assortment. 

Wall Cleaners.—Smoky City and 
Cleveland, 85c. per doz cans; Climax, 
$1 per doz. cans; Perfection paint 
cleaner, $3 per doz. 

Step Ladders.—Standard full rodded 
- ae 28c. per ft.; extra, 40c. per 
a 

Floor Polishers.—Johnson's_ elec- 
tric, $42.50 each, subject to discount 
of 25 per cent to retailer; hand, $3.75 
each; Old English, $2.60 each. 

Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 


INCUBATORS AND BROODERS.— 
Brooders are doing well, but call for in- 
cubators is as yet only moderately 
active. Jobbers er 


», arbotees, No. $26. 25 each; No. 
“4% 15; No. 3, $4 643 No. 4, $47.60; 
oe, $74. 90; No. 14E, $11.55; No. 16E, 
$19. 2: No. 17E, $25.73; brooders, 
rtable, No. 20, $8.23 each: No. 21, 
10.85; No. 21, $13. 30; blue flame, No. 
. $15. 75; coal burning, 
15.05: No. 118, $18.55; No. 
119, $21. 


PAINTING SUPPLIES.—Business is 
good, but it could be better. No change 
has occurred in turpentine and linseed 
oil since Jan. 13 last, and present paint 
prices have stood for an even longer 
period. 

Prices to retailers: Beaty mixed 
— best grades, $2.60 p ‘allon; 

wer grades, $2.00 (whites ‘an dark 
greens, lic. per gal. nigher): white 
lead, 13%c. per Ib. in 100-Ib. lots; 10 
per cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 77c. per gal- 
lon in barrel lots; raw linseed oil, 
11.3c. per Ib. in barrel lots. 


PAPER HANGERS’ SUPPLIES.—Sea- 








sonally good demand is noted for these 


goods now that the trade is busy. Job- 
bers quote: 


Smoothing rollers, No. 4, $9.60 per 
Gos; No. 8, $10.50; seam rollers No. 
2.75 per doz.; No. 17, $4; brushes, 
$3°6 to $13 per doz.; shears, $17 to 
24 per doz. 


POULTRY NETTING.—Steady de- 
mand is reported by jobbers, who quote 
galvanized at 50 and 10 per cent off 
list after weaving. 

POULTRY SUPPLIES.—As usual at 
this time of the year, there is a strong 
demand for poultry supplies, which job- 
bers quote: 


Fountains, 25c. to $1 each; feeding 
troughs, 20c. to 85c. each; mash hop- 
pers, $1.30 to $2.10 each. 


PUMP LEATHERS.—tThis line has 
moved up in price in keeping with the 
sole leather market. Jobbers now 


quote: 
Valve, 3 in.. 85c. per doz.: 3% in., 
$1; 4 in., $1.50; 4% in., $1.70; cup, 
2% in., $1.10: 4 in., $1.50; 3% in., 


$2.10; 4 in., $2.7 
SCREEN WIRE CLOTH.—Advance 


sales indicate a good season. Jobbers 
quote: 
Black opal, 


, $1.80 per 100 sq. ft.; 
$2.10; Bronze, $5.50. 


SANITARY GOODS.—Desolvo is held 
a little higher in lots of less than three 
dozen cans. Prices otherwise are un- 
changed. Business in these lines is sea- 
sonally active. Jobbers quote: 


Desolvo, No. 16, $3.75 per doz. in 
lots of 3 doz. or more; less than 
3 doz., $4: No. 10, $2.15 per doz. in 
of doz. or more; less than 3 
doz., $3.25; Kloset Kiean, $2 per doz.; 
Saniflush. $2.25 per doz.; Presto pipe 
opener, $2 per doz.: tile and porcelain 
aa $1.20 per doz.; bowl cleaner, 
1.85. 


VENTILATORS.—Fairly good demand 


is noted at unchanged prices. Jobbers 
quote: 
Continental ventilators, wooden 
type, No. 923, $3.65; No. o37, 5 00; 
No. 949, $5. 50; No. 959, $6.0 No. 


1537, y" 25; No. 1549, $7. 10, ah No. 
836, $3.35, ‘all prices per dozen. 
Continental ventilators, metal type, 
No. 60; No. 837, hg 75; No 
1137, $5. 30: No. 1145, $6.35; No. 1437, 





$6.90, and No. 1445, $7.80, all prices 


er doz. 
. Diamond E veptteten, re Pras 7 


a 


All prices per dozen. 

SCREWS a i keeping 
with the recent advance announced by 
manufacturers, local jobbers now quote 
round-head brass at 65 per cent off list 
and round-head iron at 70 and 10 per 
cent off list. 

WHITE ENAMEL SINKS.—Prices are 
higher in new lists just issued, and 
jobbers now quote 18 in. x 30 in. at 
$5.25 each. 

WIRE PRODUCTS.—Fairly good 
movement is noted to retailers. Manu- 
facturers have announced the opening 
of books for second quarter business 
at unchanged prices, which, however, 
are $2 a ton above those of first quar- 
ter contracts, an advance having been 
set up after the opening of the quarter. 

We quote from Pittsburgh jobbers’ 


stocks: 

Fence Wire 

(per 100 Ib.) Annealed Galvanized 
0. Fay DO NRO. ss <vee tH $3.50 





SOE GHEEIO. cc cec ck cseecceesves 2.97 
ye eee yer tro ree 3.18 
BE DOE so ccicnsoctoncebesezeke 3.43 
Se EOD) 0 6'sap0k0s 6adcawekes 3.17 
2-point cattle (special).......... 2.25 
eld Woven ire Fence (per 100 
rods): 
| rer TY: Pere r re Tier: $39.80 
ED sans 'esscabebhecnebe caverns 55.80 
8 Se Corer ere 27.70 
OS ae a re ae 37.00 
DME og Saas bce oh Sak wend ee 35.80 
NE 5455 6ok bse eGkeue sees tare 49.20 
Poultry 
DEG, SED. Hadise wndn scwaedsvadous $36.50 
lO; AMEE. pr estestbastetes saxbws 44.00 
Be ER 5th acon che Gow nan Gs.u% 49.50 
Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 
BE: i vswde ceases eer ae 
SS 55¢c. each 38c. each 
fer eer 65c. each 40c. each 
6 SER eee 45c. each 
Bright nails, base, per keg, $2.85. 





Cincinnati Reports F piveielidle Margin 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, March 13.—Hardware jobbers report that the vol- 
ume of orders booked recently has been fairly good and is about nor- 


mal for this time of the year. 


Sales still are running slightly ahead 


of those in 1927, and indications are that this favorable margin 
will be maintained during the remainder of the first quarter. 
Retailers are beginning to order spring stock at a moderate rate 
and in some cases are already receiving sizable shipments. 
From the standpoint of demand, shelf goods are commanding 


about as much attention as seasonal items. 


Merchants are carry- 


ing a well-rounded supply of staple commodities. 
Prices are remarkably firm, quotations in all lines having re- 


mained unchanged in the past two weeks. 


Jobbers are of the opin- 


ion that the market will stay at about its present level indefinitely. 
Retail dealers are doing only a fair business, and some are com- 


plaining considerably. about the dullness of trade. 


understood to be satisfactory. 


Reading matter continued on page 


Collections are 


for First Quarter—Prices Firm 








AUTOMOBILE ACCESSORIES.—Busi- 
ness has trended upward in the past 
two weeks, but sales still are below the 
level which jobbers had _ expected. 
Prices are firm and unchanged. 

We quote from Cincinnati jobbers’ 


stocks: 

Tires 30x31 29x4.40 
CHORD -BTAER . 00. cvercct $5.00 $6.30 
Medium grade ........ 6.10 7.55 
SOONG WUD cvcccesscsse 8.75 9.65 

Tubes: 

Cheap grade .......... 1.00 1.25 
Medium grade ......... 1.25 a 
Saar 1.45 1.85 

Note—30x3 a unguaranteed cord 

ee $4.25 e 


rk Plugs—§ see splitdort spark plugs, 
32c. each; in lots of 100; Ford 
spark plugs, packed one set of four to 
a box, $1.10 per box. 

Chamois Skins.—13 x 16 in., 38c. 
each; 14 x 18 in., 54c. each; 15 x 20 
in., 65c. each. The chamois skins are 
packed one to an envelope and 12 
envelopes in a box. 
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“Dealers are usin g 


RUG:‘ST 





in ther Own Homes 
Prevents RUGS Slipping 


Rug-Sta has received instant and enthusiastic accep- 
tance by dealers everywhere. It makes rugs safe for 
children and grown-ups. Rug-Sta is the most posi- 
tive, practical, economical method of making rugs 
and mats stay put — as you can easily demonstrate 
to the satisfaction of yourself and your customers. 


40% Profit 


Small Investment 


To introduce Rug-Sta to you and prove its sala- 
bility, we have made up a practical trial assort- 
ment costing you $11.10 and allowing a 66 2/3% 
markup —a clean profit of $7.40 for you. 
This assortment also includes an attrac- 
tive counter display cut-out —a supply of 
descriptive circulars in colors — and a 
pair of demonstration rug swatches. 


A Trial Can of Rug-Sta 
FREE! 


We want you to give Rug-Sta a practical test 
before recommending it to your customers. Fill 
in and mail the coupon NOW and get a trial can 
of Rug-Sta for your own use. 




























c(i 
s 
3 


¢, by 
wel’ x X r J y = , J 
CY ‘e veel : _ apa A - . Fee, 





“ie I fe on (eh hae eee Ore eT! ogecccccccencces Seeteeseesseseseeeessseee Seeeeesescsas seesessases 


MAIL THIS COUPON FOR A FREE CAN 


Rug-Sta is Guaranteed 
KENDALL PRODUCTS CO., Dept. A 


Rug-Sta is a liquid, which when brushed on the back of : Cambridge, Mass. 
a rug or mat forms a colorless, odorless, invisible film. It : Please mail, postpaid, without cost or obli- 
will not harm the rug or stain the floor, keeps rugs flat, in ; gation, a complimentary can of Rug-Sta, to 


lipping, when directions are followed. 
place and prevents slipping, rae 


Manufactured only by : Address 


KENDALL PRODUCTS CO., Dept. A, Cambridge, Mass. 





A  , 


a 
PITTI sescee 
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Polish.—HLF polish in % pints, 
packed 24 to a case, 50c. per 4% pint; 
HLF polish in ping bottles, packed 
12 to a case, $1 per pint; HLF polish 
in quarts, packed six to a case, $1.50 
per quart. On the above prices there 
is a discount of 40 per cent on indi- 
vidual packages, 40 and 5 in case 
lots, and 40 and 10 in % gross lots. 


BOLTS AND NUTS.—Movement of 
material from jobbers’ warehouses has 
been fairly good. 

We quote from Cincinnati jobbers’ 
stocks: 

Cut thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off, list; stove 
bolts, 30 per cent off list; square, 
pase and tap nuts, 60 per cent off 
ist. 

BUILDERS’ HARDWARE.—Figures 
given out by the Cincinnati building 
scommissioner’s office show that con- 
struction work in February was above 
that in the samé month of 1927. Ac- 
tivities in builders’ hardware, however, 
have been light, although a pickup in 
sales is looked for this month. 

We quote from Cincinnati jobbers’ 
stocks: 

Sash Weights.—Sash weights, $1.7 

Inside Sets. Square bevel aan 
sets in case lots, $5.75 per doz. 


CAMP STOVES.—Jobbers are booking 
future orders for this item. 
from Cincinnati jobbers’ 





We quote 


stocks: 
_Coleman No. 2, $8.50 each; Coleman 
No. 9, $6.25 each; Gypsy, $4.70 each. 


COOK STOVES.—In this commodity 
there has been a small number of in- 
quiries, but buying has not yet opened 
up. 


We quote from Cincinnati jobbers’ 
stocks: 
Coleman 
stove No. 
each; No, 
each; No. 
each, 
CROQUET SETS.—Spring orders are 
just beginning to come in. 
We quote from Cincinnati jobbers’ 
stocks: 
No. 5, 
six-ball 


cook 
$35 
$30 
$23 


gasoline pressure 
322, $76 each; No. 329, 
328, $48 each; No. 325, 
324, $26 each; No. 330, 


four-ball set, 
set, $1.70: 


$1.40; No. 10, 
No. A, eight- 

ball set, $2; No. 3, eight-ball set, 

$3.80; No. 1, eight-ball set, $2.80 
GALVANIZED SPRINKLERS. — A 
few orders have been placed with local 
jobbers, but the bulk of this commodity 
is yet to be purchased. 
from Cincinnati 


We quote jobbers’ 


stocks: 

4-qt. 
6-qt. sprinkling pots, 
8-qt. sprinkling pots, 
10-qt. sprinkling pots, 
12-qt. sprinkling pots, 


GARDEN 
delivery are being solicited by jobbing 
houses, and the spring season in this 
item promises to be good. 


sprinkling pots, $5.25 per doz.; 
$5.95 per doz.; 
$7.10 per doz.; 
$7.90 per doz.; 
$9 per doz. 


We quote from Cincinnati jobbers’ 
stocks: 

Rubber Hose.—5-ply, % in., 7c. per 
ft. in 50-ft. lengths; 6-ply, ™% in., 
8%c. per ft. in 50-ft. lengths; 7-ply, 
% in., 10%c. per ft. in 50-ft. lengths: 
double braid in \% in., 500-ft. coils, 
8%c. per ft. 


HOES.—Business is starting to come in 
at a fair rate, according to local job- 
bers. Prices are firm and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

First grade true-tempered socket 
garden hoes in 6 in. size, $9.84 per 
doz.; 6% in., $9.96 per doz.; 7 in., 
$9.96 per doz. 

True-tempered cotton hoes in 6 in. 
size, $7.44 per doz.; 614 in., $7.68 per 
doz.; 7 in., $8.40 per doz. 


HOSE.—Orders for future 


Black finish hoes in 6 in. size, $6.36 
per doz.; 6% in., $6.72 per doz. 


HOSE ATTACHMENTS.—Activities in 
this item are slow in opening up, al- 
though the next 30 days should bring 
an improved condition. 

We quote from Cincinnati jobbers’ 


stocks: 
Diamond nozzles, $3.60 per doz.; 
Pet nozzles, $4.90 per doz.; Gem 


nozzles, $5.50 per doz. 
HOSE REELS.—This commodity is not 
attracting much attention at present, 
although jobbers are soliciting orders. 


We quote from Cincinnati jobbers’ 
stocks: 

Wooden hose reels, $14.50 per doz.; 
Victor iron hose reels, $2 each; No. 
10 iron hose reels, $3.55 each. 


ICE CREAM FREEZERS.—It is too 
early in the season to expect much 
business in this line. 

We quote from Cincinnati jobbers’ 


stocks: 

White Mountain:—1-qt., $2.43 each; 
2-qt., $2.83 each; 3-qt., $3.38 each; 
4-qt., $4.13 each; 6-qt., $5.33 each; 
8-qt., $6.75 each. 

Arctic.—1-qt., $2 each; 2-qt., $2.30 
each; 3-qt., $2.78 each; 4-qt., $3.40 
each; 6-qt., $4.30 each; 8-qt., $5.55 
each. 

Peerless.—1-qt., $2.95 each; 2-qt., 
$3.45 each; 3-qt., $4.10 each; 4-qt., $5 
each; 6-qt., $6.30 each; 8-qt., $8.20 
each. On all sizes of Peerless a dis- 


count of 25 and 10 per cent applies on 
the above prices. 


JUVENILE VEHICLES.—Sales_ con- 
tinue to be fairly steady in these prod- 
ucts. 


| We quote from Cincinnati jobbers’ 
! stocks: 
Scooters.—No. 109, $2.90 each; No. 
110, $3 each. 
Sidewalk Cycles.—No. 11, $11.50 
each; No. 12, $12.75 each. 
Velocipedes.—No. 6E, $2.90 each; 
No. 7E, $3.30 each; No. 46, $7.40 each. 


LAMPS.—Activities are about normal. 
We quote from Cincinnati jobbers’ 
stocks: 
Gasoline Lamps.—C317, 





$7.40 each; 


| 829, $6.25 each; C318, $7 each; C324, 
| $7 each. 
Lanterns. —L327, $5.25 each; L427, 
$6 each. 
LAWN MOWERS.—Retailers are be- 


ginning to stock lawn mowers as the 
spring season draws near. Prices for 
the spring trade are quoted below. 

We quote from Cincinnati jobbers’ 


stocks: 

Cheap Grade.—12-in., $4.85 each; 
14-in., $5.15 each; 16-in., $5.45 each. 

Ball Bearing.—14-in. medium grade, 
$8.15 each; 14-in. good grade, $9.25 
each; 14-in. best grade, $11 each; 
16-in. medium grade, $8.50 each; 
16-in. good grade, $9.75 each; 16-in. 
best grade, $11.50 each; 18-in. medium 


grade, $8.85 each; 18-in. good grade, 


$10.25 each; 18-in. best grade, $12 
each. 
LAWN RAKES.—In this commodity 


orders for the spring and summer trade 
are coming in slowly. 
We quote from Cincinnati jobbers’ 


stocks: 
Wire lawn rakes, $6.75 per doz.; 
wooden lawn rakes, $6.50 per doz. 


NAILS.—Shipments from local ware- 
houses have been fair in volume. 
We quote from Cincinnati jobbers’ 
stocks: 
Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per keg. 


POULTRY NETTING.—Retail dealers 


are stocking this item in_ sizable 
quantities. 
We quote from Cincinnati jobbers’ 
stocks: 


Poultry netting, galvanized after, 
60 per cent off list; poultry netting, 
~~. before, 60 and 10 per cent 
off list 





|! RADIO BATTERIES.—Sales have been 
rather light. 
We quote from Cincinnati jobbers’ 


stocks: 
Less than 
Unit In Unit 
Packages Packages 
Batteries Each Each 
“Al -NO, Cecmivneess 40 $0.35% 
"INO. AEBS dence 1.05 0.97 
ee FINO.H EDs coon 1.22 1.14 
“ANG, SDs 6 0 2 vet 1.40 1.30 
eg ‘coe Co | 1.40 1.30 
“ee | eee 2.27 2.11 
se olny SR 2.62 2.44 
“B20. Seeeevese<# 3.40 3.17 
“By” ‘NO... Zeeeeescsss 3.58 3.33 
 O, PRG es + ak .28 0.26 
ete: ee | AS 0.42 0.39 
1 eeO.. SOS 00s 0es 0.59 0.55 
ko a as .22 1.14 
—Nos. 5156, 5308, 2308, 10308, 


No 
21308, °5360, 5540 and 5156 are in unit 
packages of 5. Nos, 4156, 2156, 2158 
and 2370 are in unit packages of 10. 
No. 6 is in a unit package of 50. 


RAKES.—Orders for spring delivery 
are being booked by Cincinnati jobbing 
houses. 

We quote from Cincinnati jobbers’ 


stocks: 

True-tempered grade 12-tooth 
rakes, $9.12 per doz.; 14-tooth, $9.84 
per doz.; 16-tooth, $10.56 per doz.; 


competition grade, 12-tooth rakes, $5 
per doz.; 14-tooth, $5.25 per doz.; 16- 
tooth, $5.85 per doz. 
ROOFING MATERIAL.—In this line 
business has been somewhat low, al- 
though indications are that sales dur- 
ing the spring season will be heavy. 
Prices are steady. 

We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.—Light standard, 
$1.10; medium standard, $1.35; heavy 
standard, $1.60; light Holdfast, $1.35; 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90; K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28¢. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half-barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 


Ib., 12c.; in 5-lb. cans, 9%4c. per Ib.; 
in 10-lb. cans, 9c. per Ib.; in 25-Ib. 
cans, 8c. per Ib. Certain-teed ce- 
ment, 36 Ib. to the case, $4.25 per 
case; in 5-lb. cans, 12 cans to the 
box, 8%c. per Ib.; in 10-lb. cans, 6 


cans to the box, 7%c. per Ib. 
ROPE.—Orders for delivery at present 
prices prior to May 1 still are being 
accepted by local jobbers. 


We ago from Cincinnati jobbers’ 





stoc 
Manila rope, a Ib.; 


14%c. a Ib. 
SANITARY PRODUCTS.—A steady 
demand comes from the retail trade for 
these commodities. 


We quote from Cincinnati jobbers’ 
stocks: . 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, 
lots, $2.25 per doz.; 
cans, $2.15 per doz.; 
per doz. 


23 4c. sisal rope, 


less than case 
ease of 2 doz. 
gross lots, $2 


Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 





2 pt. size, $5.40 per doz.; same, 5 pt. 
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Invites a man to use it 


OOD’S CAMPER’S SHOVEL was built for the man 
of outdoors—the camper, the fisherman, the 
tourist, the boy scout. 


Handy to use and light to carry, it is useful on a hundred 
occasions, perhaps to dig the gutter around a tent, to get 
the mud out of the way of a skidding rear wheel, to un- 
earth a few worms for the fishing trip, or to break the 
ground for a fireplace. 


Thirty-two inches long and weighing about two and one- 
half pounds, there is a place for Wood’s Camper’s Shovel 
on top of the knapsack or under the seat of the car. (The 
long handled shovel measures 48 inches overall and weighs 
three pounds.) 

Let your customers see it, handle it—it has a feel that makes 
them want to use it immediately. Wood’s Camper’s Shovel 
sells for $1.25 to the consumer and earns a real profit — 
ask your wholesaler’s salesmen to get a sample for you. 


PIQUA, OHIO 





This Handy Camper’s Shovel 


p 











THE WOOD SHOVEL AND TOOL CO. 
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Window cleaner, 6 


size, $9 per doz.; 
same, 12 oz. 


oz. ‘size, $3.60 per doz.; 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 
SCREEN DOORS.—Retailers are be- 
ginning to stock this line in anticipa- 
tion of a sudden rush of business as 
soon as a warm period sets in. 


be Fanaa from Cincinnati jobbers’ 


st 

Screen gt 241, $18 per 
doz.; No. $19 per doz.; No. 314, 
$25.30 per Me No. 355, $34.90 per 


doz.; No. 315, $32.10 per doz.; 
315, galvanized, $32.60 per doz. Note 
that all of the above quotations are 
on the size 2-ft. 10-in. x 6-ft. 10-in. 


SCREWS.—Not much business is being 
booked, because most dealers stocked 
heavily before the price advanced. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 60 and 7% 
off list; flat-head blue screws, 60 and 
2% off list; flat-head brass screws, 
50, 10 and 10 off list; round-head 
blue screws, 50, 10 and 10 off list; 
round-head brass screws, 50 and 10 
| — bright wire goods, 85 and 25 
off lis 


SHEARS.—It is a little early for much 
business in this line. 


No. 





bo quote from Cincinnati jobbers’ 


Pruning Shears.—No. 1091S, oe. “4 
3 doz.; No. 25, $2 per doz.; 
092V, $7. 25 per doz.; No. 2192, ‘si Pe 

r doz.; ; No. 4192F,, $15.20 per doz.; 
>. 4155F, $31 per doz. 

Hedge Shears.—8-in., $1.10 per 

ir; 9-in., $1.20 per pair; 10- OL: 

1.30 per aR, lady’s size, No. 100L, 
80c. per pair. 


SPADING FORKS.—A small volume of 


orders has been taken by local jobbers. 


We quote from Cincinnati jobbers’ 
stocks: 
~~ ht weight spading forks, $10.80 
0z.; heavy grade steel D forks, 
15. 84 per doz.; heavy grade wooden 
D forks, $18.80 per doz.; Jumbo forks, 
$21.12 per doz. 


SPRAYERS.—We print below the quo- 
tations which will apply during the 
coming season. 


We quote from Cincinnati jobbers’ 
stocks: 

Paragon sprayers, 30 and 5 off list; 
in lots of 5 or more, 35 off list. 


WATER COOLERS.—While quotations 
on this item are out, no interest is 
being shown in them by dealers. 


We quote from Cincinnati jobbers’ 
stocks: 2-gal. cooler, $1.80 each; 3- 
gal, cooler, $2.05 each; 4-gal. cooler, 





$2.40 each; 6-gal. cooler, $2.90 am: 
8-gal. cooler, $3.90 each; 10-ga 
cooler, $5 each; Twentieth Ph a 
cooler with bottle, No. 50 in mahog- 
any finish, 0.80 each; Twentieth 
ge 4 cooler with bottle and stand, 

No. 500 in mahogany finish, $13. 15 
each; Twentieth Century cooler with 
bottle, No. 50 in white finish, $11.25 
each; Twentieth Century cooler with 
bottle and stand, No. 500 in white 
finish, $14.50 each. 


WINDOW SCREENS. — Orders for 
spring are being received at a fair rate 
by local jobbers. 


vd quote from Cincinnati jobbers’ 
_ 


stoc 
Window Screens.—No. 1833, $4.10 
per doz.; No. 1833 Pe. _ 


ee doz.; No. 2433, $4.85 per doz.; No. 
A galvanized, $5 per doz.; No. 3037, 

6.55 per doz.; No. 3037 galvanized, 
6. 38 per doz. 


WIRE CLOTH.—Sales of this item 
have been of fair volume. Prices are 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: : 
12-mesh black cloth, $1.75 per 100 
sq. ft.; 12-mesh opal cloth, $2.10 per 
100 sq. ft.; 14-mesh opal cloth, $2.50 
r 100 sq. ft.; 16-mesh opal cloth, 
2.85 per 100 sq. ft.; 14-mesh bronze 
cloth, $5.15 per 100 sq. ft.; 16-mesh 

bronze cloth, $5.55 per 100 sq. ft. 





Hardware Trade in New York Territory 


Complains of Small Individual Sales 


NEW YorRK, March 14.—The hardware trade in this territory is 


busy but complains of restricted volume at the present time. 


Both 


jobbers and retailers state that single sales are running lighter than 
normal consequently showing a little less gross volume than was ex- 
pected. Early wholesale interest in spring merchandise was very 
encouraging. Jobbers are delivering spring goods ordered in Feb- 


ruary and earlier. 


The entire trade predicts a more active market when spring 


weather arrives. 
and collections are fairly good. 


There are no serious price changes being made 





BATTERIES.—Demand continues fair- 
ly active. Local stocks are considered 
satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 

Dry cells, No. 6, ignition type, 
ta No. 7111, same type, 35%c. 


ach. 
"Hercules, No. 6 ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, 40 each; in units of 5, 
$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33. 


BOLTS AND NUTS.—Stove bolts were 
advanced 10 per cent. Demand is con- 
sistent, though not very heavy. Stocks 
are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 

Carriage bolts, 50 and 10 off list. 
Case bolts, 60 per cent off list. 
Stove bolts, 75 and 10 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
- per cent off list; 1% to 1%, 30 off 
st. 

Coach screws, 50 an 10 off list. 
Case bolts, 60 per cent off list. 
Step bolts, 50 per cent off list. 





BUTTS.—Moderately active demand, 
with prices the same. Stocks are ade- 
quate. Jobbers quote dealers on steel 
butts 3% by 3%, 18 cents on case lots 
and 19% cents per pair in less than 
case lots. 


CARPET SWEEPERS.—Demand about 
the same, with prices unchanged. Stocks 
are in good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK. 


Carpet sweepers, Standard, $3 each; 
Universal, japanned, .50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each; 
and American Queen, $4.50 each; 
Sterling, $2.10 each. 

CLOCKS.—Fair demand at present 


time. Prices are the same and local 
stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 
Alarm clocks, Big Ben, , "eee lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
2.15; same luminous, broken lots, 
3.16: dozen lots, $3.06, and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 


luminous take same respective prices. 
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Ben Hur, broken lots, $1.76; dozen 
lots, $1.70, and 2 dozen lots, 1.65; 
same luminous, broken lots, 2.46: 
dozen lots, $2.38; and 2 dozen lots, 


32, 

Black Bird, luminous dial, 
lots, $1.76; dozen lots, $1.70, 
dozen lots, $1.65. Blue Bird, 
lots, $1.22; dozen lots, $1.19, 
dozen lots, $1.15. Sleep Meter, 
lots, $1. 40; dozen lots, $1.36: and 2 
dozen lots, $1.32. Jack- -Q-Lantern, 
luminous dial, broken lots, $2.10; 
dozen lots, $2.04, and 2 dozen lots, 
$1.98. American, broken lots, $1. 
dozen lots, $1.02, and 2 dozen a 
99 cents. 

Auto clocks, Westclox, plain, bro- 
ken lots, $1.76; dozen lots, $1.70, and 
2 dozen lots, $1.65; same, uminous, 
broken zlots, $2.46; dozen lots, $2.38, 
and “aozen lots, 32. 


LINSEED OIL.—Distributors report a 
fairly active demand. New card prices 
issued March 5 shows the following 
prices: linseed oil in one to four bar- 
rel lots, 10.7 cents per Ib., and Calcutta 
linseed oil in barrels, 15.9 cents per Ib. 
These prices supersede card prices. of 
Feb. 20. 

Boiled oil is 4/10 cents extra per lb., 
double boiled oil is 5/10 cents extra per 
Ib. and oil in half barrel lots is 7/10 
cents per pound additional. 


NAILS.—Prices appear fairly even 
throughout this section. Demand is 
fair and stocks are in good condition. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK. 
Common wire nails, bright, 4d, $4.25 


broken 


oo —_ ~~ i. per keg 8d, oa 85 per 
0d, $3.75 per keg. Common 
wee ie. a ti, $6.75 per 
keg; 6d, $6.50 per keg; 8d, $6.35 per 
keg. and 10d, $6.25 per keg. 
ire box nails, smooth, 4d, $4.45 
er keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finis in nai 
right, 4d, 4.95 per keg: $4.3 


per keg; 8d, $4.10 per keg, ona 104, 
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Are you a NATIONAL Dealer? 


If not, join the ranks of 
this successful group today 


NATIONAL dealers throughout the country 
enjoy a steady volume of profitable business by 
carrying this quality line of builders’ hardware. 


Natienal 


Garage Hardware finds increased popularity with 
the trade each season. 


There is a garage set for every type and style of 
door. No. 817 Two-Door Trolley Garage Set when 
used in pairs will serve four doors. This set can be 

used on either the inside or outside of the garage. 
Cross Section No. 853 Trolley Hanger 


ee Nos. 815 and 816 Three-Door Trolley Garage 


Sets are equipped with the 
No. 853 Ball Bearing Swivel 
Hanger, which can be easily 
and quickly adjusted both 
laterally and vertically—a 
feature that is found in few 
other hangers. 








Write today for complete 
catalog and further infor- 
mation about National 
Builders’ Hardware if you 
are not acquainted with the 
generous sales and advertis- 
ing cooperation given our 
dealers: 





Nos. 815 and 816 Three-Door Trolley Garage Sets 





National Manufacturing Company 
STERLING ILLINOIS 
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$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.35 
per keg; 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 

RADIO TUBES.—Steady sale _ con- 

tinues, with prices the same. Stocks 

are ample. 


JOBBERS’ QUOTATIONS Lg RE- 
TAILERS, F.0.B. NEW YOR 


o 

List Dealer 
fo) err re. $4.00 $2.80 
oS See 1.5 1.05 
A) ee err 3.50 2.45 
PSE eer 2.00 1.40 
<5 ree 2.45 
Eee 2.25 1.58 
SEE. ads wanteabesuede 2.25 1.58 
PE ‘kets dette wadoane 2.50 1.55 
I niitd 1 sorecinds Stud St pas ee 2.50 1.55 
+ | Rees Tere 2.50 1.55 
EID Fic bo id os way 6 ane OU 3.50 
Dc ipasaxse binkiet fea Sade 7.50 5.25 
ae ee 9.00 6.30 
CREE | isco vil< sn00 bese 4.75 3.33 
| EASE Sr ees. 3.00 2.10 
PE. then dinstek sain 6.00 4.20 


SASH CORD.—Manufacturers have ad- 
vanced the price 2 cents per lb., but at 
press time jobbers had not yet fol- 
lowed the higher level. Demand is fair- 
ly good. 


JOBBERS’ eg ge I — RE- 
TAILERS, F.0O.B. NEW 

Sash cord, Samson ied: oe = 70c. 
to 72c.; Aetna No. 8, 3l1c., and Phoe- 
nix No. 8, 38c to 39c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Consistent demand at the 
same price, with local stocks in good 
condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 

Wood Screws, flat head, bright iron, 
50-10-10 round heads, blue, 45-10-10, 
round head, iron, nickel plated, 27%- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10: round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 

Machine screws, flat and round 
head, iron 75 per cent off list. Same | 
fillister head 75 per cent off list. | 

Machine screws, flat and round 
head, brass, 70 per cent off list. Same 
fillister head 70 per cent off list. 


SANITARY PRODUCTS.—There is no 
change in prices. Demand is considered 
satisfactory. Local stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 

Economy _ plumber, drain pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per doz. The 1-Ib. 
size is packed one, two and three 
dozen to a carton. The 2-Ib. size is 
packed in one and two dozen cartons. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 





doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz, cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 lb. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per at. 

Presto Products—Oil soap, 16 02. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 0z. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 qt. 
size, $9 per doz.; window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 0z. size, 
$4.32 per doz.: 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, $3.60 
per doz. 


SPRING GOODS.—Business written in 
advance was very favorable in volume. 


Deliveries are being made now on goods 


ordered last month. Prices are fairly 
even. Stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 


Garden Hoes 


Ladies, garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63%c. each. 


Meadow hoes, forged steel blade, 19 
gage, polished and bronze socket 
shank, 4% ft. handle, 93c, each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 81%c. 
each. 

Onion hoe, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 414 ft. handle, 81%c. each. 

Yarden hoes are packed 12 in a 


bundle. 
Warren type hoes, S86c. each. 
Scuffle type hoes, Sle. to 92c. each. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.09 each. 

Mortar hoes are packed 12 in a 
bundle. 


Steel Rakes / 


Light weight, black finish. ash 
handle, 12 teeth, 46c. each; with 14 








| 


| 





— 50c. each; with 16 teeth, 54'4c. 
each, 

Medium bronze ffinish, straight 
teeth, 5% ft. ash handle, 12 teeth, 
i7c. each; 14 teeth, polished, 83%c. 
each; 16 teeth, 8714c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.09 each; with 14 teeth, 
$1.02 each. 

Rakes packed 6 in a bundle. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 85%4e. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.03 each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 9644c. each. 

These are packed 12 in a bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in, tines, bronze finish, $1.71 each. 
Same, 5-12% in. tines, $1.89% each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.56 each. 
Same with 5-12% in. tines, $1.90 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure 
forks are packed 6 in a bundle. 


Hay Forks 


Strapped ferrule, selected ash han- 
dles. bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.15% each and with 6 ft. 
bent handle, $1.39 each. 

Hay forks are packed 12 in a 
bundle. 

Five per cent off all prices on 
spring goods in bundle lots. 


VENTILATORS.—Active sale  con- 
ean, with prices unchanged. Stocks 
are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B., NEW YORK: 

Continental ventilators, wooden 
type, No. 923, $3.65; No. 937, $4.00; 
No. 949, $5.50; No. 959, $6.05; No. 
1537, $5.25; No. 1549, $7.10, and No. 
836, $3.35, all prices per dozen. 

Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No 1145, $6.35; No. 1437, 
$6.90. and No. 1445, $7.80, all prices 
per dozen. 

Diamond FE ventilators, all metal 
type. No. 01, $4.40: No. 02, $4.80: No. 
03, $5.60; No. 1, $5.20; No. 2, $5.60; 

¢ $6.40; No. 4, $7.60, and No. 5, 
$8 40. All diamond E prices are per 
dozen. 


= 





Sentiment for 13-Month Year Increases 


Government departments favor re- 
vision of the calendar and a plan ad- 
vanced to have thirteen months of 28 
days each is receiving indorsement, 
according to the survey of the depart- 
ments being made by the State De- 
partment at the request of the League 
of Nations. Not all departments 
have answered the inquiry, but those 
that have are in favor of the re- 
vision, 

At the same time the United States 
Chamber of Commerce is preparing 
a report on the attitude of business 
and industry, which, it is declared, is 
in favor of calendar revision. 

As soon as these inquiries are com- 





Reading matter continued on page 64 


pleted a move will be launched to 
form a national committee to study 
the best form of revision and in turn 
report to the League of Nations, 
which is fostering a plan for inter- 
national revision. 

George Eastman, of the Eastman 
Kodak Co., has prepared several pam- 
phlets advocating a revised calendar. 


The plan most generally favored is | 


fostered by W. B. Cotsworth of Eng- 
land, who would provide for a year 
of 13 months of 28 days each, with a 
“leap year” to take care of the 365th 
day. With this calendar the new 
year would always start on Sunday. 

The extra month would be known 


as “Sol” and would come between 
June and July. Christmas Day and 
the Fourth of July would always fall 
on Wednesday under one plan, and 
another is considered to make the two 
holidays fall on Monday. 

Dr. George K. Burgess, Director 
of the Bureau of Standards, says 
that he was disposed two years ago 
to ascertain the attitude of the busi- 
| ness leaders of the country before 
having the Government take the lead 
in favoring revision. He said that 
| there is now being developed a pro- 
nounced sentiment for some form 
of revision and indicates that some- 
thing definite will be done. 





| 
| 
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This most complete line—simplifies buying 














Stanley Bracket No. 792 


Made of wrought steel. The 
standard for over 25 years. 





Are we right—or wrong? 


Stanley hardware is more than “just 
hardware”. The dealer who handles a 
complete line of Stanley hardware prod- 
ucts meets less sales resistance. 


Consider your own feelings. If you 
were the consumer and somebody: else 
the dealer, wouldn’t you rather have 
a Stanley bracket, hinge, butt or bolt 
that is made by this nationally-known 
company than the same item made by a 
comparatively unknown manufacturer? 





THE STANLEY WORKS: NEW BRITAIN, CONN, 


STANLEY HARDWARE 


MADE OF STANLEY STEEL 


[ STANLEY J 
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New England Hardware Men Discuss Problems 


spoke of the present high cost of every- 
thing, even funerals. 

Having heard part of a discussion on 
the hardware merchants adding so many 
extra lines, Mr. Norvell said he felt job- 
bers and retailers should consider new lines 
because many of the old ones were pass- 
ing out. He said the strictly ethical drug 
stores who handle only drugs were the 
stores whose credits had to be watched 
very closely among makers and distrib- 
utors of drugs. 

The speaker gave a stirring appeal for 
business men to take more interest in ob- 
taining from government the rights to 
make a profit. He scored the interpreta- 
tion of the Sherman law which prevents 
an agreement among business men to sell 
goods at a price which will make a profit 
for all concerned. He said that this law 
takes away from a man the right to con- 


tract, which he considered a basic right’ 


of manetaken from fundamental English 
law. 

In closing, Mr. Norvell suggested that 
hardware men obtain and read the speech 
of Hon. Clyde Kelly, House of Repre- 
sentatives, on the subject of “Price Main- 
tenance.” This, he said, appeared in the 
Congressional Record, Friday, Jan. 6. 

National Vice-president Arthur C. Lam- 
son of Marlboro said we are facing what 
has been termed the new competition. 
Many hardware men, he said, have been 
slow to adopt the changes. The speaker 
declared that the right goods properly dis- 
played and priced will almost sell them- 
selves. The five-and-ten-cent stores and 
the chain store men realized this a long 
time ago, he said, but the hardware man 
only recently began to display and price 
his merchandise as his competitors are do- 
ing, he stated. 

Robert P. Adams of Worcester spoke 
on the topic, “Merchandise and Merchan- 
dising,” pointing out that many merchants 
carry the same line year in and year out; 
failing to study the possibilities of adding 
new lines and adhering too closely to 
those that have only necessity appeal. The 
speaker said that the wants of the public 
are changing and that the hardware dealer 
must change his lines to meet the newer 
demands. Mr. Adams said that it is not a 
question of what one prefers to sell, but 
what the public wants you to sell. 

The poultry industry was the subject 
of William C. Monahan, extension pro- 
fessor of the Massachusetts Agricultural 
College at Amherst. He pointed out that 
it is sometimes difficult to convince the 
conservative hardware dealer that he 


should sell anything that is not strictly 
hardware. Prof. Monahan imparted some 














(Continued from page 37) 


ideas on the poultry industry in an effort 
to show how the hardware dealer may 
increase his sales in certain communities 
if he makes the most of his opportunities. 

Prof. Monahan said that many poultry 
farmers complained of difficulty in obtain- 
ing %4-in. mesh hardware cloth, which was 
needed in large quantities in poultry yards. 

Frank Doyle, Lyons Falls, N. Y., last 
year’s president of the New York associa- 
tion, was introduced as a guest. 

Wednesday morning’s question box 
started with a discussion on circular letter 
advertising, in which it was decided that 
the R. F. D. circuit was a good one for 
this purpose but that in towns and cities 
mail advertising seldom survives the waste 
basket. People on the R. F. D. route also 
were said to appreciate calendars and ther- 
mometers which advertise stores. 

President Duncan told how he hires a 
boy after school hours to measure out, 
bottle and label linseed oil, turps, dry 
colors, etc., so that this group of stock is 
presentable and attractive when needed for 
sale. 

It was generally agreed that early clos- 
ing is not profitable in most sections. 

Mr. Peterson gave a talk on hardware 
salesmanship, citing examples good and 
bad that he had seen in his travels. He 
urged courtesy, knowledge and other basic 
factors which make a store a good place 
to work in and to do business. 

Saunders Norvell was the principal 
speaker of this session. He told of his 
early experiences with Simmons Hardware 
Co., of selling on the road in the West 
and South, becoming sales manager, vice- 
president and then going into bysiness for 
himself. Based on these experiences, he 
stressed the value of a good memory, par- 
ticularly in sales work, the value of proper 
business training and the necessity of ap- 
preciating the value of time. 

President Duncan announced the sudden 
death of former president Herman Sibley, 
Ware, Mass., who collapsed on the exhibit 
floor and died en route to the hospital the 
previous afternoon. Past President Hiram 
Colton offered a tribute to this friend and 
helper who had passed on. The members 
stood silently for a few moments in respect 
for the late Mr. Sibley. 

Each afternoon the members visited the 
exhibits, looked over new lines, made pur- 
chases and learned new wrinkles for selling 
and displaying the varied merchandise on 
view. 

Mr. Norvell was also the speaker at the 
annual banquet held at the Copley-Plaza 
Hotel with President Duncan as _toast- 
master. Mr. Norvell spoke on George 
Washington, the man. The text of this talk 





is published in full in the February 23 
issue of Harpware AGE. He was intro- 
duced by D. Fletcher Barber, Boston past 
president of the New England and national 
associations. 

There was an excellent concert during 
dinner, followed by an elaborate program 
which included selections by Ruth Norris, 
contralto; Josephine Cowell, soprano; 
Grace Deeran, violinist; Evelyn Tracy, 
entertainer, and Frances Adelman, pianist. 
Dancing followed the entertainment. 

Russell M. Sanders, Boston, was chair- 
man of the committee in charge of the 
banquet and entertainment assisted by A. 
E. Ogden, Boston; S. C. Pomeroy, West- 
field; M. A. Taylor, Southbridge, and 
Fred E. Carlisle, Springfield. 

N. R. H. A. Vice-President A. C. Lam- 
son was again the grand marshal who led 
the grand march, a famous event in the 
wind-up of every New England conven- 
tion. Dancing followed until midnight. 

Arthur E. Moreau, Hardware Mayor of 
Manchester, N. H., was elected as presi- 
dent to succeed Mr. Duncan. Vice-presi- 
dents chosen were Robert H. Russell, 
Holyoke, Mass. and Russell M. Sanders, 
Boston. Secretary George A. Fiel and 
Treasurer Calvin M. Nichols were re- 
elected. Directors chosen for three years 
are W. H. McGaw, Cohasset, Mass., H. B. 
Read, Providence, R. I., H. S. Chadbourne, 
Milford, Me., and George Stone, Wey- 
mouth, Mass. To fill the vacancy on the 
board due to Mr. Sanders’ promotion, 
Clyde Van Duzer, Framingham, will serve 
a year. 

Mr. Lamson’s aids were Fred E. Carlisle, 
Alonzo M. MacMurray, Arthur E. Mor- 
eau, J. Frankland Miller, Russell M. Sand- 
ers, George A. F. Perry, Frank L. New- 
comb, Evert W. Hinckley, Robert H. Rus- 
sell and Eben W. Smith. 

Monday night the New England Associ- 
ates were hosts to the association and its 
guests with a dinner and stag party at the 
Elk’s Club. W. G. McIntyre was chair- 
man of the committee which supervised 
this pleasant party. At the associates’ 
meeting Wednesday afternoon, retiring 
president George A. F. Perry, Decatur & 
Hopkins Co., was succeeded by Evert W. 
Hinckley, Berry Bros. Inc.; Jos. M. Ken- 
nedy, Bigelow & Dowse Co., is the new 
vice-president. Secretary-treasurer Fred 
W. Armor, Chadwick-Boston Lead Co., 
was reelected. Directors chosen are Eben 
W. Smith, Carpenter-Morton Co.; John J. 
Gillis, American Steel & Wire Co., John 
E. Pingrie, Chadwick-Boston Lead Co., 
Wm. F. Barnard, Wadsworth; Howland 
& Co., G. Sumner Wilson, Decatur & Hop- 
kins Co. and C. P. Whitten. 
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FREE 


MOUNT FOR 
DEMONSTRATION 


Order one dozen closers from 
your jobber, mail requisition 
enclosed with shipment to 
us. We will send mount 
immediately, to which can 
be attached an Everedy 
Silent Door Closer. 


Price Slightly Higher in 
Far West and Canada, 








ust a twist 
of the wrist 


instantly regulates the 


PNEUMATIC 


No. 1000 


Your customer doesn’t have to be a mechanic to reg- 
ulate this pneumatic door closer—a turn or two of the 
cylinder and it’s done—no fuss, no bother—nothing to 
leak out or go wrong. 

And it’s just as easy to attach or remove—all that is 
needed is a screwdriver. Fits either right or left hand 
doors. Allows them to open farther than any other 
light door closer. 

Powerful—controls heavy screen and ordinary house 
doors with ease. Strongly built—will- last for years 
without attention. 

Silent—really silent in every sense. Silent in operation 
—no scraping or whistling sounds. Silent and positive 
in closing door. 

Handsome—dull nickel finish overall—efficient, even 
expensive looking; but 

Low Priced—a dollar item that looks as though it ought 
to cost at least two. Attractively packaged in two-color 


individual cartons. 
Write for Catalog 


THE EVEREDY CO. 
Frederick, Md. 


All Everedy Products are Nationally Advertised and are carried by Leading Jobbers 





VEREDY 


SILENT DOOR CLOSER 
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Het of the N 


Little yarns that others have laughed 
over culled from various sources. As a 


contemporary puts it: ) 
have been copied, the rest will be.” 





“Some of them 

















“Is there anyone here who can vouch for 


your respectability?” the prisoner was 
asked. 

He singled out the head of the police 
force. 

“T can?” said the chief constable. “Why, 
I don’t know you!” 

“Exactly,” said the accused. “I’ve lived 
in this place more than five years, and 
the police don’t even know me. So I can’t 


be such a bad lot.” 


Maid—“You know that old vase, Mum, 
you said ’ad been ’anded down from gen- 
eration to generation?” 

Mistress (anxiously )—‘Yes.” 

Maid—-“Well, this generation has dropped 


at.” 


“So you wouldn’t start a journey on 
Friday?” 

“Not I.” 

“T can’t understand how you can have 
faith in such silly superstition.” 

“No superstition about it. Saturday’s 


my pay day.” 


A henpecked negro man was pleading in 
court for a separation from his wife. 

“On what grounds?” asked the judge. 

“Oh, she talk, and talk, and talk till I 
can’t stand it no longer.” 

“And what does she talk about?” 

“She don’t never say.” 


“Well, Algy, I hear you have taken up 
walking, as the doctor ordered. How does 
it go?” 

“Seems a bit awkward at first without 
a windshield.” 





Professor (after hour’s dissertation on 
Egyptian archeology)—“Does anyone care 
to ask any questions?” 

Voice in Back Room—‘“Just one ques- 
tion, professor. 
clam digging—fishing or agriculture?” 





In your opinion, what is | 


3ert—“D’you know a good cure for a 
cold, Alf?” 

Alf—“Have you the price of a couple 
of rums on yer?” 

Bert—“No.” 

Alf—“Well, it ain’t much good me tell- 


| in’ yer then!” 


“Did you tell father over the phone we | 


were engaged?” 

“Yes.” 

“What did he reply?” 

“I’m not sure whether he replied or 
whether the line was struck by lightning.” 





“Why didn’t you send your man to mend 
my electric bell?” 

“I did, madame, but as he rang three 
times and got no answer, my man decided 
there was nobody home.” 


“Yes,” said the old man, “I have had 


some terrible disappointments; but none 
stand out over the years like the one that 
came to me when I was a boy.” 

“Some terrible shock that fixed itself in- 
delibly in your memory, I suppose?” 

“Exactly,” said the old man. “When 
I was a boy I crawled under a tent to 
see the circus, and I discovered that it was 
a revival meeting.” 


“How did you find things down on the 
farm this summer? Crops good, I hope.” 
“Well, father did fairly well with his 
lunch stand, but he just about broke even 


‘on his gasoline and oil.” 





Foreman—‘“Pat, you had no right to | 


touch that wire. Don’t you know you 
might have been killed by the shock?” 

Pat—“Sure. I felt it carefully before 
I took hold of it.” 


“My friend,” remarked the physician, 
“you are suffering from a chronic com- 
plaint. 

“T know it, doc, but please lower your 
voice,” cautioned the patient. “She’s in 
the next room.” 


Wellessley—“Doctor, why does a small 


| cavity feel so large to the tongue?” 





Dentist—“Just the natural tendency of 
your tongue to exaggerate, I suppose.” 


In the course of the trial the judge 
turned to the negro woman on the stand 
and asked: “How old are you?” 

“T’se seventy-three, jedge.” 

“Are you sure?” 

“Yass, suh.” 

“Mandy, you don’t look seventy-three.” 

“T’se sure, jedge.” 

After a few moments the trial was in- 
terrupted by Mandy. “Jedge, suh, I was 
wrong when I said my age was seventy- 
three; tha’s my bust measure.” 


It was early morning at Mitchel field. 
The “Spirit of St. Louis” was making a 
few silver circles before its reluctant de- 
scent. 

“It’s Lindboig !” 
spectators. 

“Not Lindboig, Lindbergh,” corrected a 
nearby pedant. 

“Well,” said 


shouted one of the 


the shouting spectator, 


“he’s flying Lindboig’s plane.” 
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CLEAN — STRONG — CONVENIENT 
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ACKAGED in clearly labeled cartons, Scovill Cap 
Screws are easy to sell and convenient to handle. 
You will never be bothered by picking the wrong 

carton—one glance at the label is sufficient. When you are 

selling screws, here is a point to remember—only Scovill Cap 

Screws have a satisfactory tensile strength and at the same 
time a bright, clean, special all-over machined finish. More- 
over, you are protected against possible shortage by the large 
stock kept on hand in the Waterbury and Chicago warehouses. 











Scovill means SERVICE to all who require parts or finished products 

of metal. Great factories equipped with the last word in labora- - 

tories, and modern machinery manned by skilled workmen, are at 
your disposal. ’Phone the nearest Scovill office. 


SCOV 


MANUFACTURING COMPANY - - Waterbury, Connecticut 


NEW YORK — CHICAGO — BOSTON — SAN FRANCISCO 
DETROIT — PHILADELPHIA — LOS ANGELES — ATLANTA 
PROVIDENCE — CLEVELAND — CINCINNATI 
IN EUROPE—THE HAGUE, HOLLAND 








Member, Copper and Brass Research Association 
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Guarantee of Tools a Vital Hardware Problem 


Guarantee Good Advertising 


7% 6é HILE we manu- 

facture a number 
of lines of tools on which 
our sales represent a con- 
siderable portion of the 
total used in the coun- 
try, the guarantee prob- 
lem on our tools is not 
an acute one for the rea- 
son that we do not make 
a line of edge tools. Our 
nearest approach to this 
line is our plane. 

“For our particular line 
we believe in an uncon- 
ditional guarantee. Ex- 
perience leads us to be 
lieve that the few cases 
where a guarantee of 
this kind is abused 
amount to very little 
when oa with coe 

total sales. e regar 
ee ee it as good advertising.” 
(Signed) MURRAY SARGENT, 
SARGENT & COMPANY. 









Have Little Trouble 


6¢.N regard to the guarantee on tools, this is 
I a ane we have very little trouble with, 
for the reason we have long since quit selling 
guarantees. I really believe that the best way 
to sell tools is to select a high grade of tools 
made by a manufacturer with a reputation for 
making good tools. Then sell your customers 
the tools best adapted to their work, and sell 
them on the care and use of them at the same 
time. Although we guarantee tools we have 
very few brought back. But when we do we 
replace them — Remy op this is the 
information you desire, g to remain. 
- , (Signed) J. F. PARRISH, 
Hamilton, Mo. 


Should Be Limited 


“WE do not be- 
lieve that tools 
should be sold by 
dealers with a broad 
guarantee. If this is 
done, little stress is 

the sales- 
either the 


the quality of 
tool. His message is 
simply, ‘If you are 
not satisfied, bring it 
back.’ This leads to 
unlimited abuse. We 
do believe that we 
should manufacture 
tools of the highest 
quality, correctly tem- 
pered for actual ser- 
vice and that the user 
is entitled to receive 
from us a tool that is 
a area 

N M. WILLL soft ree from 
som — flaws. The great abuse 
in accepting the return of tools is as pointed 
out above, partly caused by selling tools as a 
‘bring it back’ proposition, and partly caused 
by what we call ‘policy replacements.’ A dealer 
will often replace a tool knowing full well that 
it has been abused and is not defective, but he 
will call it a ‘policy replacement’ in order to 
hold a customer’s trade. He will then pass the 
tool on to the jobber’s salesman, who will in 
turn accept it as a ‘policy replacement’ in order 
to hold the dealer’s and then the entire 
burden is shifted to the manufacturer. We do 
not believe in ‘policy replacements.’ We believe 
it is incorrect from our distributor’s standpoint, 
beth jobber and dealer, as well as from our own. 
A user who believes that he can impose upon 
the dealer just gets two thoughts; one, that the 
dealer is an easy-mark and the other that the 
tools so quickly replaced must be inferior tools. 
The dealer overlooks the fact that in replacing 
a tool abused and not defective, he not only 





loses the sale of that tool which should come to 
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him, but he loses the profit on the original sale | 


due to the increased cost of handling the abused 
tool. This in turn is reflected on the jobber and 
the manufacturer in lost sales and increased 
expense.” 
(Signed) JOHN M. WILLIAMS, 
Secretary. 
FAYETTE R. PLUMB, INC. 





Too Many Guarantees 


6¢] have thought for a great many years that 
there are too many guarantees on all 
clesses of merchandise and a great many times 
the ler abuses the privileges extended to 
him by the manufacturers. If a good reliable 
hardware store will handle the highest grade of 
tools and other similar items the guarantee 
problem will be reduced to a minimum. 

“In a great many instances the retailer im- 
poses upon the good will of the manufacturer 
by returning goods that should not have carried 
a guarantee. I think that a retailer should use 
good judgment in replacing tools and other 
merchandise without first having in mind the 
manufacturers agreement and guarantee on this 
line of merchandise. He should place himself in 
the manufacturer’s place. 

“In our store we are always ready to re- 
place anything at any time and give the benefit 
of the doubt to the customer providing every- 
thing looks reasonable. 

“I feel that the dealer sometimes sells the 
guarantee instead of the merchandise. If he 
puts too much stress on the guarantee it will 





H. P. AIKMAN 


not be long before customers will expect re- 
placements on such items as hack saw blades, 
wire drills, nails sets and other articles too 
numerous to mention, which any person of 
ordinary intelligence would know could not be 
guaranteed. 

“I want to tell you one story which will show 
you very plainly how guarantees are abused. 
I sold to a customer one of the best grade six ft. 
cross-cut saws obtainable. In a short time he 
returned this saw to me, broken in two in the 
middle. As this saw had been guaranteed to 
him in regard to quality and workmanship he 
expected me to replace it with a new saw. As 
soon as I observed the saw I knew that a tree 
had fallen and snapped it in two through no 
fault of the quality of the saw. I did not re- 
place this saw for I knew the customer was 
unfair and I would not impose upon the good 
will of the manufacturer whom I knew would 
replace the saw had it been returned by me. 
This is a typical illustration of various unfair 
returns which retailers are asked to replace. 

“In the case of practically all jack-knives 
which I have had returned for replacement the 
customer has stated that the blade was broken 
while whittling a soft pine stick. Axes are usu- 
ally b cedar rail. 


lly en ping a 
“If it means the losing of a profitable 
customer, sometimes it is judgment to 


absorb the replacement without bringing the 
monufacturer into the deal at all.” 


(Signed) H. P. AIKMAN, 
Cazenovia, N. Y. 





Have Few Cases 


6¢]N our éxperience cov- 

ering many years it 
is remarkable that we 
have had very few cases 
of imposition by dealers 
on account of claims to 
replace defective tools. It 
is impractical to make a 
hard and fast rule in re- 
gard to dealers replacing 
so-called defective tools, 
but much of the evils of 
the guarantee practice 
would be eliminated if 
dealers would replace 
only such tools as plainly 
show defect; other claims 
for replacement should be 
submitted to manufac- 
turer or jobber, 





GEORGE TOLLEY 
though the latter action should occasion in- 


even 


convenience.” 
(Signed) GEORGE TOLLEY, 
Sales Manager, Underhill, Clinch & Co., 
New York. 


Delusion and a Snare 


‘é E are firmly of the belief that unlimited 

guarantee is a delusion and a snare; that 
it does little good and much harm; that it pats 
a premium on doubtful claims; that it allows 
an unprincipled customer to claim and receive 
an unwarranted allowance which the conscien- 
tious man does not get. . 

“The customer should always be entitled to 
the benefit of a reasonable doubt, and when he 
gets this he is getting a square deal; and the 
maker is entitled to an equally square deal, and 
should not be penalized for somebody’s care- 
lessness. 

“We are very glad to see that there is a 
waking up in many quarters to a realization of 
the dangers that lurk in the policy of unlimited 
guarantee.” 

(Signed) WILLIAM M. PRATT, 
President. 
GOODELL-PRATT COMPANY. 


Retailer Largely to Blame 


“T BELIEVE the retailer is probably the most 
to blame for the problem that has arisen 
over the small tool guarantee matter. In my 
opinion we retailers are inclined to oversell 
some of our merchandise that is guaranteed by 
the manufacturer. We replace, without ques- 
tion, merchandise that should not be replaced. 

“We in our store are trying to educate our 
salesmen to tell our customers that our tools are 
guaranteed against defective material or work- 
manship, but that we do not replace the mer- 
chandise if it is self-evident that the tools have 
been abused and, b of that, have broken. 

“Of course we have to keep the good will of 
our customers, but you will find that in the 
majority of cases they are reasonable. For in- 
stance. take a guaranteed hammer or axe. A 
customer after using them for several months 
brings them back for replacement. We can 
usually get a satisfactory adjustment with him 
on the basis that he has had considerable use 
of the tool, and hasn’t it been worth something 
to him? We invariably are able to settle at 
least on 50 per cent of the cost. This enables 
us to get out on the deal and we do not have 
to burden the manufacturer with a lot of re- 
turned merchandise. 

“We have no fault to find with the manufac- 
turers we deal with on making good any defects 
in material or workmanship. So I say that if 
goods are properly sold the small tool guarantee 
is not much of a problem.” 

(Signed) HARRY STRONG, 
STRONG HARDWARE CoO., 
Battle Creek, Mich. 
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The Old 
Style 
Cutter Job 
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“Here’s a New Pipe Cutting 
Wheel that leaves no Burr!” 








The 


Armstrong 
Cutteroll 
Job 











2 CUTTER- 
OLLS and 1 
wheel will 
transform any 
Armstrong 3 
wheel cutter 
into a 1 wheel 


cutter. 


A radical departure from others. These newest 
Armstrong CUTTEROLLS cut rapidly, remove 
every particle of outside burr like the one wheel 
cutter, and assure a perfectly square edge like 
the three wheel cutter. No filing necessary. 


Adaptable for any GENUINE Armstrong Pipe 
Cutter. Three sizes. Packed two wheels and 
pins to the box. 


When a New Pipe Cutter is wanted—sell the 
GENUINE Armstrong. A New Pin, which can 
be quickly set into the present cutter with a com- 
mon punch, is supplied with each CUTTEROLL. 


Remember, Armstrong advertising sends the 
customers to you. Please order from the near- 
est Jobber, instead of sending to us. 


The ARMSTRONG MEG. CO. 


Our Only Addresses 
Main Office and Factory 


BRIDGEPORT, CONN. 


New York Office 












181 Lafayette St. 
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floor space 


Sell 
more 


lawn 
mowers 












ERE is another sales aid 

for dealers in Blair lawn 

mowers, for display in the 

window or on the floor. 

is light in weight, collapsible 

and easily stored, yet strong 
and attractive. 


Dealers who select Blair lawn 
mowers for their 1928 line 
will have the opportunity to 
secure this display. 
Write for details and prices. 
Blair Manufacturing Co. 


Established 1879 
Springfield, Mass. 


BLAIR 
LAWN YN MOWERS 
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Everybody’s Business 
(Continued from page 41) 


that falls on green plants, only one per cent is now 
utilized. What a tremendous benefit it would be to 
humanity if a way could be found to increase the eff- 
ciency of nature’s method of utilizing sunlight even a 
fraction of a per cent. Already we know that plant 
growth can be accelerated by increasing the carbon di- 
oxide supply, light intensity, and the temperature of the 
surrounding atmosphere. 

The outcome from new knowledge resulting from this 
type of pioneering will be methods permitting the more 
rapid growth of trees and vegetables, lower costs for 
producing foodstuffs, and the conversion of far more 
sun energy into mechanical power. Regions of aban- 
doned farms such as exist in New England will again 
buzz with the activity of an agriculture reborn. It will 
be as necessary for the farmer to have a technical train- 
ing as it is for the engineer and the doctor. Farming 
will be a profession, not a trade. 

And in the marketing of perishables there will be no 
less amazing transformations. Already it is becoming 
necessary to use artificial means to ripen fruits and veg- 
etables that were pulled while green. Ethylene gas has 
been employed in various places to make green fruits 
appear ripe, which is none too proper. But fortunately 
this same gas can also be utilized to make foods undergo 
exactly the same changes in composition that occur when 
they actually ripen on the plant. Some things matured 
by the gas method have even a finer flavor than when 
ripened on the vine. 

All of this points to radical changes in current prac- 
tices. A few cubic feet of gas costing less than fifty 
cents will be sufficient to effect a remarkable change in 
a whole carload of green produce. New methods of 
quick freezing that will allow large quantities of canned 
and boxed fish and meats to be submerged for a moment 
in liquid air will permit householders to buy steaks, 
chops and poultry in package form from the nearby 
grocery or delicatessen. 

The rapid freezing of fish is already a commercial 
success, giving Middle-West families all the advantages 
of Coastal residents so far as fresh sea-food is con- 
cerned. With dozens of other preservative methods 
coming into early use, we will witness as great a change 
in the grocery as has taken place in the drug store. The 
brand on a food package will be sufficient to insure that 
the contents are choice, and the cold storage plant will 
be far less of a necessity. 

No longer are we satisfied to put up with an incon- 
venience or submit to a nuisance. We started in to con- 
struct buildings of steel and right away we found that 
the new plan had ushered in a bedlam of noise caused 
by riveting. Quickly there developed a demand that the 
noise be eliminated. Research was undertaken and a 
process of electric welding perfected so speedily that 
already we have steel buildings constructed without 
rivets. 

Not all engineers are agreed that the new methods 
are as trustworthy as the old. But let no one doubt that 
the use of gas, electricity, or a method of pressure riv- 
eting will completely do away with hammering. There 
is no safety for any corporation that employs a practice 
that constitutes a nuisance. The noise of riveting has 
done more than all else to develop arc welding, which 
process is already making it possible to manufacture at 
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a lower cost a wide range of products that have hereto- 
fore been made out of castings or with rivets. 

Experts tell me that arc welding can be applied to 
ninety per cent of all machinery and that the resulting 
saving would exceed twenty per cent of the present-day 
cost of such apparatus. The head of our largest elec- 
trical concern stated recently that the substitution of 
structural steel for castings in their own products was 
saving them more than a million dollars a year. This 
is a remarkable achievement in view of the fact that this 
company has so far applied electric welding only to one- 
tenth of the machines and parts to which it will eventu- 
ally apply it. 

Then there is that astonishing discovery that permits 
the molding of rubber with electricity. Rubber can now 
be electrolytically deposited onto metal or ceramic molds 
in a way resembling the electro-plating of metals. This 
new process will soon be giving us inner tubes for auto- 
mobile tires, bathing caps, tobacco pouches, hot-water 
bottles and hundreds of other rubber articles of highest 
quality. We have long used rubber to keep electricity 
where it belongs; now we will employ electricity to put 
rubber where we want it. 

Another great improvement was the high-efficiency 
tungsten lamp. But the new filaments were so bright 
that the glare hurt our eyes and again there was a 
demand for a remedy. The bulbs were frosted, but this 
permitted dust to collect on the lamps. It was clear 
that a way must be perfected to frost the bulbs on the 
inside; however, when this was tried the glass became 
as brittle as an egg shell. Research persisted and finally 
it was disclosed that if a second acid solution, weaker 
than the first, was sprayed into the bulb, the glass would 
retain its strength. 

While this disclosure came as the result of a simple 
line of experiments, it gave us the inside-frosting 
method which has increased the efficiency of lamps, 
eliminated sharp shadows, made fewer styles necessary, 
and provided a higher degree of eyesight protection. 

In the fuel field, as elsewhere, there are no end of 
opportunities for the exercise of inventive genius. A 
few years ago it was considered good practice to get a 
kilowatt-hour of electric power from three pounds of 
coal. Now there is a new plant in Cincinnati that is pro- 
ducing this same unit of energy from less than one 
pound of coal. Up at Rochester a gas company is cool- 
ing its coke without the use of water, thereby saving the 
sensible heat of the coke heretofore wasted by wet 
quenching. A half-dozen processes are being employed 
in a small way to extract a good quality of fuel oil from 
a cheap grade of coal, while out in Ohio they are manu- 
facturing amyl acetate from natural gasoline, a process 
that will greatly benefit the lacquer industry. 

Invisible rays of all kinds are being employed for 
numberless purposes. The bombardment of electrons 
from cathode rays dries fresh paint quickly. Altera- 
tions in the writing contained in documents can be de- 
tected instantly by ultra-violet rays. This same type of 
invisible light will reveal whether pearls are artificial, 
diamonds false, or a letter has been opened and later re- 
sealed by some postal thief. 

A growing use of invisible light is in the production 
of spectacular effects. Recently the sunken garden of a 
hotel park was floodlighted with lamps giving off ultra- 
violet rays. The surrounding flowers and shrubbery had 
been sprayed with luminescent paints containing chemi- 
cals having the property to absorb short rays and send 
them forth in longer waves that were visible. This pro- 
duced a beautiful effect, for every leaf and flower glowed 
in various colors in the surrounding darkness. Even the 
water of the fountain in the center of the garden was 


When Summer 


Comes 
] 


The desire for cool fresh drinks, ice cream, 
and preservation of fruits and vegetables 
will increase the demand for ice picks and 
ice shaves which will make them an import- 


ant item for hardware counters. 











The Arcade ice picks and ice shaves are 
of unusual quality. Each pick has a ‘‘needle- 
point’’ of very tough hard, crucible spring 
steel. The Arcade ice picks may be driven 
with ease through a penny without blunt- 
ing or bending the points. Place your order 
now for early delivery. 


Write us for Catalog.- Ask your Jobber for Prices. 


ARCADE "PSV 


Arcade Manufacturing Co. 
Freeport, Illinois 
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LL-METAL 


at the 

same 
old price 

$16.15 


for 500-lb. capacity 


$18.90 


for 1000-Ib. capacity 









- tip 

not 
easily bent; 
retains accu- 
» racy. 





casts 
shadow. 


poise ; 
no 






Tool - steel 
bearings; 
rustproof — 
because 
Parkerized. 


A better scale 
for your trade 


The same Fairbanks Scale you’ve known for its value 
and accuracy for years—but now available for your trade 
in a new all-metal construction—and at the same old 
price. 

All-Metal! Nothing to warp or crack—platform, pillar 
and cap are now made of metal, too. 

Fairbanks production and volume sales have made it 
possible for you to offer this better scale at the same old 
price—a price low enough to give you the “edge” on sales. 
Just show this new Fairbanks Scale to a prospective 
customer! Point out the advantages of a scale that will 
stand time, sun and weather and retain its accuracy. When 
you mention the price it is apparent to anyone that this 
scale is a real “buy.” 

If you are not already a “Fairbanks” dealer, write us for 
our Dealer Proposition. 


Fairbanks, Morse & Co., Manufacturers 
900 S. Wabash Avenue, Chicago 


And forty other principal cities in the United States 


Fairbanks 
Scales 


Preferred the 2 W orld Over 








| 
Y Fasy-reading 





treated with similar chemicals so that it sparkled in the 
beams of “black” light. Hundreds of people walked 
through this amazing garden with teeth and eyeballs 
rendered fluorescent by the strange rays. Even clothes 
that had been colored with aniline dyes glowed under 
the stimulation of the invisible vibrations. 

Truly it is a time of miracles. A day when the fellow 
in the laboratory playing with sparks, rays and test 
tubes is more to be feared than a king’s army. Research 
has become the touchstone of business success. It pays 
huge dividends to its faithful advocates, but is relentless 
in dealing out destruction to those who deny its su- 
premacy. 


Coming Hardware 
Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
AND SOUTHERN HARDWARE JOBBERS’ ASSOCIATION 
Joint Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. Charles F. Rock- 
well, secretary-treasurer, 342 Madison Avenue, New 
York City. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 


Lou1st1aANA RetTAiL HARDWARE IMPLEMENT ASSO- 
CIATION CONVENTION AND EXHIBITION, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 


MississipPI RETAIL HARDWARE AND IMPLEMENT 
AssocIAMon CONVENTION, “dwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


NaTIONAL RetatL HARDWARE ASSOCIATION COoN- 
Gress, Boston, Mass., June. 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington Street, Indianapolis, 
Ind. 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


SouTHERN HARDWARE JOBBERS’ ASSOCIATION AND 
AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Jornt Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. John Donnan, 
secretary-treasurer, Richmond, Va. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION ConvENTION, Amarillo, Tex., April 9, 10, 11, 1928. 
_ Headquarters, Amarillo Hotel. 
| tary-treasurer, Canyon, Tex. 


C. L. Thompson, secre- 
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The Farmer Comes Back for Fence 
(Continued from page 30) 


that the greatest agricultural problem of recent years 
has been over production. 

This marvelous accomplishment is due to improved 
methods and management. Steadily, almost uncon- 
sciously, yet with almost the speed of a neighborhood 
scandal, moderrr ideas have become a part of the farm- 
ing structure. Crop rotation, diversification, better seed, 
seed testing, fertilizing, restoration of nitrogen to the 
soil, cultivation methods, improved implements, the 
tractor, the truck, the combine, better live stock breed- 
ing, better feeding methods, disease prevention, care of 
pigs, calves and lambs, cooperative activities and many 
other advanced method and management ideas have 
speedily permeated farm life through the media of farm 
papers, agricultural schools, extension work, county 
agents, the grange, manufacturers’ advertising, auto- 
mobiles, improved roads, the radio and word-of-mouth 
propaganda. 

Even so, the movement toward modern farming is only 
started. Although many of the proved modern practices 
are widespread they are still in their infancy. Take, for 
example, the McLean County sanitation system of raising 
pigs. This is recognized by authorities as producing 
remarkable results in keeping pigs free from worms and 
disease and speeding their growth. Yet of the 4,850,000 
farms having swine probably not more than 1 per cent 
take advantage of this advanced system. 

Modern farming means diversified, live stock farming. 
Single crop farming, and the marketing of cotton, corn 
and wheat as primary crops are giving away to the mar- 
keting of farm products in the form of beef, pork, 
mutton, wool, poultry, eggs and dairy products. Live 
stock farming calls for wire fences. Some idea of the 
tremendously larger quantities of fence required for the 
McLean County sanitation system of hog raising alone 
will be gained by a moment’s study of the picture at the 
bottom of this page. 

The farm is, and will continue to be, the great fence 
market, and every hardware merchant interested in farm 
customers should lose no time in making his store their 
source of supply. At the same time the residential and 
industrial markets for fence in towns and cities are 
rapidly assuming very considerable importance, afford- 
ing a substantial additional volume of profitable business 
for the merchant who will cultivate the market and 
serve its fence needs. Altogether fence comprises an 
item of potential sales that no hardware merchant in any 
community can afford to overlook. 


The Forgotten Man 


$s HE forgotten man” is that individual who does 

an honest day’s work, pays his bills, brings up 
three or four children, indulges himself in a pipe or an 
occasional cigar, keeps up a small savings account, never 
asks for charity from anyone, never gets into trouble with 
the police, never makes a speech or writes a letter to the 
editor—in short, he’s the individual who keeps going on 
his own momentum, good times, bad times, or indif- 
ferent times. 

When the hat is passed around for the down-and- 
outers, the Forgotten Man chips in his mite. 

The tax gatherer visits the Forgotten Man regularly 
and collects toll for the upkeep of the police, courts, 
jails, workhouses and poorhouses—none of which the 
Forgotten Man ever uses.—E «change. 














You can’t 
blow it out 





A sixteen-inch electric fan running 
full blast will not extinguish a 


DREADNAUGHT 


This test will sell a DREADNAUGHT to any 
man who has had experience with old-style blow- 
torches. 

It proves correct burner design, which insures 
continuous operation in windy zero weather. 


DREADNAUGHTS are all brazed steel. They 
are safe, long-lasting, economical and built for 
service. They are also self-cleaning. They'll 
bring you greater profits and repeated sales. 

STOCK THEM NOW FOR THE 
DEMAND JUST AHEAD! 


P. WALL MFG. SUPPLY CO. 
3126-66 Preble Ave., N. S., Pittsburgh, Pa. 


"Since 1864” 


Distributors 
Write today 
for litera- 
ture on the 
Wall No. 
41 Torch. 











To Save Time, Write to Nearest Representative 


New York: E. H. Brinkman, 30 Church St., Room 446. 
Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 
Boston: Walter C. Gindele, 241 Purchase Street. 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 
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Wife-Savers ! 












Make Your Store 
Headquarters for 


House Cleaning Helps for Housewives 

Why not make a special effort this year 
to cultivate the goodwill and patronage 
of the housewives? In your advertise- 

- ments and window displays during March 
and April, feature such household helps 
as ladders, pails, mops, chamois, paint, 
vacuum cleaners and especially 


Puritan Oil Soap: 
Best and safest cleanser for linoleum, furniture and 
varnished woodwork. Leaves the hands soft and 


white. 


Puritan Metal Polish: 
Makes polishing easy—and what a luster! 


Send for display cards and leaflets on Puritan Products. 


PURITAN SOAP CO., Rochester, N. Y. 


Manufacturers Since 1823 




















SELLING POINTS 


A quality 





tape that 
can be ex- 
posed to any 
weather con- 
ditions with- 
out deterior- 


ating. 


Free from 








pin holes. 
sea) | Guaranteed 
SLIPKNOT s : 
Bienen! | to stick and 
ee to hold. 








Slipknot Friction Tape 


The Leading Brand of Friction Tape for the Hard- 

ware trade. Put up in one, two, four and eight 

ounce rolls in handsome Orange and Blue Con- 

tainers. Display Carton holds 32 one ounce rolls. 

Also manufacturers of Rubber Heels and Composition 
Tape. Write for Prices. 


PLYMOUTH RUBBER CO., Inc. 


1000 Revere Street, Canton, Mass. 

















Stoves, Art, Statesmen and the Ladies 


(Continued from page 27) 


life of his friend, Oscar Wilde. I don’t think I would 
care for either of them to write my life. 

I am just about 70-10-5 per cent through with the 
book. At first, as I read, I had just a small teeny bit 
of a dislike of “Disraeli.” I didn’t like him as a boy. 
Then after he grew older I regret to say that my dislike 
increased. Finally, when he became a Member of Par- 
liament and played around lick-spittling the boots of dis- 
tinguished and influential people in the hope of receiving 
an invitation to dinner, I liked him still less. However, 
when Sir Robert Peel was about to form his ministry 
and when Disraeli wrote him a personal letter,- begging 
him to place him in the ministry, on just any old job, 
then I became disgusted! Mrs. Disraeli was a very nice 
woman. She was naturally interested in her husband’s 
ambitions, and it seems that she also wrote Sir Robert 
Peel a personal note, without the knowledge of her hus- 
band, begging him not to overlook Izzy. But Sir Robert 
was adamant and Izzy did not get the job. Beaconsfield 
was patient and a good waiter. If he was sore through 
and through, he did not show it. He stood up in the 
House of Commons and backed up Sir Robert Peel, 
whether Sir Robert Peel wished his backing or not. In 
other words, Sir Robert knew just how sore Izzy felt, 
and he wished he would get out of the party and be an 
open enemy, but Izzy was not made of that kind of stuff ; 
Izzy just stuck to the party. 

Of course he was smart. He must have had a certain 
flame of oratory. Sir Robert Peel’s supporters on the 
Ministers’ Bench were a mediocre lot. When some stir- 
ring case came before the House, first Sir Robert’s min- 
isters would speak—they sat in the Ministers’ Box; they 
were the top-notchers; they were supposed to be the 
spokesmen for the party. When they had done their best, 
which did not amount to much, then Izzy would rise up in 
his place and speak for Sir Robert Peel and the Conser- 
vatives, and he spoke so well that he made the ministerial 
bunch look like down and outers. There was the con- 
trast—mediocrity in power with genius out of power. 
Can’t you see what an effect this must have had on the 
House? It was just as a business meeting where you 
have some man loaded down with titles who doesn’t know 
whether he is going or coming, while some other fellow 
who has no titles knows all the the facts of the case and 
tells the board of directors just what they should do. 
Life is full of these little ironies, and some of us havé 
just enough of a sense of humor to see them. Of course, 
we all know that Izzy became Prime Minister—honors 
and wealth were heaped upon him. 

Was it at the Conference of the Nations at Vienna 
that he covered himself with glory as a diplomat? I 
don’t know. All of this is somewhat hazy in my mem- 
ory, but when I read the 30-71%4-5 per cent of the book 
that is left, I will learn how Izzy got to be Prime Min- 
ister and just what he did at Vienna. 

{ have forgotten just whether Queen Victoria liked 
him as well as she did John Brown or whether she did 
not like him. My impression now is that Queen Victoria 
did not like his little black curls or all his watch chains 
that he dangled in his beautifully brocaded silk vest. I 
am all mixed up on whether Queen Victoria liked Glad- 
stone better than she did Beaconsfield. Maybe she did 
not like either of them. I have an idea she did not. 
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But as they say of the Two Black Crows—why bring 
that up? 

One thing is certain, and that is if it had not been 
for Izzy’s other lady friends he would not have arrived 
anywhere in politics. Of course, we all know that great 
men were made by the ladies in France, but it is some- 
what unusual for a great man to be made by the ladies 
in England. But after all, there is something feminine 
about Disraeli. In his youth—in fact, all through his’ 
life—he was a dandy. Then he understood women. He 
knew how to handle women; and, of course, some of us 
know, and, of course, you know that the art of handling 
women is to be sympathetic; just listen—be sympathetic 
—know when to turn a neat compliment, and the world 
and all there is in it will be yours—my son! 


The Outlook for 1928 


As Seen by Prominent Hardware Men 


Not So Good for the Retailer, Says Chas. 
T. Woodward 


“From a retailer’s standpoint, the outlook for hardware busi- 
ness in 1928 is not so good. From a manufacturer’s standpoint, 
just as good as 1927, and I believe some better. 

“In explanation, we all know that nearly all other lines of 
retailing are handling more or less hardware, selling it at cut 
prices, and often giving it away as premiums, all for the purpose 
of getting the public into their place of business. Naturally this 
takes business away from the hardware store. 

“This is simply one of the changes that modern merchandising 
has brought about. We should not become discouraged, but we 
should change our old ways and policies, and become modern 
merchandisers ourselves. 

“We all know what the hard roads and automobiles are doing 
to the cross-road towns. Look at the thousands of small stores 
lining the paved ways, each one taking some business away from 
the cities and villages. In my opinion, there is just one way to 
meet this new competition, and that is for us to go back still 
further and make more or less of a general store out of our once 
so-called hardware store. Add to your steck the quck selling 
turnover profitable lines of your many competitors. 

“We are today selling some items of the so-called drug store 
line. And we are going to add more. Groceries? Yes, a few. 
And just as soon as we can make a favorable buying connection 
we will add the profitable end of the grocery line, leaving the part 
that goes into the garbage can for the other fellow. Add queens- 
ware, glassware, push the sale of bird cages and have a full 
line of tonics and song restorers. 

“Sell or give away most all of your show cases. Display your 
merchandise on tables. You say they will steal it. Good. You 
will at least get rid of it. And they will know the quality of the 
goods you handle. Something they will never know if you keep 
it in a show case, in a drawer or on the shelves. 

“I believe the time has arrived when at least seventy-five per 
cent of the hardware stores, as I choose to express it, should 
handle most everything from soup to nuts.” 

(Signed) Cuas. T. Woopwarp, Carlinville, II1., 
N. R. H. A. 


Past President, 


Arthur Moreau Looks for Good Year 


“T believe that the outlook for 1928 is good. It will offer 
plenty of opportunities to the hardware dealer, providing he is 
willing to take advantage of the many new lines that are now 
considered so-called hardware stock. 

“The day of the old hardware store, as most of us remember 
it, is gone, but the future is certainly bright for the established 
hardware dealer who makes his store compare favorably with 
those successful chain stores in his community.” 

(Signed) ArTHUR E. Moreau, President New England Hard- 
ware Ass’n, and Mayor of Manchester, N. H. 
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Increase your 
Bulk Garden 
Seed sales by 
using Condon’s 
Glass Display 
Jars, Rack, 
and Measuring 
Glass as shown 
in picture. 


A real seed store at very small cost. 


Equip your seed department with a real 
selling outfit. You will be surprised at the 
increased sales you will get. 

Condon’s Display Jars, size 3%x3%x10, 
at $3.00 per doz. 

Condon’s Display Rack, holding 24 bottles, 
at $3.50 each. 

Condon’s Bulk Seed Measuring Glass, as 
shown in the picture, furnished free to our 
customers handling Condon’s Bulk Seed, on 
all orders of $25.00 or more. Chart showing 
graduations sent with each measure. 


NOW READY! Our 1928 Merchants’ Whole- 
sale Catalog. Write for your free copy. 








CONDON BROS. SEEDSMEN Pe ao 
Rock River Valley Seed Farm Measuring 
638 Cedar Street ILLINOIS Glass 


ROCKFORD 
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HAND RGED ;*= 3 ae 


Wroucut [RON 


For Your Most. 
Discriminating Trade 


O those searching for the 

different, as well as the beau- 
tiful and substantial in home 
hardware and fixtures. To such 
discriminating buyers, our gen- 
uine hand-forged wrought iron 
articles are most appealing. 


al? Ae 
Ex 


Here’s A Unique Letter Box 


No. 565—The ‘‘Village’’ Letter Box, 
is a handsome affair, ready to add dis- 
tinction to any home. Note the grilled 
front; the lipped cover; the clever 
arrow cut-out work at top. All done 
entirely by hand. Size 6%” x 184”. 
Price 00. 


Write for Compiete 1928 Catalog 


The TREASURE CHEST, Asheville, N. C. 
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E. C. Atkins & Co. Publish 
Winter Issue of Saw Kerk 


The Winter Issue of The Saw Kerk, 
has been published by E. C. Atkins & Co., 
Indianapolis, Ind. In this issue are an- 
nounced the names of the winners in the 
recent Saw Kerk Quiz and also correct 
answers to the picture which was recently 
published. 

Among the interesting articles is one 
about operating portable saw mills in the 
winter and another on the development of 
the electric hand saw. The book is filled 
with its usual style of bright, interesting 
reading, of value to all hardware men. 





Portable Swivel Bench Vise 


A strong, swivel base clamp vise is 
now being manufactured by Modern 
Grinder Mfg. Co., 64 Reed St., Milwau- 





kee, Wis. The feature of this product is 
the clamp which allows the vise to be 
taken to the work to be done. 

The jaws are accurately milled and 
closely fitted. The clamp screw has a 
wheel grip and the swivel locking device 
is positive. Red enamel is used on the 
body of the device supplied with or with- 
out malleable iron, case hardened pipe 
jaws. 


New Issue of Flit News 


Another copy of Flit News, published 
regularly by the Stanco Distributors, Inc., 
26 Broadway, New York City, has re- 
cently been received. This is an interest- 
ing publication, well illustrated and con- 
tains many articles of interest to both 
dealer and salesman. 





Lockwood Catalog No. 9 


The Lockwood Mfg. Co., South Nor- 
walk, Conn., recently issued a Supple- 
mentary Builders’ Hardware Catalog, No. 
9, which illustrates and describes in de- 
tail the most popular items of builders’ 
hardware which the company manufac- 
tures. It is a very handy reference book 
and supplements the company’s catalog of 
its complete line. 





Durst Catalog No. 35 


Catalog No. 35 has recently been issued 
by The Durst Mfg. Co., Inc., 468: Broad- 
way, New York City. - This catalog is 


devoted to the brass and rubber plumbing 








specialties which the company manufac- 
tures. It is a well prepared book, illus- 
trating, listing and describing many prod- 
ucts, among them the following—force 
cups, washers, rinsers and stoppers, han- 


dles, couplings, hose, faucets and shower: 


bath equipment. 


Simplex Screw Jack Line 


A new line of screw jacks with many 
improvements in design and finish has re- 
cently been placed before the retail trade 
by Templeton, Kenly & Co., Ltd., Chicago, 





Ill. Instead of having the solid frame, 
Simplex Screw Jacks have been built with 
an open handhole, permitting the screws of 
the jack to be visible at all times, which 
is a safety feature. The carrying handle 
is a cleverly formed portion of the hand- 
hole, being braced and ribbed which adds 
to the strength of the jack. The screw 
and head are forged steel and the standard 
and cap are of refined gray iron. A Duco 
finish has been applied which prevents rust- 
ing or corroding. To assist handling, each 
size is lacquered in a different color. 
Thirty-two sizes comprise the line, em- 
bracing only the styles that are univer- 
sally in demand. Included in these sizes 
will be one special size, known as a Junior 
Jack, for farm, house and garage use. 


_- ‘ 


Alsteel Hose Clamps 


Alsteel Mfg. Co., Battle Creek, Mich., 
is now packing its “Alsteel” hose clamps 
in individual cartons containing one dozen 





of a size. This method of packing keeps 
the dealer’s stock in better order and he 
does not have to buy a gross, in order to 
carry a representative stock. 

The clamp is made of band steel and is 
galvanized with the nut welded on. This 
prevents hurt fingers and wasted time, 
caused by slipping and dropping of nuts. 
The clamp has a recessed tongue and 
flanged head. 





L. C. Smith Guns Used by New 
World’s Record Winners 


It is interesting to note that the first 
world’s record for shooting in 1928 was 
made with L. C. Smith guns, manufac- 
tured by the Hunter Arms Co., Fulton, 
N.Y. 

At the R. S. Elliot Annual Interstate 
Flyer Shoot, held in Kansas City, Mo., 
the Wisconsin five man team won the 
Team Championship and made a new 
world’s record on live flyers by killing 99 
out of 100. Four members of the team 
killed 20 straight and the remaining mem- 
ber killed 19. The entire squad used 
L. C. Smith Crown grade ventilated rib 
guns. 


New Union Hardware Catalog 


A new catalog has recently been pub- 
lished by the Union Hardware & Tool 
Corp., 74 Reade Street, New York City. 
It has more than 80 pages and illustrates, 
describes and lists the large line of hard- 
ware and tool items which the company 
manufactures and distributes. Among the 
items worthy of mention are the Graham 
Night Latches, of which the company is 
the exclusive distributor and the Univer- 
sal Vise Grip, manufactured and distribu- 
ted by the company. 


Savage Super-Sporter 


‘Savage Arms Co., Utica, N. Y., has 
added two new models to its line of 
Sporter rifles. The new guns are known 
as Models 40 and 45 Super-Sporter. The 
latter gun has a special finish, which dis- 
tinguishes it from No. 40. The Super- 
Sporter has a bolt action of the repeat- 





ing rifles and in appearance resembles that 


lof the British big-game rifle, having the 


| large, blunt forestock. 


The bolt action 
has been shortened considerably, so that 
repeated firing can be done from the shoul- 
der without lowering the piece. The igni- 
tion stroke is very rapid. A feature which 
will appeal to sportsmen is the fact that 


| the magazine can be inserted from below 


while the rifle is loaded and while the 
cartridge is in the chamber. Model 45 


| includes a Lyman rear peep sight. 








Caldwell Mfg. Co. 1928 Catalog 


Caldwell Mfg. Co., Rochester, N. Y., 
recently issued its 1928 catalog and price 
list on hardware specialties manufactured 
by the company. 

In the catalog are described the regular 
line of Caldwell sash balances including 
the marine window balance, show case 
balance and wall case balance. Other 
items shown are the vertical door holder, 
window holder, screen springs, nutmeg 
grater and screen door check. 




















HARDWARE AGE for MARCH 15, 1928 ve 


Thrills Galore! 


Its Lightning Action 
Brings a Shower of Sales 





























POPU! AR 
MODEL 
No. 40 

Size: 15%” 

long. 

534” wide. 


—The New Racing Game SENSATION! 


Suspense every moment from the time the horses item ‘“‘Gee-Wiz” is it! Simple in operation—no 
dash away from the barrier until the flags go gears and no springs. Three models made up 
up one by one as they finish! No two races re- completely in our Pittsburgh factory. Model No. 
sult alike. Here is a game that has everything 42, the De Luxe size, (for clubs, larger homes, 
—action, color, and gripping interest. And its etc.) The standard model No. 41, (a splendid 
attraction is limited to no age and no sex. If sporting size) and the Popular model No. 40 il- 
ever there was a profit-promising sporting goods lustrated above. Write now for details. 


“Send for Booklet 11 A for full information on GEE-WIZ” 


WOLVERINE SUPPLY & MFG. CO. 


Factory at General Sales Offices: 200 FIFTH AVENUE 
PITTSBURGH, PA. NEW YORK CITY. Room 406. Gramercy 3453 








iWiST Drvdges 




















Just as your new desk pad calendar will remind you to 
order CLEVELAND Twist Drills and other items, so will a 


CLEVELAND #22), Drill Cabinet 


remind customers of their needs and increas We supply them to retailers at less than 
your drill sales. It is doing it every day for large quantity production cost to us— 
many dealers. $20.00 f.o.b. Cleveland. They are 
You do not have to order an assortment of beautifully finished in olive green, hand 
Cleveland Twist Drills to secure one of these lacquered, with black, red and silvery 
handsome cabinets. lettering. : 













Their six spacious drawers have ample 


The Cleveland Twist Drill Co., 3-15-28 

Cleveland, Ohio. compartments for the best selling sizes. 

Centlemen: $ . ° 
They will last a life time. 


Please send complete information § about 
your Cleveland Metal Display Drill Cabinet. 


(eeeeuesescsesaser™ 





Send the coupon and get full details. 






ates. TMD. cccroceccccewwecsvwscecese 


Berent OE BMA occ sc cccctesccvecvscvcs 
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VACUUM | 
FREEZER 
Self-Freezing 


Tue finest wooden tub, automatic 
freezer made. And the radically re- 
duced retail prices will make Every- 
body’s more popular than ever. 


BUY FROM YOUR JOBBER 





1140 BROADWAY, NEW YORK, N. Y. 








. frequently that a small 


“Is This FREE Display Cabinet 
Working for You?” 


Get one from your Jobber.* 
Station it in the fore- 
part of your store. Keep 
it there. Watch custom- @ 
ers stop—look and buy 
Domes of Silence. It’s 
a handsome STEEL cab- 
inet that does full jus- 
tice to a standard prod- 
uct that sells on sheer 
merit and repeats 80 








DOMESY SILENCE 


zon] 


glolotc: 


item becomes a source 

of steady profit. 

We also make all grades of Sliding Casters, 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street, New York City 





Pin 











OATES 


Makers of Precision 
HAIR CLIPPERS 


and 


ANIMAL CLIPPERS 
Since 1880 


COATES CLIPPER & MFG. CO. 


Worcester, Mass. 




















PITTSBURGH \ 
age Products | 
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Montana Hardware Men 
Thank Llew S. Soule 


Just a line of appreciation for your attendance and 


| message as delivered to the Association at our Butte 


meeting. 

A multitude of duties has kept the writer occupied 
since our meeting, but during the time elapsed he is much 
gratified to hear the many favorable comments from 
dealer and traveler on the spirit and interest displayed at 
our convention. 

It is indeed a pleasure to thank you on behalf of the 
Association and self for your helpfulness in contribut- 
ing to the success of our convention, and it is our sincere 
wish that you will again be with us in convention 
assembled. 


H. G. O’RourkeE, Pres. 


Among the many letters of appreciation received by 
HarpWARE AGE are the following, which refer to Llew 
S. Soule’s recent trip to Western conventions : 


Just a line to let you know that we appreciated your 


coming to Butte to attend the Montana Hardware 
Dealers’ Convention recently. As stated in your maga- 


zine dated March 1, it was the most successful conven- 
tion held in this State, from a standpoint of education, 
as well as good fellowship. 

All in attendance enjoyed your talk immensely. As 
you know, hardware men have a language of their own, 
and you talk their language, so that it was thoroughly 
understood, and hope you will see your way clear to visit 
us again at some future date. 

I was particularly pleased that you took the time to 
pay us a visit at our store. With best wishes for your 
continued success, I am, 

Yours very truly, 
E. S. WoopLanp, Manager, 
Montana Hardware Company. 


Greater Success Lies at the Elbow 


*€4~\UR commercial and industrial system has become 


so complex and so finely attuned that only those 
may hope to succeed who are informed.” 

Thus wrote Herbert Hoover in the January, 1928, 
issue of Factory and Industrial Management. 

It is one of the mysteries of business why so many 
otherwise intelligent business men struggle along day 
after day, caught in the details of jobs that are domi- 
nating them, while at their elbows on their desks are the 
magazines of their industry which, if they would take 
the time to read them carefully from cover to cover each 
week or each month, would give them the information 
and the perspective to dominate their jobs completely, 
and to face competition better equipped than their com- 
petitors. For the battles of business are battles of 
strategy, based on knowledge, and life is too short to 
accumulate all knowledge by first-hand experience. 

It is literally true that greater success lies at the elbow 
of two-thirds of the business men of America.—System, 
Magazine of Business. 
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ELP the housewife save her poor fingers. 

Sell her or her husband a tool case to 

keep all the tools available when needed. The 

Green Line Armored Tool Case—household 

model—appeals to every man and woman. It 

helps you sell tools too. A complete catalog 
and sales literature mailed on request. 








GREEN-CASE, Inc. 


Racine, Wisconsin 
Eastern Office 
89-91 Warren Street 
New York, N. Y . 


Chicago Office 
Surpless Dunn & Co. 
34 No. Clinton St. 

















No. 70-25 —A s 


Householders Case. Hasfulllength 5 | 


compartment tra 
for 20” saw. 


Size 8” x 8” x 25”, 


POOR FINGERS 


hi 





pecially designed 


y and saw bracket 


cw 
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“POULTRY NETTING 


Galvanized Before and Galvanized c4/fter Weaving? 


~~ CHICAGO) 
Lim Se es a 
- SPRING HINGES > y here 
f Finish P 
i " 2 
(A Type for Every Requirement ). / 2 one 
Finish , [ } . P- wd 
i 3 8 
Architects and EO . 
PEARL 
an SCREEN 9 WirE 
Build a 4 
: a PyrOa A 
DARK A J 
Those who want the Tinish fg 
best, when building, | 14, 16 i be sksarits 
™ specify and use Chicago ees ‘| eye ae 
Type 2242 66 ° 29 — he Genie 
“Triplex” Lavatory Triplex” Lavatory Yt 


Spring Hinges 


x. . Ee. —— 


Spring Hinges. 





Dealers who sell these hinges may expect 


/ GaLvaNiIzED STEEL WiRE CLOTH 


mcAll Grades 











satisfied customers and repeat orders. 


Send for Catalogue No. H-42 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 








4 _ Look for the tag, carrying our name, at the end of every roll! 


Ss = The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 
Manufacturers of 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chieage Kanses City 
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tant part in the life of a garden hose. 


criminating dealers. 
material. 


Sherman Hose Couplings. The best that 
can be made. Of fine appearance with 
accurate machine cut threads and deep, 
clean corrugations. Made in %—%—% 
and % inch sizes, 


H. B. SHERMAN MFG. CO. 


brass. 
satisfac 





(Patented) 


Sherman Wrought Brass Fittings are the standard mainstay of dis- 
Permanent, rust-proof and of the highest quality 


They offer longer wearing features. 
sell Sherman Fittings. They cost no more. 
Sherman Heavy Wrought Brass Clamps. 


The Genuine. 
No other material will last on hose like 
Sherman Clamps are made to give 


tion. 


purpose and any size. 


- BATTLE CREEK, MICH. 


The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper couplings or carelessness in clamping play an impor- 


‘When you sell hose 


Rust-proof clear through. 


There is a clamp for every 





(Patented) 
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A wide range of use is 
found for this popular 
GRIFFIN Fleur de Lis 
Hinge that combines 
beauty of design with 
precision in every 


manufacturing detail. 


RIFFIN 
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TISIT 


A Liquid Solder 
That Fastens Dollars 
to Your Bank Account 














TISI SIT 
~“ COLD SOLDER © 
New Solder for all Uses No 
~~ vs == = = Heat 
aa a fener a a Required 
: 
TISIT Repairs 0) No 
Soldering 
Tron 
Needed 





Hardware dealers everywhere are find- 
ing that TISIT means fast, easy and 
profitable sales. There are two reasons 
for this: 


1; TISIT appeals to everyone, be- 
cause it is a household necessity. 


2: It is nationally advertised. 


TISIT is a liquid solder that is applied cold 
with a stick. No heat or soldering iron re- 
quired. It is heat-proof and acid-proof. Easy 
to use and always ready. Dries in 20 minutes. 


TISIT is the only known solder for aluminum 
and is used successfully on radios, steam pipes, 
cracked radiators, cracked cylinder heads, gaso- 
line tanks, leaky milk cans, pans, pails, kitchen 
utensils—in fact, any place where solder can 
be used. 


TISIT is packed in a beautifully illustrated 
display carton explaining its many uses and 
containing one dozen bottles. 


TISIT Costs $4.00 Per Dozen. 
Retails at 50c Per Bottle— 
$2.00 Profit to the Dealer. 


Ask your jobber about TISIT. If he cannot 
supply you, order a dozen direct from us, giv- 
ing jobber’s name. Start now to get your share 
of TISIT profits. 








LETELLIER LABORATORIES, INC. 
Manufacturing Chemists 
119 MAIN ST., E. ROCHESTER, N. Y. 
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are not made 
from castings, but 
from solid bars 
of extruded brass, 
machined out to 
receive mechan- 
ism. They are 
made in ten dif- 
ferent sizes from 
15/16 of an inch 
to 2% inches. 


Their worth is 
proven by their 
consistent  satis- 
factory perform- 
ance at all times 
and under all 
conditions. 


2880 Line 


These Cast Bronze 
Padlocks are very 
artistically made 
from cast bronze 
metal, machined 
out to receive an 
all rust _ proof 
mechanism. The 
shackle is of 
wrought bronze, 
drop forged to cre- 
ate more strength, 
durability and bet- 
ter appearance. 
Made in ten sizes 
from % inch to 3 
inches. 





2970 Line 





W. C. 1 Display Card 


This attractive display card, lithographed in 
seven colors, showing a few of our most pop- 
ular padlocks, will be sent to any dealer upon 
request. 

Padlocks, Automobile Locks, Cabinet Locks, 
Trunk, Suitcase Locks and Trimmings, Miscel- 
laneous Hardware, Keys and Key Blanks, 
Apartment House Letter Boxes and Home 
Saving Banks. 


CORBIN CABINET LOCK CO. 


Tue AMERICAN HARDWARE CORPORATION Successor 
NEW BRITAIN, CONN., U. 8S. A. 
NEW YORK CHICAGO PHILADELPHIA 
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WARREN Welcomes this 
Searching Test— 


The man who buys a home goes over it thor- 
oughly from top to bottom to see that the 
design and arrangement are correct and to 
be certain of its 
sound construction. 
That’s the way to 
prove the superior- 
ity of Warren Fix- 
tures and Display 
Tables, too. 


Examine Warren Fixtures or Display Tables 
part by part. You'll find all the material of 
the highest quality—well put together. Go 
over every hidden detail. There you'll dis- 
cover the secret of Warren’s dependability 
and long life—sound, sturdy construction 
throughout. 





Buy your fixtures as 
you would a home, 
for you’re going to 
live with them many 
years. Warren wel- 
comes this searching test and any compari- 
son. As for results—ask any Warren user. 





and our Display Table 


The Warren Fixture Catalo 
he Coupon below is for 


Folder sent upon request. 
your convenience. 


J. D. WARREN MFG. COMPANY 
208 West Washington St. Chicago, IIlinois 


J. D. Warren Mfg. Co 
208 W. Washington St. +» Chicago, Ill. 


The Warren Catalog ; O Display Table Folder—‘‘A 


me: 
— as featured in Hardware Age. 


0 
Proven Method for Increasing Sales,’ 


Street Adress 


GF Senses cree seccsesecseesonaisns State 
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Install Display Board No. 22011 and 
Immediately Suggest to Your Customers 
the Need 1 Cabinet Locks 











Every customer may need some type of Cabinet Lock. 
A display board shows him just which one, and makes a 


sale for you. 
Only a small investment and you have Display Board 
No. 22011 working for you. With a comparatively small 
stock of Eagle Cabinet Locks you can make money 
from the many requests. | 
The Eagle Line consists of a complete range of warded, 
lever tumbler and pin tumbler locks, including drawer, 
vardrobe, desk, chest and cash box ‘locks. 
Ask your jobber or us for display 
board information. 











Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 
28G ANU. 8. PAT. OFF 76G.INUs 6 PAT. OFF. 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 











American Steel & Wire 
Company 












When your customers de- 
mand the best in barb wire 
at the lowest cost you will 
find that American Steel 
& Wire Company brands 
successfully meet their re- 
quirements. 

Great tensile strength, 
extra heavy galvanizing, 
regularity of twist and 
firmness of barbs, are out- 
standing features of the 
following brands: 


Baker Perfect 
Waukegan 
Ellwood Glidden 
Ellwood Junior 
American Special 
American Glidden 
Lyman Four Point 








Write for catalog and prices 

















American Steel & Wire Company 


Sales Offices; Chicago, New York, Boston, Atlanta, Birmingham, Cleveland, 
Worcester, Philadelphia, Pittsburgh, Buffalo, Detroit, Cincinnati, Baltimore, 
Wilkes-Barre, St. Louis, Kansas City, Minneapolis-St. Paul, Oklahoma City, 
Memphis, Dallas, Denver, Salt Lake City. 
*San Francisco, *Los Angeles, *Portland, *Seattle. 
*United States Steel Products Company. 























HARDWARE 
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Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sherardized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 


and specialties. 


Millions of product 
—aone standard for 
accuracy ana quality. 


| 













._ 


1 b 





REED & PRINCE MFG.CO. 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO-121 NORTH JEFFERSON ST. 
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This Permanent Steel 


Shelving saves space 
and costsno morethanwood 


HE space-saving construction of GF 

Allsteel Shelving increases storage 
capacity from 10 to 20 percent over old 
fashioned wood shelving. 
GF Allsteel Shelving does not depreciate. 
Whether you use it in one, or a thousand 
places, the same rugged strength of GF 
construction endures. The rigid steel 
shelves are bolted to a heavy steel frame- 
work, never sag, never totter. The baked- 
on olive enamel never chips or cracks. 


There simply isn’t any reason for building 
wooden shelving when you get all these 
advantages in GF Allsteel Shelving, and 
the cost is no more. Mail the coupon for 
booklet “Saving with Shelving.” 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio; Canadian Plant: Toronto, Ont. 
Branches and dealers in all principal cities 


The GF Allsteel Line: Safes + Filing Cabinets + Sectional 
Cases + Desks + Tables + Shelving + Transfer 
Cases + Storage Cabinets - Document Files - Supplies 


Inventories are easier with 








SHELVING 











Attach this coupon to your firm letterhead ™— 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio (H. A.) 


Please send me without obligation a copy of your book “‘Saving with Shelving.” 


I A eo a aa see 
Street No. ........ 
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THE HARDWARE DEALER 


Is the Logical Distributor of Tires and Accessories 


This being the case, consider the following facts. 


Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers - 
of Hardware Age have taken on this line because of the efforts 
of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 
and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 

Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 


HARDWARE AGE 
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Write for Prices. 


Spruce Up and Sell Spruce Ladders 


Spring is here—Everybody uses 


Ladders and Step Ladders 


Order now. You can’t sell them unless you have them in stock. 


Prompt Shipments 


W.W. BABCOCK C9, Bath, NY. 
























We Pay Freight. 













































































A box chock 


‘ 


ae pe full of friend- 


ship for your 
store. 





How many tacks in a box? Just so many 
emissaries of either good will or indiffer- 
ence. 

Every Atlas box is “chock full” of good 
honest quality tacks. Just so many clean 
cut, sharp, serviceable tacks that please 
every customer. 


A box “chock full” of friendship for your 
store, and for your other merchandise. 


Stock them. You will never lose a friend 
through an Atlas tack or small nail. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and ‘St. Louis, Mo. 














SHARK BRAND CHISELS 


Manufactured by 
BE. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


BEAR THIS TRADE MARK 


Trade LY AR Rab ice Mark 


rr SHARK BRAND CHISELS, made 

from the finest Swedish charcoal 
steel, are sturdy and well made and 
craftsmen and lovers of good tools 
appreciate their quality. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 











Butt Beveled Edge, Regu- 
lar Beveled Edge, Socket 
Chisels. 


We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 


Order from your jobber today, er write 


SCANDINAVIAN 





WESTERN IMPORTING COMPANY, Ltd. 


107-109 Lafayette St., New York 
500 E. Hennepin Ave. 304 Railway Exchange Bidg. Coristine Bidg. 
Minneapolis, Minn. Seattle, Wash. Montreal, Cam 

















HARDWARE AGE for MARCH 15, 1928 








<i> OILERS 


Wherever displayed these New Style 
(Hammer & Co.) Malleable Iron 
Oilers with their durable Brass 
Spring Bottoms are having a steady 
sale. 


By our new method the bottoms are 
made so that they will not loosen or 
leak. Your customers will like them. 





Send for Trade-prices. 


New Style Oiler 


Malleable Iron, Vanadium Iron and Low 
Carbon Steel Castings to order. 


MALLEABLE IRON 
FITTINGS CO. 


Branford, Conn. 





Pat. Improved Bottom 


CLAMPS 


We also make 
Malleable Iron 
Clamps in four 
popular styles. 





Old Style Oller 





Patent Spring 





“THIS is a 
R. MURPHY 
KNIFE!” 


That’s all that’s necessary for you to 
tell a customer. 

As a practical workman and crafts- 
man he knows (as yourself) that 
there is no better knife made. 

He knows. 

R. MURPHY’S STAY SHARP 
KNIFE is a good knife to work with. 
We have a R. MURPHY Knife for 


every cutting need. 
Ask our prices. Write for our Catalog. 


Robert Murphy’s Sons Co. 
AYER, MASS. 
Established 1850 








PAPER HANGERS 
KNIVES 


Made in 5 styl 
’ No. 2 Round Point 2% blade 
How's Your Stock of Xe. 2 Round Point 3%” blade 
No. 2 Square Point 3%” blade 
ROOFING KNIVES? §} sie Bist }2° 88s 


The R. Murphy Line Is Popular 

















UNIVERSAL 





The ONLY MACHINE MADE which cuts keys 
from number by code without samples or guides of 


any kind. 

Accurate to extremely close limits. 

Simple and rapid in operation. 

The answer to the demand for automobile key 
service. 

Full information upon request. 


(QD INDEPENDENTIOCKCO.> 
Fitchburg, Mass., U. S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 


Knob Sets, Key Blanks, Auto Switch Keys, Hardware 
Specialties, Key Cutting Machines, Etc. 








Your sales of 
Superior Hexa- 
gonal Netting 
can be material- 
ly increased by 
suggesting this 
evenly woven 
and heavily gal- 
vanized product 
for various uses. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 
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IN THIS CLIPPER — 








There's a style and size 
of Brown & Sharpe Hair 
Clipper for every require- 
ment: 

The ‘‘Bressant’’ made in 
seven sizes 

The ‘“‘Narrow Plate’ made 
in two sizes 

The ‘‘Home Model’ made 
in one size 











Your barber customer who uses his Brown & Sharpe 
Hair Clippers day in and day out knows the lasting 
satisfaction which his clippers give. Even when in con- 
stant use, they will cut cleanly and easily for many 
years. Of all your clipper customers, barbers are the 
most exacting. That’s why barbers everywhere insist 
on buying Brown & Sharpe Hair Clippers. 

The clippers barbers buy are the clippers you should 
sell to your other clipper customers for use in beauty 
shops, homes, etc.—Brown & Sharpe Hair Clippers 
mean customer satisfaction every time. 


Dept. H. A. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 


























You can sell 10-89” Round-a-Corner for very wide 
openings by merely adding extra units of two doors at 
center. Doors are flush; they do not overlap. 

By arranging for a swinging hinged door—hung to the 
other two—to swing under the curve track, a curve of 
large radius may be used to give a free rolling action 


throughout the door travel. 

Roller bearing wheels; vertical guide rollers and a ball 
bearing swivel, that will not wear loose, make “10-89” 
doors roll free and easy. as : 
Write for A-P Catalog No. 95—the authoritative buying 
guide for all kinds of building hardware. 





“10-80” Hangers ALLITH-PROUTY COMPANY - ° Danville, Illinois 
FF B.A .— yo ot dead iiitasiaaas 


Garage Door Hardware Spring H 
Roll Fire 


ing Ladders Door Hardware Door Hangers 
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CINCINNATI 


Overnight from nearly all cities 


America’s Logical 
Convention City 





HOTEL & §, GIBSON 


FORSTNER 


Labor Saving 
AUGER BIT 


Bores Any Arc 








RALPH HITZ 2 
1,000 Rooms, $3 and Upward 


America’s Logical Convention 
Headquarters 


20,000 Square Feet Display Space 





MAMMOTH ROOF GARDEN AND GRAND 
BALL ROOM SEATING OVER 1,000 EACH 


Accommodations For More Than 2,000 Guests 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 


consequently it will 
a circle, and can be 
direction regardless of grain or 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, "fine 
and delicate patterns, veneers, screen 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 











Nhe 


Stronsest Prdoct Lverbuilt 


Master Lock Co. 


Milwaukee Wisc 








SO-BOSS 


Cow ~smece & Tail Holder 


You, too, can make real 
money by selling the 
genuine So-Boss Cow 
Hobble. In real demand 
wherever cows are milked. 
Attractive counter dis- 
play now available to 
dealers. Ask your job- 
ber or write us. Every 
farmer and dairyman is 
a prospect. 


SIMONSEN IRON WORKS 


SIOUX RAPIDS, IOWA 




































when you are 





DISPLAY YO 
THE-MINUTE WITH THE STENOILOR. The ap) 
at i Philadelphia oy. eee THE Rg ENCILOR IS STANDARD EQUIPMENT WI 


CHAIN STOR 
Let us send you a few samples to demonstrate the type of work you can do with the Stencilor. 








Show the Goods and TELL About Them with 


Attractive Show Cards 


Attractive window displays become business pulling displays when you tell prospective customers 
about the goods with appealing show cards, price tickets, streamers, etc. 
You make _ own displays; wh. It’s easy and inexpensive 


not make your own show cards? 

uipped with a STE! CILOR—the show card writer that anyone can operate. 

2 STOCK WITH PRICE TICKDPTS, SHOW OCARDS AND SIGNS MADE UP-TO- 
ratus that was demonstrated and went over mt 


AND OTHE 


Attach this coupon to your firm letterhead °°°°-°-°--= 
Send to your nearest office— 
DISPLAY MATERIAL CO., 774 Grand Ave., vent at ong Minn. 


Eastern Agents, D paw Co., 191 Pearl St, New 
Ks 2. ‘Gok Company, Ltd., Brockville, Ontarie 


Canadian Agents, Display Card 

Please send me without obligation a copy of your book ‘‘How to Make Signs.’’ 
SD. 5 5 6b SRe kW aes SKC WE eS 0 ud? tee SS 0 006i chs SO SO eS eee 
Fp ...ccccvccccsevecssesesesces eeescecens Becccceceveesccce 
Btreet NO. ceccccccccccevccscvseseseevsersecesesscseeeescecee 





GOB veccecdecenssccecccresiswor se POG cauias «oi meas «te ales 
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Poultry Supplies 











Here is a wonderful seller ! 
The only feeder that will successfully care 


for both large and small flocks. Saves time 
and labor and prevents waste of feed. A de- 
light to the poultryman. 

Made in two sizes with 32 and 54 feeder holes. 
Also made with extra hoppers which fit snugly 
on top and further increase the capacity. 


Stock a few and watch them move. Write 
for Catalog of Moe’s Big Line of Supplies. A 
profitable line to sell. 


HoEFT & COMPAN 


2305 Davis St. North Chicago, Ill. 








re) eee r-4 eee 
They | ° 
Are 0 fom 
_ the Best | © 


Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


Whenever They Open a Door 


Follow 
the Line of Least Resistance 


Stock and Push Them 



































Bommer Spring Hinge Co., Brooklyn, N. Y. 











7 Handle 
a 


Complete 
Line 





ETROIT _ Torches 

and Fire Pots com- 
prise a complete line serv- 
ing every need. They 
eliminate the necessity of 
carrying a number of 
brands as every buyer is 
assured of the exact tool 
to fill his requirements. If 
you are not already han- 
dling this profitable line, 
write today for a catalog 
and complete information. 


DETROIT 


TORCHES @ FIRE POTS = 


DETROIT TORCH & MFG. CO., DETROIT, MICH. 
New York Office, B.S AlderCo. - - 45 Warren St. 

‘liam P. "Rialto Bldg, Sen Francisco 
CF Coleen zy Mat eh i Ce 


C.F Conn 
C. Andersen 6n7 eshineion Bd Chicas 
Sait 415 Metropolitan Bldg. Toronto 







Grant-Chater Co 





















SS} 





Nos. 16 and 17 





Double-Duty Display 
Tables 


They double the use of your aisle frontage making more sales 
per square foot of floor space. Just think of it, 108 square feet 
of actual display space in this group of four tables besides plenty 
of storage space below. 


There is a spot in nearly every hardware store where one or 
more of these tables should be in use. The best paying invest- 
ment any hardware store can make. 


HELLER 


Business Building Store Fixtures 
Check the items you are interested in, W. ic. HELLER & Co. 


tear out this ad and mail it today. 

0 New Display O Pennsylvania 700 Bryant St., Montpelier, Ohio 
Tables Metal Saw Rack 

O Nail. Counters Display Door 20 Vesey &., Suite 500, 

sige Wall Cabinets New York Oity 


in the margin below. 
SAN SA VT Vc cA 


Write name and address 


RR. Gh EEE TTT 
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HUNDREDS OF HARDWARE STORES 
Find Lawn Mower Sharpening Profitable 


These stores have come to realize that many first-class 
lawn mowers they sell fail to give good satisfaction sim- 
ply because of improper sharpening. These dealers, 
by installing an IDEAL LAWNMOWER SHARPENER 
and sharpening the mowers themselves, render a much 
wanted service to their customers and make liberal 
profits themselves. 


$1.50 to $2.00 PER MOWER 
for 15 Minutes Work 






Any boy can operate 
the IDEAL. Slip the 
mower into the IDEAL 
without  disinantling, 

ke a few simple ad- 
justments and in 15 
minutes the mower is 
perfectly sharpened— 
every blade with a true, 
keen edge. The usual 


Mower slips into 
sharpener without 
being dismantled 





charge, $1.50 to $2.50 
per mower, is mostly 
profit. 

The IDEAL SHARP- 
ENER requires little 
space, operates off a 
light socket, and its 


first cost is extremely, 
low. 


Write for prices and 
full information. 


THE FATE-ROOT-HEATH CO., PLYMOUTH, OHIO 





PRODUCTS 


q PLYMOUTH 








Reichert’s 
NO-KICK COW HOBBLE 


No kick from the cow or the 
farmer who uses it. Most 
HUMANE—cannot cut, chafe 
or injure cow in any way. 
Affords greater leverage. Goes 
on and off more easily, holds 
tail more securely. Never 
kinks. Retails at 75c. per set. 
Good profit guaranteed. 


Write for Discounts. . 


Imperial Bit & Snap Co. 


1400 Clark Street 





Most Humane 





Racine, Wisconsin 








WIRE PRODUCTS 


Cambria Fence 

Steel Fence Posts 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 

and Galvanized 
Nails—Cement-coated, Bright, 

Blued and Galvanized 

Wire Rods Staples 


BETHLEHEM STEEL COMPANY 





co 


for every need wz 








HMMA 


INAH 






IANA 


BETHLEHEM} 


INE 








peSeeecee eee eee eeaeee eee eoezeen ee ee eee eee eeeset 
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SERVICE 
DISTINCTION 


QUALITY 
UNIFORMITY 


“LENOX” 


HIGH SPEED 


Z 
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HACK SAWS 
“The Toots in the Plaid Box” 


AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW DRIVERS ~- GLASS CUTTERS 








l_ook for the full nam 


Russell Jennings 


Auger Bits 


Russell Jennings Mfg. Co. 





Chester, Conn 





ded dindinda de tt toon 











Better Things 
Are Just Ahead 


for the dealer who makes his show windows 
attract customers by the use of the right ma- 
terial. 

The manufacturers who advertise in Hard- 
ware Age will be glad to supply the needed 
material, and each issue of Hardware Age 
will furnish you with examples of effective 
window displays that have proven successful 
for other stores. 


Hardware Age, 


239 West 39th St., New York City 
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Wood Screws 

Drive Screws 

Coach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 

Speedometers 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 

















Just One Word— 
“COES” 


It means good wrenches in 
any language. The oil fields 
pipe-liner in Texas knows 
it—the rancher in California 
understands it—and me- 
chanics and _ householders 
everywhere that wrenches 
are used, realize there are 
none better once they use 
a COES Wrench. 


Steel handles for rough 
work—and wood handles 
for those that take pride in 
good tools. Both types ‘ 
come in seven sizes—6” to = 


21”. 
® 





Any good jobber can 
supply yeu with “COES” 


Coes Wrench Co. 


“In business since 1841” 









Worcester (a Spee Mass. 


(tals ING 


he 
(atalog 






Selling Agents 


J. C. MeCARTY & CO... .cccccccecces 253 Broadway, New York 
JOHN H. GRAHAM & CO......... 113 Chambers St., New York 

Also 61 Shoe Lane, London, E. C., England 
FENWICK FRERES........... 8 Rue de Rocroy, Paris, France 














Light Electric 
Elevator 


This new eddition to the 
Kimball Elevator lize is the 
latest development in Light 
Electric Elevators. For every 
type of installation where a 
passenger or freight elevator 
is needed. 


Write for prices---You will 
be<interested in the many of 
its exclusive features. 


KIMBALL 
BROS. 
oe | CO. 


1117-41 S. Ninth Street 
Council Bluffs, lowa 
















Elevator Builders fer 45 Years 














No. 10 Ball-Bearing 
No. 110 Cone — 
(2-inch wheel) 
2 p ccorter numbers from a complete line of Ball 
Bearing, Cone Bearing and Axle Bearing pulleys. 


GRAND RAPIDS ‘ A 
ALL= STEEL. 


SASH PULLEYS 


Grand Rapids Hardware Co. 
558 Eleventh St. at 
Grand Rapids, Poet 


ae agg 
a seties 












ne 0p end oe 
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A Good Stainless Can Opener 


Opens cans or bottles perfectly. Blade is high grade 
Stainless steel with anti-slip gripper and cap lifter. 
White acid-resisting handle. Made in four attractive 


colors, Red, Yellow, Green and Blue. Packed one 
dozen in attractive carton. Dealers supplied by 





Factory Representatives: 


John H. Graham & Co., Inc. 
113 Chambers St. New York City 


THe: m= Y¥G68S > Se, 161 Porter St., New Haven, Conn. 








FOSIERG 


Personal Service 





% BOLTS“ N 
}CAPSCRE 


in Big Business 





Two big plants, one in Cleveland 
and one in Chicago, assures 


prompt service to all sections 
of the country. . 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 
Union Ave. and E. 72nd St. 6249 te 6265 West 65th St. 
Telephone Broadway 840 Telephone Homlock 4484 






























Window Screen 
and Storm Door 


Numbered 
(Brass) 


Thumbtacks 


Numbered in sets 1 to 25 - 
26 to 50 - 51 to 75 - 76 to 100 
25c per —- a per 


DOOO® 
ODOOMD 



















Send for catenin’ folder, 
Price List and discounts. 


Moore Push-Pin Co. 
(Wayne Junction) Philadelphia, Pa. 
Originators of the 
Moore Push-Pins and 
Mounted on board; enclosed in Moore Push-less Hang- 
transparent envelopes. ers used in ‘Nearly 
This conveni:nt packing has Every Home”, to 
doubled sales. “Hang Up Things’. 














The SNELL CONSTRUCTION BIT 


Stiffer, Stronger, Tougher! 





The Screw, the Spur, the Throat, 
the Cutting Edge and the Clear- 
ance are the important points by 
which a bit is judged. All Snell 
bits are judged by these points. 


Write for catalog today. 


BIT 


Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives : 
John H. Graham & Co., 113 Chambers St., New York City 

















The GIANTGRIP Brace 


OVERSHADOWS ANYTHING ON THE MARKET 
REGARDLESS OF PRICE 
MEANS GREATER PROFIT TO YOU 


Heavy Nickel Plated ; 
ball bearing; 10” 


swing. Concealed 
moisture and dust- 
proof ratchet, oper- 
, ated without ring. 


Triple hold alligator 
jaws, holding bit 
stocks, round, 
square and _ taper 
shank drills. 
GUARANTEED TO GIVE PERFECT SATISFACTION 
Send your trial order TODAY, request catalog No, 30 for other money 
making items. 

Several choice territories open to live representatives. 


United Hardware & Tool Corp., 72 Reade St., N. Y. C. 





Patent Pending 





Paine Toggle Bolts 


The only spring type toggle 

on the market. 
The wings open instantly 
in any position in hollow 
material. 

Any Style Head 
Any length bolt 
Seentard bolts threaded 
to head 

Requires no  guiding— 
Just insert—The spring 
does the rest. 


Samples on request— e 
no charge 


THE PAINE COMPANY 


2947 W. Carroll Ave., Chicago, Ill. 
79 Barclay St., New York, N. Y. 

















Robertson “Horseshoe Magnet” Hammer 


THE HAMMER 
HOLDS 
THE TACK 


The best permanent magnet hammer on the market. 


A PRACTICAL AND SUPERIOR TACK HAMMBDR 
FOR USE IN MANY TRADES AND IN THE HOMBE. 


Awarded Silver Medal Panama-Pacific Exposition. 











Name and design trade marks registered U. 8. Pat. Of. 


ARTHUR R. ROBERTSON, 94 Portland St., Boston, Mass. 
Sole Manufacturer 











Want a Customer 
For Your Hardware Business ? 


Tell your story in the paper that most hard- 
ware men read. 


Your message, giving the main facts, will find 
a quick buyer when inserted in Hardware Age. 


Address: Hardware Age, 239 West 39th St., 
New York City, ‘Classified Opportunities 
Section”’ 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 
MAKE EVERY DAY COUNT 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 


New York: 151 Chambers St. Chicago: 108 W. Lake S. 
San Francisco: 717 Market St. 





Osborne High Grade Seonbin 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Alse: 
a gg Workers’, Trimmers’ and Upholsterers’ and Pilumbess’ 


The above teole will please your customers, as well as eur 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful mage 
facturing experience, employ only skilled workmen and use > ae 
finest quality of materials. 

We stand back of every tool we make. Try us. 


Write for Catalog. 


Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 




















VAUGHAN’S Famous SALES MAKER 


The 100B Can Opener— 
Combination Bottle Opener 
and Corkscrew 





Xa 
There is nothing else like the | VAUGHAN 
Vaughan 100B Can — ‘9 an Opener 
It is the only can ner AG wae 


retailing for ’ dime that ones 
been nationally advertised. Over 
thirty million now in use. Sold 
all over the world. Its High 
Carbon Steel Blade is 
spring tempered, flexible and 
given a remarkable finish. 
Assembled with costly tubular 
rivets. 


Send for details of this attrac- 
tive four-color counter dis- 
play carton. Ask for Catalog 
No, 21. It will make money 
for you. 


AUGHAN 
NOVELTY MFG. CO. 
3211-25 Carrell Ave., Chicago, U. S. A. 


















NORCROSS Garden and Lawn Tools are 
increasing in popularity every year. 


The Hand Cultivator for gardens and 
flower beds is made in three sizes which 
cover every requirement. 


The OUT-U-Kum Weed Puller re- 
moves the weed and entire root. Never 
injures the lawn. 


Send for Circulars and Prices. 


Manufactured only by 


zn C. S. NORCROSS & SONS, 
‘ BUSHNELL, ILL., U.S. A. 











The wrench with its 
Life insured! 






DIAMOND WRENCHES are insured for 
life. Policy in every box is finest talk- 
ing point possible. Guarantees absolutely 
highest quality. 

WRITE FOR CATALOG 


Diamond Calk Horseshoe Co. 


4622 Grand Ave., Duluth, Minn. 














The reputation of 


Brown £4 SHARPE 
Touts 


for Accuracy and Reliability 


finds them a ready market 
wherever metal is used 


BROWN & SHARPE MFG CO 
PrRovirpENce RI USA 


Toba Le Kmny celzteleia? ane) Accuracy 


linn 
TIM 
AN 
aan 

nV 4 


WHEELBARROWS 


Exclusive features of design and construction put the Bull 
Frog line in a class by itself. Our No. 101 is the last word 
in general purpose low priced barrow for home use. Other 
Bull Frog barrows, carts and scrapers for every garden, 
farm, mill, mine, contracting and industrial use. Write for 


catalog. 


THE TOLEDO WHEEL- 
BARROW COMPANY 
Toledo, Ohio 


Branch Office and Warehouse 
Chicago 
69 E. Wacker Drive 

















RPS CUSHION TIRE 






































\ 


2 seis I "519 


S= [aa To provide adequate storage facilities for 








MODERNIZE 
STORE METHODS 





Ot JADDEDS 


au 

















on shelf celeste make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale x retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and 

efficiency One style —— of design— 

attractively finished—any height — 

easily installed—meets most 
ts. Circular 
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assified Opportunities 








BUSINESS OPPORTUNITIES 


SALES ACCOUNTS WANTED 








FOR SALE: 


Automatic Adjusting Apparatus for Lawn Mowers; 
newly patented. Patent No. 1,652,690. Outright 
or royalty license. Charles E. Thompson, 410 
South Queen Street, Martinsburg, W. Va. 


HARDWARE STAPLES 


Salesman having personal contact with Hardware Job- 
bers and Dealers is interested in representing manufac- 
turer of Hardware Staples in New York, Pennsylvania 
and New Jersey. Can furnish best of references. Ad- 
dress Box H-882, care of HARDWARE AGB, New York City. 























PRODUCTS WANTED 


By large nationally known concern. Wish to make and 

sell on reasonable royalty basis products of merit sold 

through hardware, sporting goods, department and furni- 

ture stores. Correspondence invited from holders of 
ge Address Box H-883, care of HARDWARE AcE, New 
or ty. 





MANUFACTURERS’ REPRESENTATIVES 


We are interested in making a selling arrangement with a manufacturer, 
on a commission basis, who is desirous of increasing his business in 
western Pennsylvania, Ohio and West Virginia. 

We can handle one or two non-corilicting lines that can be sold to the 
trade we are new calling on 

If you are interested, we 
ne eam ty Can satisfy you with 

nd also give you satisfactory references. 
HaRpw ARB AGB, New York. 


will be pleased to arrange for a_ personal 
regard to our financial responsibilities, 
Address Box 4, care of 











PART INTEREST IN OLD ESTABLISHED HARDWARE STORE 
in small town in Western New York doing profitable business. Would 
require investment of not less than $5,000.00. Man under 40 with hard- 
ware experience preferred. Address Box H-880, care of Harpware AGE, 














Active Sales Organization 

















> ; : Covering Illinois, Indiana, Michigan and Wisconsin having an 
New York City. established trade selling to Jobbers, Department Stores and mail 
order houses, is very desirous of getting one or two additional 
FOR SALE—Well stocked hardware, housefurnishing and paint business. nonconflicting lines from manufacturers on a strictly commission 
Price $5,500, all cash. Owner E. NATALE, 323 Avenue V, Brooklyn, Lasis. 
New York. good location and a bargain. Address Box H-894, eare of Hardware Age, New York. } 
Builders’ Hardware Representative 
HELP SPECIALISTS Owing to the destruction of our factory by fire, I am 
interested in obtaining two high grade Builders’ Hard- 
ware lines. Territory Middle West and Texas. Address 
; : Robt. E. Clarke, care of Midwest Hardware Co., 228 No. 
FOR THE HARDWARE INDUSTRY IN NEW YORK La Salle St., Chicago, Ill. 
STATE 


MALE AND FEMALE 


INVESTIGATED 
WEEKLY SALARY 


AND GUARANTEED 
INVOLVED 


EVERY APPLICANT 
FOR TEN TIMES THE 


ABBYE EMPLOYMENT AGENCY, INC, 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 











New York. 
AcE, 


EXPERIENCED HARDWARE CLERK in small town 
One having some experience in shop work preferred. 
experience and salary expected. Address Box tee 


New York City. 


in Western 
State 
-879, care of Harpware 





POSITIONS WANTED 





and 
references. 


CATALOG MAN with sufficient experience and initiative ability to plan 
and build a Hardware Catalog to fit your business. 


ing reference from large and small satisfied concerns. 


“care of Harpware Ace, New York. 


Can furnish convinc- 
Address Box H-889, 





MANAGER AND BUYER DESIRES TO MAKE NEW CONNEC. 


TION. 


Have had 20 years’ experience in general hardware, tools, paint 


| jobbers and department stores in 

















AGENT CALLING ON MANUFACTURERS, 
Chicago, Milwaukee, and surrounding 
territory desires one or two good additional lines. Cheap warehouse 
space if wanted. Established 10 years, with good Dun & Bradstreet 
ratings and highest trade references. Address Box H-874, care of HArp- 
waRE AGE, New York City. 


MANUFACTURER’S 





[ HAVE COVERED THE AUTOMOTIVE, Mill Supply and Hardware 
jobbing trade in Pennsylvania, Maryland, Delaware and New Jersey, for 
the past 10 fears representing well knewn tool manufacturer. Have wide 
acquaintance and want to get in touch with manufacturers who desire real 
———— in this district. Address Box H-895, care of Harpware AGE, 

ew Yor 





MANUFACTURERS’ AGENT, selling on commission, wants to represent 
the following:—A high grade brush manufacturer, a fishing tackle line, 
screen doors and windows manufacturer. Also a southern stove manu- 
facturer. Can furnish first class references. Address Box H-893, care of 
Harpware Ace, New York. 





MANUFACTURERS DESIRING REPRESENTATION in California 
invited to correspond with us; have efficient sales organization, excellent 
display and warehouse facilities; commission basis. A. & L. HOFMANN, 
211 Fourth Street, San Francisco. 





SIDE LINES WANTED for hardware, mill supply and auto supply 


trades. Have covered entire Metropolitan territory for ten ae represent- 
ing well establishd lines. Address Box H-884, care of Harpware AGE, 
New York. 





Competent to take full charge of buying, able to 


and mill supplies. 
years of age, married with family. 


handle men. 40 


Excellent 
Address Box H-870, care of Harpware Ace, New York City. 





the detail work. I am 


POSITION WANTED—At present employed, but desire new connection 
as assistant manager or buyer of small tools and cutlery in Hardware Store. 


Have had twenty-four _—, experience in the Hardware business and know 


‘ork. 


orty-six years old, married —_ of French extraction. 
Address Box H-891, care of Harpware Ace, New Y 





assistant in Chicago region. 


Address Box 7271-A, care of HARDWARE Ace, 


YOUNG MAN WITH CONSIDERABLE RETAIL store merchandising 


and layout experience desires so — as retail store manager or 


references. 
Otis Bldg., Chicago. 


rried; reliable. 


Age 24, 








BUILDERS’ HARDWARE MAN of valued experience wanting broader 
field of work, desires to make new connection in Philadelphia territory. 
Address Box H- 885, care of Harpware Ace, New York. 





MANUFACTURERS’ AGENTS with headquarters in Denver, want 
one of two more good hardware lines for Colorado and et States, 
except East. Commission basis. Address Box H-888, care of HArpwarE 
Ace, New York. 





Resident Sales Agent, located at Havana, Cuba, desires agencies of 
hardware lines. Interested in furniture, nanduaee wood screws as well 
as the eral line. Commission basis. M. "FERNANDEZ, P. O. Box 
2002, Havana, Cuba 
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for 


5 


MARCH 15, 1928 





Classified O portunities 





SALES REPRESENTATIVES WANTED 


A PROMINENT ILLINOIS MANUFACTURER of long standing mak- 
ing a line of up-to-date coal stoves, gas ranges and furnaces has opening 
for salesmen for Iowa, eastern Nebraska and southern Minnesota. Only 
men of high character able to give good references will be considered. 
Experience in stove business not essential. Address communications to 


A. R. GRANT & CO., 7 South Dearborn Street, Chicago, II. 











EASTERN MANUFACTURER OF A WELL KNOWN LINE of rim 
locks, padlocks, and builders’ hardware is looking for sales representatives, 
referably residing in Buffalo, Kansas City, Missouri and Columbus, Ohio. 

rawing and commission to the right men. State experience and qualifica- 
tions. Address Box H-892, care of Harpware Ace, New York. 








COMMISSION MEN WANTED ities on hardware and mill supply 
stores to sell line of taps, drills, reamers and other metal cutting tools. 
Have very good proposition at right prices—practically no competition—all 
territories open. Write at once and get in on the ground floor. Address 
Rox H-887, care of Harpware Ace, New York 


WANTED REPRESENTATIVE calling on the Hardware and Elec- 
trical Jobbers and good size Dealers, to sell a few good moving electrical 
items on commission basis. Choice territories open throughout the United 
States. Address Box H-890, care of HArpware Ace, New York. 














SALESMEN—SIDE LINE—Fastest selling repeat item. Instant appeal 
to the housefurnishing, hardware and department store trade. Write for 
pocket sample). ADVANCE PRODUCTS COMPANY, 36 West 34th 
Street, New York City. N. Y. 





EXPERIENCED BUILDERS’ HARDWARE SALESMEN to repre- 
sent eastern manufacturer of locks, padlocks, et® To cover Pittsburgh 
territory and Western New York. Drawing and commission to right 


man. Address Box H-876, care of Harpware AGE, New York City. 


COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HArpware Ace, New York. 











SALES REPRESENTATIVES WANTED 


Manufacturer operating three factories desires additional salesmen with 
established following among jobbers and retailers to sell vises, saws. 
household tools and utensils and an extensive line of electrical floor and 
ge lamps, table lamps, etc. Commission basis. Open territories will 








be definitely awarded. Salesmen having automobile preferred. Address 
Box H-868, care of Harpware Ace, New York 

SALESMEN WANTED TO CALL ON THE RETAIL TRADE, with 
a following in the Metropolitan district and the suburbs, also New Jersey: 
to represent live wire house carrying a complete line of builders’ hardware 
and tools. Must have a car to carry samples Only experienced hard 


ware men need Address Box H-875, care of Harpware AGE, 


New York City. 


apply. 





salesmen of mechanical 

leading line Gasoline 
Radiant Heaters, Lamps 
Address Box H-784, 


WANTED—Hardware and Sporting Goods 
ability to call on retail trade in eastern territory 
Pressure Stoves, Camp Stoves, Water Heaters, 
and Lanterns. Must give Bond and drive own car. 
care of Harpware Ace, New York City. 





New England’s largest clock and watch distributors have opening for 
high-grade representatives in New England, New York and Pennsylvania, 
commission hasis only. Westclox. Ingersoll and five other factory lines 
— CLOCK & WATCH CO., 93 Federal Street, Boston. 

ass. 





COMMISSION MEN WANTED TO REPRESENT old established 
cutlery house calling on department stores, hardware trade, industrial 
plants in the East, South, Southwest, Central West and Northwest. Good 


opportunity for hustlers. Liberal commission. Address Box H-867. care 
of Harpware Ace, New York. 

AN OLD ESTABLISHED MANUFACTURER of Coastet Wagons 
located in Wisconsin is making numeros changes. We have many vacancies 
in our sales force and are particularly interested in salesmen for Ohio, 


first class merchandise 
ulars 


York 


Towa, Illinois, Indiana and Minnesota. We offer 
straight commission and exclusive territory Please give full wartic 
in application. Address Box H-886, care of Harpware Acr, New 








ARMSTRONG BROS. 
Chain Pipe Vises 


Universally known for their lasting qualities 
on stiff jobs. Write for free Catalog show- 
ing the Complete Line of Pipe Tools. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S. A. 





Plain or enameled 
in colors 


STRATTON 
HANDLES 


For Smell Toots, Utensils, Blectricel Goods, Btc. 
both baked ond sir dried. 


STRATTON 1 MPG. Co. Stratton, Maine 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quali 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 





Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
yotir sales. 
Made only by 
ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 





GAT. MAY 87,1908 








Seymour Smith “Handy Grass Shears” 


A complete line of 
Grass Shears, 
Pruning Shears and 
Pruners. 
ABSOLUTELY 
GUARANTBED 
Send for ore 
Manufactured by Oatalo; 
nae. vy ty 5 4 SON, rade ‘Oakville, ll 
les Representatives Graham & Co., Chambers &St., New York 











TAINTOR POSITIVE SAW SET 
All Steel 
Fully Guaranteed. 


Send for Free Book. 
N. Y. City 





TAINTOR MFG. CO., 113 Chambers St., 











| GOODELL- PRATT COMPANY 


ows WT TILA 


GREENFIELD, MASS.U.S.A. 


GOODELL ~ PRATT 


yelomclolo)omnele) =— 
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THE ADVERTISERS INDEX 


is published as a convenience and not as a part of the advertising contract. 
No allowances will be made for errors 


or failure to insert. 


Byery care will be taken to index correctly. 





Acme Shear 
Addison-Leslie Co............. 
Ajax Electric Specialty Co..... 
Alabastine Co. 
Alaska Freezer Co. 
Alexander Hamilton Institute. . 
Allen Manufacturing Co. .... 
Alliance Toy & Specialty Co... 
Allith-Prouty Co. ............. 
ee Ms Dac cadiccse es 
Adietier Bese. Ce. as Fc0se0s 
Aluminum Cooking Utensil Co. 
Aluminum Goods Manufactur- 

SMA chchiaketeks sk seapes 
Aluminum Products Co. 
Aluminum Wares Association. . 
American Brass Co..........: : 
American Chain Co........... 
American Flyer Mfg. Co. ..... 
American Fork & Hoe Co...... 
American Gas Machine Co.... 
American Handle 
American National Co......... 
American Ring Co. 
American Saw & Mfg. Co..... 
American Screw Co........... 
American Sheet & Tin Plate Co. 


American Steel & Wire Co.... 
American Stove Co............ 
American Telephone & Tele- 

SEE cb ced adore eanians 


American Thermos Bottle Co., 

The 
Ames Shovel & Tool Co...... 
Anti-Borax Compound Co..... 
Anylite Elec, Co. ............ 
Apex Stamping Co........... 
Arcade Mfg. Co. 
Armstrong Bros. Tool Co...... 
Armstrong Mfg. Co. ......... 
Armstrong Mfg. Co. ......... 
Arrow Electric Co. 
meee we Se, ee GS dca os 
ie ee ere 


eee eee eee eee eee ey 


Babock Co., The W. W...... 
Backus, Jr., & Sons, A........ 
Banks Steel Post Co.......... 
Dartiett Bifg. Co......20-.c00» 
Bassick Co. 
8 ee 
Res ie ON We nhs cic ncess 
ek a . Sr 
eS A RSs ooo sivcite sso 
Berry Brothers, 
Berry Lawn Edger Co........ 
Bethlehem Steel Co.......... 
Better Homes & Gardens...... 
4g ee 
Birtman Electric Co........... 
Bissell Carpet Sweeper Co..... 
ge SSR 
Blaisdell Pencil Co.......... 
Bommer Spring Hinge Co..... 


Boyer Chemical Laboratory Co., 
Inc. 





Beach Wile: Ce, 1.°85.<....< 
Desiawrd Bit Ge.k..sc0cc core 
Bridgeport Screw Co......... 
Bright Star Battery Co........ 
Brown Fence & Mfg. Co., 
Brown & Sharpe Mfg. Co. .87, 
Brysh-Nu Co. 
Buckeye Alum. Co. ........... 
Buffalo Wire Works Co., Inc... 
Burgess Battery Co.......... 
Burnley Battery & Mfg. Co.... 
ge ee ee 


oy a eer 
Caldwell Mfg. Co............. 
Carborundum Co. 
eg A oe 
Casement Hardware Co........ 
Century Electric Co........... 
Chain Products Co............ 
Challenge Refrigerator Co...... 
Chamberlain Co. 
Chamberlain-Haber Chemical Co. 
Coeer a OO, B...ess5. 
Chevrolet Motor Co..........-. 
Chicago Flexible Shaft Co..... 
Chicago Roller Skate Co....... 
Chicago Solder Co...........- 
Chicago Spring Hinge Co...... 
Churchill Mfg. 
Clayton & Lambert Mfg. Co... 
Clemson Bros., 
Cleveland Stone Co., The...... 
Cleveland Twist Drill Co...... 
Cleveland Wire Spring Co..... 
Coates Clipper & Mfg. Co...... 
Coes Wrench Co............-- 
Coldwell Lawn Mower Co..... 
Columbia Tire & Rubber Co... 
Columbian Enam. & Stpg. Co.. 
Columbian Rope Co........... 
Comstock-Bolton Co. 
Condon Bros. Seedsmen....... 
Congoleum Nairn, Inc......... 
Connecticut Valley Mfg. Co.... 
Consolidated Electric Lamp Co. 
Continental 


Crosley Radio Corp........... 
Crosman Arms Co...........- 
Crown Cork & Seal Co....... 
Cyclone Fence Co............. 


D 


Day-Fan Electric Co.......... 
Dazey Churn & Mfg. Co...... 
De Jur Products Co........... 
De Laval Separator Co........ 
Detroit Torch & Mfg. Co...... 
Detroit White Lead Works..... 
Devoe & Raynolds Co., Inc..... 





gg Pee rear ee ee pie 
Diamond Calk & Horseshoe Co. 
Diener Mfg. Co., Geo. W...... 
Dierks Lumber & Coal Co..... 
Oe a ee 
Display Material Co........... 
Disston & Sons, Inc., Henry... 
Dixon Crucible Co., Joseph.... 
Domes of Silence Co., Inc.... 
Donley Mfg. Co., The......... 
ONS a ree 
Double Action Electric Co..... 
Ce a Se eee 
Duluth Show Case Co......... 
Dupont de Nemours & 

i See ai nar a ony ee 


Bawle TOK Co. iscvcccccscess 
Eagle-Picher Lead Co....-..... 
Eastern Tool & Mfg. Co....... 
Eberhard Mfg. Co...........- 
Economy Plumber Co.......... 
Edison Lamp Works of Gen- 

eral Elec. Co. 
ie aS Serre re eerie 
Electric Sprayit Co., Inc...... 
ee 
Evansville Tool Works........ 
Everedy Co., 


F. & N. Lawn Mower Co., 
Fairbanks, Morse & Co........ 
Fansteel Products Co., Inc..... 
Fate-Root-Heath Co. .......+-- 
Faultless Caster Co..........-- 
Federal Washboard Co., The... 
Ferdinand & Co., L. W........ 
Fitzgerald Mfg. Co..... eviren 
Folsom Agms Co., 
Foster Bolt & Nut Co........ 
French Battery Co............ 


G 


Geier Co., P. A., The......... 
Gendron Wheel Co........... 
General Chromium Corp....... 
General Fireproofing Co....... 
General Weatherstrip Co...... 
General Wheelbarrow Co...... 
Gomeen BEE, Ge. vase cccsccses 
Gilbert & Bennett Mfg. Co..... 
Gold Medal Camp Furniture Co. 
Gold Medal Products Co...... 
Gold Seal Elec. Prods. Co...... 
Goodell-Pratt Co. 
Good Housekeeping 
Goodrich Rubber 
The 
Graff-Underwood Co. 
Grand Rapids Hardware Co.... 
Groep & Deity Ce... osc ceases 
Green-Case, Inc. 


Ce, BS. FF, 





Greenfield Tap & Die Corp.... 
Greenlee Bros. & Co......... 
| ay. > See ree 
Grigsby-Grunow-Hinds Co. .... 
Griswold Big. Co... viscecesias 6 


H 


Te Be “Ee, A 
Hercules Chemical Co........ 
Hercules Powder Co.......... 
Herschel Mfg. Co., R......... 
Hibbard, Spencer, Bartlett & Co. 
oo eae). oe en 


A eres rrr re 
ee eee eee 
ce EE CLOT 
Hoppe, Inc., Frank A........- 
Seereen tee, SOW. . Sie eka ss 
Hotel Gibson 
SE Se Greer re 
a oy a rare 
Hunt & Sons, William......... 
pues 55% danse 
Hunt, Helm, Ferris & Co...... 
Hurley Machine Co.......... 
Hygrade Lamp Co............. 


Imperial Bit & Snap Co........ 
Independent Lock Co......... 
Indiana Rolling Mill Co....... 
Indiana Steel & Wire Co...... 7 
Ingersoll Watch Co........... 
International Silver Co........ 
Interstate Electric Co......... 
Irwin Auger Bit Co........... 
eS ee Per eee 
Ives Manufacturing Co........ 
ives: Me. Ge, We Bias ccei ss. 
Iwan Brothers 


Jackes-Evans Mfg. Co......... 
Jennings Mfg. Co., Russell.... 
Johnson Arms & Cycle Works, 

Iver 


90 


ee 


Kelly Axe & Tool Co......... 
Kendall Prods. Co............ 
Keuffel & Esser Co........... 
Keystone Mfg. 
Keystone Steel & Wire Co..... 
Kilborn & Bishop Co......... 
Magee Bite. Go. 6s giececscces 
Klein &. Sons, M............. 
Kohler Die & Spec, Co....... 
Kokomo Stamped Metal Co..... 
Rencuter & -O0... 6s esscens wesc 1 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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will be m for errors 


No allowinces 


of the advertising contract. 
or failure to insert. 


Every care 


will be taken to index correctly. 





L 


Lakewood Rubber Prods. Co... 
Lamson & Goodnow Mfg. Co... 
Lamson & Sessions Co........ 
Landers, Frary & Clark....... 
Landreth Seed Co., D......... 
Lendzion Leather Goods Co.... 
Letellier Laboratories, Inc..... 
Libbey-Owens Sheet Glass Co.. 
PRUE AS a neice tains casos 
Lowell Specialty Co........... 
Lucas, John, & Co., Inc........ 
Fe Te eres 
Lupton’s Sons Co., David...... 


McDougall-Butler Co., Inc..... 
McKinney Mfg. Co........... 
Magazine Repeating Razor Co.. 
Malleable Iron Fittings Co..... 
Mansfield Tire & Rubber Co... 
Marlin Firearms Co........... 
Martin-Senour Co. 
Martin Varnish Co............ 
PO a ee 
Maydole Hammer Co., David... 
Mayes Bros. Tool Mfg. Co..... 
Mechanical Devices, Inc....... 
ME Ns icc acccddeccavecs 
Meisselbach Mfg. Co., 
Mais sa Pair Vs veers econ es 
MOG och ie shsiere iene ; 
Motaleraft Corp. ........0..0. 
Metal Specialties Mfg. Co..... 
Metal Ware Corp............. 
Milbradt Mfg. Co............ 
/ BG ee 
Milwaukee Circulating Pump Co. 
Modern Grinder Mfg. 
Mohawk Corp. of Iill....... eee 
Moline Pressed Steel Co....... 
Moore Drop Forging Co....... 
Moore Push Pin Co.......... 
Morrill, Inc., 
Morse Twist Drill & Machine 
Co. 
Mosler Metal Products Corp.... 
Meer. Brees. Co. 0.5 ec ossese 
Murphy’s Sons Co., Robert.... 
Murphy Varnish Co.......... 
Murray Rubber Co........... 
Myers & Brothers Co., F. E.13, 


N 


National Carbon Co.......... 
National Enameling & Stamping 

Co. 
National Lamp Works......... 
Sees 
National Mfg. Co............. 
National Sign Stencil Co...... 
New Delphos Mfg. Co......... 
New Haven Clock Co......... 
New Jersey Zinc Company..... 
New York Wire Cloth Co...... 
Niagara Metal Stamping Co.... 


93 





Nicholson File Co............ 
Norcross & Sons, C. S........ 
North Bros. Mfg. Co.......... 
Northern Rubber Co........... 
Norton Door Closer Co........ 


CI MEN EON k cssis cas ewes, oi 
Oliver Iron & Steel Co....... 
Oneida Community, Ltd....... 
One Minute Mfg. Co......... ~- 
Ontario Knife 
CRP FI Sooo ccs eccscs 
Copeess BS Ce, ©.’ Sociccccs 
Oster Mfg. Co., John......... 


Packard Elec. 
Page Steel & Wire Co......... 
Paine Co. 
Palm Fechteler & Co.......... 
Patent Novelty Co............ 
Peaslee Gaulbert Co.......... 
Peck, Stow & Wilcox Co....... 16 
Peerless Level & Tool Co...... 
Penberthy Injector Co......... 
Penn. Lawn Mower Works.... 
Perfection Stove Co., Inc...... 
Peters Cartridge Co.......... 
Phenix Mfg. 
WE Ms. cb cas tcedceess 
Pioneer Pole & Shaft Co...... 
Pitcher Co., Inc., Hugh......: 
Pittsburgh Plate Glass Co..... 78 
Pittsburgh Steel Co........... — 
Plumb, Inc., Fayette R........ 
Plymouth Rubber Co.......... 74 
Popular Science Monthly...... 
eT Se ae 
Pratt & Lambert, 
Pressed Metal Prods. Co...... 
Progressive Mfg. Co.......... 
ig ee 74 
pin fo Sere 
Pyrex Sales Division.......... _ 


Renee Tree Ce... 6c vssecc.. 
Reed & Prince Mfg. Co........ 
Remington Arms Co., Inc...... 51 
Remington-Rand Co. .......... 
BR I Mi oi ose cassis cd 
Reynolds Wire Co............. 
Reznor Mfg. 
Richland Rubber Co.......... 4 
Richards-Wilcox Mfg. Co...... 53 
Risen Ce, Oeeer C.cecccs... 
Robeson-Rochester Co. 
Robertson, Arthur R......... 
Rock Island Stove Co......... 
J a oe 
Rose & Prothers, 
Ts. Ss COs 8b cae > o'a,6 v0 





Ruby Chemical Co............ 
OD. ob diceie 00.0 <0 00.0 
Russell & Erwin Mfg. Co..... 
Russell, Burdsall & Ward Bolt 


Ss 


a ee 
Samson Cordage Works....... 
Samson Cutlery Co........... 
Sand’s Level & Tool Co....... 
Sandusky Cement Co.......... 
Sanitary Receiver Co.......... 
PG Cig EME CS se cecccecness 
ee ea 
Savage Aves Corp. ......2.00. 
Schatz Mfg. 
Schollhorn Co., William....... 
Schrade Cutlery Co........... 
Schrader’s Sons Co., A........ 
MOOT DEI GOiicicescc ccc ccss 
Segal Lock & Hardware Co.... 
Seymour Prods. 
Shapleigh Hardware Co........ 
Shelby Spring Hinge Co....... 
Sherman Mfg. Co., 
Sherwin-Williams Co. 
Sidney Archery Co........... 
Sidway-Topliff Co. 
NEE CM ic potscccsvscce 
Simonds Saw & Steel Co...... 
Simonsen Iron Works........ 
Samples Radio Cow... ....05 
Bee Ba eves cic cces 
Smith, Inc., Landon P........ 
Smith & Sons, Inc., Seymour.. 
>: 
Solidhed Co. 
SD WORE Coe cresc see wese 
Special Chemicals Co......... 
Standard Electric Stove Co.... 
Standard Oil Co. of N. J...... 
ie a re 
Stanley Works 
Star Expansion Bolt Co...... 
Pemerete Oi, Ex Biss cs cscs 
Sterling Wheelbarrow Co..... 
Stover Mfg. & Engine Co.... 
Stratton & Terstegge Co...... 
weratten® Mt CO...5 1... eee 
Studebaker Corp. of America... 
Superior Laboratories, Inc...... 
Superior Ladder Co.......... 


- 


Tac-Ezy Metal Weatherstrip Co. 
eS 
AL ee ee ee 
Timken Roller Bearing Co..... 
Toledo Metal Wheel Co....... 
Toledo Wheelbarrow Co....... 
Treasure Chest, The.......... 
Trimoat Migs COsces ccc. 
Trow & Holdem.e.........005. 
Tubular Rivet & Stud Co...... 
Tucker Duck & Rubber Co.... 
Turner Brass Works.......... 


Underhill Bros. 
Union Hardware Co.......... 
Union Steel Products Co...... 
United Electrical Mfg. Co..... 
United Hardware & Tool Corp.. 
United Publishers Corporation. 
U. S. Cartridge Co........... 
U. S. Chain & Forging Co..... 
Se De NO Ss 6 own tewewsen as 
A Se eo Serer eer 
U, S: Stameine Co... ..0cccsss 
Universal Industrial Corp..... 
Utah Radio Products Co....... 


Vac-A-Tap Co. 
Wetenene 0 C6 cos. cconcncsiaets 
Vaughan & Bushnell Mfg. Co... 
Vaughan Novelty Mfg. Co..... 
Vollrath Co. 
Voos Company, The........... 


Wagner Elec. 
Wall Mfg. Supply Co., P..... 
Walworth Co. 
Warren Mfg. Co., J. 
Warren Tool & Forge Co..... 
Washburn Co., 
Watson Mfg. Co., L. S....... 
West Bend Aluminum Co..... 
Western Cartridge Co......... 
Western Importing Co........ 
Westinghouse Lamp Co....... 
Wheeler Radiator & Mfg. Co... 
Wheeling Steel Corp.......... 
White Co., 
White Co., 
White Mfg. Co., Julian M.... 
Whiting-Adams Co. 
Wickwire Brothers 
Wickwire Spencer Steel Co.... 
Winchester Repeating Arms Co. 
Winslow Skate Mfg. Co., 

Cy 5° SS tea ee 
Wie & Sees CO, Five ceccaces 
Wee Comes Co. cciccciccicvce 
Wolverine Sunvly & Mfg. Co.. 
Wood Shovel & Tool Co....... 
Wooster Brush Co............ 
Worthington Co., George...... 
Wright Steel & Wire Co., G. F. 


bs 


Yale & Towne Mfg. Co....... 


Z 


Zenith Radio Corp........... 
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TWISTAR DRILLS 


Trade-Mark 


It’s All In the Twist 


Your attention is directed to the peculiar 
twist of TWISTAR Drills and the Special 
Alloy DROP FORGED Steel used in 
their manufacture. This steel is called 


KILBORN STEEL 


—the toughest steel known. Due to this 
twist, TWISTAR DRILLS clear them- 
selves of chips better than any other 
type of Star Drills. This feature is 
quickly recognized by mechanics and 
makes TWISTAR Drills fast sellers. 

Dealers find them the fastest selling 
Star Drills they ever stocked. Thirteen 
sizes: 144” x 12” to 1” x 24”. 

We are the originators of TWISTAR 
Drills. THE GREEN LINE 
includes Punches, Box Hooks, Drills, 
Cold Chisels, Screw Drivers and many 
other tools. 

Send for Complete Catalog. 


THE 


KILBORN & BISHOPCO, 


New Haven Conn. 
Manufacturers of the 


“GREEN LINE TOOLS” 


Reg. U. S. Pat. Office 














LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your order for 
Fall planting for such seeds as Turnip, 
Rutabaga, Spinach, Winter Radish, Col- 
lards, Mustard, Beans, Kale and Mixed 


Lawn Grass. 


1928 CROP 


Before buying for delivery after 1927 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 143rd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair 
prices, we would not have 
existed so long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 

















He Advertised in the Right Medium 


This man wanted to represent a good hardware manu- 
facturer—he told his story in the Classified Opportunities 


Section of Hardware Age— 


A nationally known company replied to his advertisement 
and he secured a desirable position through advertising in 


the right medium. 


Hardware Age is noted for quick results—try it—send 


your ad to— 


Classified Opportunities Dept. 


Hardware Age 239 w. 39th st., New York 











HARDWARE AGE for MARCH 15, 1928 





A 


Double metal at eye 
where the wear comes: 
circular in shape, has 
roller bearing action 


é 


Builders’ Hard- 


Apartment con- 
struction is sold 
in bags of 100 feet 
complete with at- 
tachments, suffi- 
cient to hang seven 
windows. Costsno 
more than cord. 





B 


Edges are smooth and 
rounded—no ragged 
edges to whir over pul- 
leys;nosaw-likefriction 


f 


Corners are rounded— 
no sharp corners to 
kink, bend or break 
chain; makes chain run 
smoothly 
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HARDWARE AGE for MARCH 15. 19 
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